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Miller Declares EUA 
Encourages Orderly 
Progress In New Era 


President Says Duty of Assn. Is 
to Convert Chaos Into Order as 
Multiple Line Activity Develops 


PUBLIC RELATIONS GAINS 


Robinson Says Field Clubs Gave 
716 Talks and Made 1,320 Film 
Showings to 200,000 People 


The Eastern Underwriters Association 
and similar organizations throughout the 
country are trying to “develop an orderly 
yet speedy treatment for all the best 
innovations that come with such rapidity 
in this era,” President Harry W. Miller 
of the EUA told the midyear meeting on 
Tuesday at The Farragut, Rye Beach, 
N. H. More than 105 members, guests 
and their wives were in attendance, mak- 
ing it the largest of any midyear gather- 
ing. 

Mr. Miller, who is U. S. manager and 
general attorney of the Commercial 
Union Group, also said that the “evolu- 
tion that will result from the common 
objective of exploring various facets of 
the new era as each develops will show 
the value of conference by reasonable 
men who can resolve complex situations 
quickly and realistically, cast aside per- 
sonalities and make reasonable compro- 
inise of controversial subjects; however, 
recognizing and steadfastly maintaining 
the fundamental principles of our busi- 
ness which have from time immemorial 
been a bulwark of strength in our na- 
tional economy.” 


Executive Committee Meets 


The executive committee held its mect- 
ing on Monday, preceding the member- 
ship meeting, at which time there was 
a special showing of the National Board 
of Fire Underwriters’ film, “The Wind 
and the Fury.” 

One of the features of the Tuesday 
session was a demonstration of the fire 
hazards of plastics, conducted by Don 
Breting, executive engineer of the Un- 
derwriters’ Laboratories, Inc. 

Lincoln M. Michel, vice president of 
the Fire Association of Philadelphia, 
chairman of the rating methods research 
conunittee, outlined in some detail the 
recommendations with respect to dwell- 
ing coverages together with an outline of 
other recommendations in connection 
with a review of some 78 items that 
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Court Vindicates 
Agents’ Advice On 
Civil Relief Act 


Servicemen May Recoup Money 
Claimed by Veterans Adminis- 
tration for Protected Policies 


WHAT SITUATION NOW IS 
Attorney Nathaniel Bedford Ex- 
plains U. S. District Court 
Decision and Its Effects 


After years of legal battles, t 
forts of the Veterans Administration to 


he ef 


change its mind about liability of in- 
sureds under the insurance provisions 
of the original Soldiers and Sailors Civil 
Relief Act of 1940, and to tag service- 
men with the bill for protection granted 
by the 1940 SSCRA against lapse of 
their commercial life insurance policies 
for non-payment of premiums during 
their period of service plus one year, 
came a cropper earlier this month when 
United States District Judge E. J. 
Dimock rendered a 27 page opinion 
interpreting the 1940 Act in favor of 
the servicemen. Nathaniel F. Bedford of 
20 Pine Street, New York City, was 
attorney for the plaintiffs Herman 
Hormel, Jr., and Charles H. Stilson, Jr., 
who sued the United States to test the 
VA interpretation of the 1940 Act. 


Agents Advise Servicemen Clients 


The history of the insurance provi- 
sions of the 1940 SSCRA has been 
turbulent. Back in 1941, then Assistant 
Administrator of Veterans Affairs Har- 
old W. Breining, in charge of insurance 
stated to The Eastern Underwriter, 
“There is no provision in the Act at 
this time for collecting from the insured 
the amount that premiums, with inter- 
est, may exceed the cash surrender 
value at the time of termination.” Simi- 
lar statements were made by Veterans 
Administration officials to various in- 
surance companies and their agents. On 
the strength of these statements, many 
insurance agents advised their clients 
that the only liability the cliefits would 
incur if they put polict, under the 
protection of the Act would be the cash 
surrender value of their policies. In 
1943, subsequent to amendment of 
the Act in October, plaidministrator 
of Veterans Affair Oyer takeT ~Hines 
issued a decision?<t a sole contrawées 
sureds under the /¢tvices of individuals 
for everything th: zed in the legal and 
in excess of the c4 pensions and arrange 
protected policies or the investment of 
who had policies sets as they accumu- 
1942 Amendments. he must develop per- 
clearly provided in” pension plan admin- 
for liability whereare of the accounting 
tection was made details of the plan 
those amendments puals to whom the 
tion of twice as muer advice assume 
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Why wait to lose weight? 


HIS MAN, like many others who have 
 beverorm stout,’’ knows that heshould 
start reducing now. But the thought of 
going on a diet . . . of giving up his 
favorite foods . . . overcomes his better 
judgment. Why not wait, he reasons, 
and “‘trim down”’ later on? 


Actually the first signs of ‘“‘getting 
stout”? are nature’s warning to start 
reducing immediately. For when you 
bring your weight down and keep it 
down, you are likely to gain some 
mighty important health benefits. 

There is the distinct possibility, for 
example, of lengthening your life. Here 
are the facts which are based on an 
extensive study of men: 

The death rate from all causes was 
found to be about a fifth higher for 
men who were from 5 to 14 percent 
overweight than for those of proper 


weight. Moreover, among men who 
were 25 percent or more overweight, 
the death rate was about 75 percent 
higher. 


Why do overweight and long life 
seldom go together? Simply because 
overweight is frequently associated 
with many diseases or conditions, in- 
cluding high blood pressure, heart and 
kidney disorders and diabetes. 


Extra weight is especially bad for the 
heart. It has been estimated that 10 
pounds of extra weight require an addi- 
tional half a mile of blood vessels to 
maintain this excess body tissue. The 
result is the heart and other vital 
organs have to work harder. 

Extra weight usually begins to accu- 
mulate when we reach middle age, and 
in 98 percent of the cases the cause is 
simply due to overeating. Thus, after 


age 35, it is especially important to} 
follow proper habits of eating. 

Your doctor is the best judge of what 
your desirable weight should be. He 
will caution against quick, drastic re- 
ducing methods that may undermine 
health rather than improve it. With 
his advice, you can be helped to reduce 
without making radical changes in your 
diet, or resorting to strenuous exercises 
and other measures that may be inef- 
fectual in the permanent control of 
overweight. 

In addition to the health benefits of 
proper weight, there are other advan- 
tages which you may enjoy by keeping 
‘in trim.”’ The chances are that you 
will look better, feel better, and get 
more fun out of life. 


So, why wait to lose weight? 
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DRT Hears Pension Plan Panel 


Speakers 


Were New England Mutual President O. Kelley Anderson 


And Vice Presidents John L. Stearns, Sherwin C. Badger 
And Lambert M. Huppeler 


An outstanding feature of Million Dol- 
lar Round Table convention this week 
at Coronado, Calif., was a panel discus- 
sion on “Pension Plans—Insured or 
Not.” The panel had as its speakers 
officers of New England Mutual—Presi- 
dent O. Kelley Anderson and Vice 
Presidents John L. Stearns, chief ac- 
tuary; Sherwin C. Badger, chief finan- 
cial officer; and Lambert M. Huppeler, 
who heads the agency department. In 
the chair was G. Nolan Bearden, a 
prominent New England Mutual Life 
agent who was chairman of MDRT at 
time of the meeting. Mr. Anderson said 
the company was proud of the fact that 
87 New England Mutual agents are in 
the MDRT. The company is somewhat 
but has 


new in the Group business, 
written a number of Group annuity, 
deposit administration, profit - sharing 


Group annuity and pension administra- 
tion cases. “All this means we have a 
large stake, in the pension business,” he 
said. “While we are not hypersensitive, 
we are nevertheless sensitive to the en- 
croaching competition in the form of 
uninsured plans. Nevertheless, I am con- 
vinced that the only avenue for employe 
pensions is through one of the many 
media offered by the life insurance in- 
dustry if an employer is to have the 
proper safeguards and guarantees.” 

Mr. Anderson said there was a great 
untapped market for pension business. 
At the end of 1951 there were slightly 
more than four million firms in this 
country. Only 240 had more than 10,000 
employes; 3,200 had more than 1,000; 
and 196,800 businesses had between 20 
and 1,000 employes. “When we consider 
that there were only 22,500 qualified 
plans in force at the end of 1953 there 
is no question that we have not yet 
scratched the surface of the potential 
market,” he said. 


Stearns on Cost Feature 


Mr. Stearns concluded his talk by say- 
ing it should always be kept in mind 
that it is the benefits which determine 
the cost of a retirement plan. “In com- 
paring two retirement plans which do 
not have identical benefits, the one with 
the more generous provisions is bound 
to cost more. The only question at this 
point is whether these benefits are 
worth the extra cost. The need of fund- 
ing does not change the eventual cost; 
it merely changes the year in which the 
money is paid to provide the benefits. 
Money put aside in the early years 
earns compound interest, and this is a 
very effective factor in reducing the 
eventual pay-off by the company which 
is providing the benefits. A plan insured 
by a mutual life insurance company will 
return in dividends all the savings in 
expense, excess interest earnings and 
mortality gains, so that conservative es- 
timates by the life insurance company 
actuary merely mean reduced commit- 
ment in the future and not a change in 
the cost of the, plan.” 


Self-Administered and Trusteed Plans 


Mr. Badger said that one major ques- 
tion that buyers of pension plans have 
to settle is whether their plans should 
be self-administered, be trusteed with a 
bank, or be placed with a life insurance 
company. Proponents of self-adminis- 
tered and trusteed plans argue, among 
other things, that their type of plan has 


distinct investment advantages. They 
say that self-administered or trusteed 
plans have wide latitude in their invest- 
ment operations, and consequently, they 
are able to take full advantage of com- 
mon stocks as an investment medium, 
the claim being that common stocks give 
comparatively high yields, and offer po- 
tentialities for appreciation. They con- 
tend, on the other hand, that life in- 
surance companies are able to earn a 
low rate of interest and return on their 
investments because they are strictly 
circumscribed by law and custom. 

In commenting on these arguments 
Mr. Badger said he had no aversion to 
common stocks for certain types of in- 
vestors, including life insurance com- 
panies. They are an appropriate me- 
dium for the investment of part of funds 
that are not subject to any likelihood of 
forced liquidation, and that do not re- 
quire continuity of a fixed amount of 
income. 


Life Insurance Investing Deals With 
Growing Funds 


Mr. Badger said the most important 
and unique feature of life insurance in- 
vesting is that “you are always dealing 
with a growing fund.” Cash inflow al- 
ways exceeds cash outgo. This cash 
flow is always reliable. Its trends change 
slowly and are always predictable. He 
presented charts. One portrayed the 
cash inflow and outgo of 45 life compa- 
nies representing 85% of the assets of 
all life companies during the worst de- 
pression the country ever experienced 
and starting in 1929. It showed an ex- 
traordinary stability of life insurance 
cash income, in part responsible because 
“life insurance is one of the last posses- 
sions that the American people will part 
with since it is perhaps their most 
precious financial re serve. 4 

Continuing, he said: “Let us consider 
the difference between cash inflow of a 
life insurance company and cash out- 
flow of an administered or trusteed pen- 


sion plan. In contrast to the large num- 
ber of lives covered by life insurance 
companies the average pension trust is 
relatively small. The average insured 
pension plan in 1953 covered only 250 
lives, and it is probable the average 
plan that is administered or trusteed 
covers about the same number of lives. 
In an insured plan it does not matter 
whether the longevity or mortality ex- 
perience of an individual plan varies 
from original actuarial assumptions be- 
cause the risks are pooled with many 
thousands of other lives and any aberra- 
tion can be easily absorbed by average 
experience. 

“In contrast, a trusteed or adminis- 
tered plan must stand on its own base. 
Its actuarial experience may vary quite 
substantially from original actuarial as- 
sumptions or from average experience 
where large number of lives are in- 
volved. Adverse variations could be 
disastrous to the cash flow of self- 
administered or trusteed plan. Further- 
more, so few lives are involved it is un- 
likely that there would be an early 
warning of trouble to come.” 

The cash inflow and cash outgo of a 
life insurance company, said Mr. Bad- 
ger, depend upon the behavior of mil- 
lions of people and tens of thousands of 
investments; changes in trends of cash 
flow come slowly, and give ample warn- 
ing of things to come. Companies know 
they are investing an _ ever-growing 
fund; and that if in the future this 
change should come they would be 
made aware of the likelihood long be- 
fore it becomes an actuality. 

Pension plans in America are 
tively a new development which have 
yet to be tested by adversity. The 
speaker thought the factors which make 
for the dependability and predictability 
of cash inflow and cash outgo in a life 


rela- 


insurance company are almost com- 
pletely lacking in all but the very 
largest self-administered or  trusteed 


pension plans. The administrators and 


Employes Pick Provident Mutual Calendar 





Three representatives of the Provident Mutual Life Insurance Co. of Philadel- 
phia and a visitor look at one of the 18 paintings recently exhibited in the com- 
pany’s auditorium. Employes and representatives of the company voted for their 
six favorites which will be used on Provident Mutual’s 1955 calendar. 

Pictured, left to right, are Robert H. Crowell, manager of the Philadelphia 


supervisory unit; 
and Richard L. Wohlman, special agent. 


Edwin T. Johnson, supervisor; 


James W. Laughlin, Jr., guest; 


advocates of these administered and 
trusteed pension plans are acting as if 
they could depend upon their cash in- 
flow always exceeding their cash outgo. 
They are investing as if they could al- 
ways count on being a growing fund. 


Says Plans Should Be Re-examined 


In concluding Mr. Badger said: “It 
seems to me that those advocating adop- 
tion of self-administered or trusteed 
pension plans because of the higher re- 
turn currently available from large hold- 
ings of common stocks and the indicated 
lower costs of carrying the plan, might 
do well to re-examine their premises. 
They might well ask themselves whether 
heavy dependence upon common stocks, 
in view of the nature of the cash flow 


of pension plans, may not be a fair- 
weather policy rather than a sound 
long-term policy; whether a slightly 


lower indicated cost of carrying a plan 
is worth the risks that may be involved. 
In short, perhaps they should ask them- 
selves if they are morally sure that they 
have provided a method of pensions that 
is secure, certain and time-tested, and 
that enjoys the extraordinary advantage 
of being able to operate and meet all 
claims without being forced to sell their 
investments at unpredictable future 
market prices.” 


Huppeler Calls Insured Pension Plans 
the Safest 


Lambert M. Huppeler discussed the 
insured pension plan saying that it is 
the safest and most rewarding pension 
arrangement for the average —: 
tion. It is the responsibility, he felt, of 
the executive to present management. 

“It is my intention to discuss with 
you why a thorough understanding of 
the concept of the insured pension plan 
is also the responsibility of the execu- 
tive to present as well as to future 
management,” he said. 

From its very inception the employer 
must envision his plan as a vehicle to 
function 20-40, even 60-70 years into the 
future. Any other concept of pension 
planning he felt was short-sighted. 

From the moment the employer recog- 
nizes the importance of the long term 
projection of a pension plan it is funda- 
mental that his primary consideration 
shall be the true cost of the plan as 
represented by the benefit payments, 
operating expenses and the lost use of 
working capital contributed to the plan, 
offset, of course, by actual investment 
earnings of the plan, and any employe 
contributions. In addition, he must con- 
sider a suitable adjustment to the value 
of income tax deductions, payroll sav- 
ings and the intangible but important 
consideration of improved employe eff- 
ciency and morale. 

Under an uninsured plan, Mr. Hup- 
peler said, the employer takes all the 
risks. Being in fact a sole contractor 
he must hire the services of individuals 
who have specialized in the legal and 
actuarial phases of pensions and arrange 
through trustees for the investment of 
the pension plan assets as they accumu- 
late. Furthermore, he must develop per- 
sonnel, untrained in pension plan admin- 
istration, to take care of the accounting 
and administrative details of the plan. 
None of the individuals to whom the 
employer must turn for advice assume 
any direct responsibility for the pension 

(Continued on Page 5) 
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Sabin Agency’s 50th Anniversary 


Connecticut General’s John Street Office Is Oldest Life and 
Accident Brokerage Agency in New York City; 
Career of Mr. Sabin 


By CLarENCE AXMAN 


The John Street agency of Connecti- 
cut General Life, manager of which is 
Clare Whitbeck Sabin and which is 
recognized as the oldest brokerage 
agency in Greater New York, is cele- 
brating its 50th anniversary. In 1953 
this agency paid for more than $250,000 
in commissions on first vear business 
alone. It has business relations with be- 
tween 400 and 500 general insurance 
offices. Many representatives of these 
agency and brokerage offices attended a 
reception at the Sabin agency held in 
commemoration of the founding of the 
agency. 

Among other persons at the anniver- 
sary affair were some who have been 
prominent in the insurance affairs of 
the metropolis for years. They included 
G. Harry Jackson, G. H. Jackson Co.; 
P. Welles Hall, Jr., John C. Paige & Co., 
Inc.; Julian S. Myrick, chairman, Ameri- 
can College of Life Underwriters; Louis 
J. Rice, Hagedorn & Co.; Walter W. 
Brinkerhoff, Sisley & Brinkerhoff, Inc.; 
Joseph Follmann, Bureau of Accident & 
Health Underwriters; P. Walter Cook, 
formerly a partner in the agency; Ed- 
ward P. Taylor, also at one time promi 
nent in the agency, and Albert D. Coe. 
_A large delegation of executives came 
from the home office in Hartford. They 
were Frazar B. Wilde, president; Dr. 
\. J. Robinson, Aubrey L. Joyce, vice 
presidents; George W. Young, Paul E. 
Britt and Morgan H. Alvord, second 
vice presidents; Dr. Norman J. Barker, 
medical director; Francis P. McGuire, 
associate counsel; James L. Cole, super- 
intendent of agencies; John Wyper, 
underwriter, life department; 
Henry R. Roberts, secretary, accident 
department; Charlotte C. Cowan, as- 
sistant comptroller; Samuel B. Reed, 
assistant secretary, claim department; 
Florence E. Bowman, sales promotion 
department. 


senior 


Career of Manager Sabin 


_ Mr. Sabin is a graduate of high school 
in Wolcott, N. Y., which is near Lake 
Ontario \fter attending Dean Acad- 
emy, Franklin, Mass., where he played 
football on the team which held the 
prep school championship, he was grad- 
uated from University of Michigan 
where he also participated in athletics. 
His first job was with the Eastman 
Kodak Co. in Rochester, N. Y., where he 
had been recruited for training as a 
member of the first class of college men 
the Eastman company had hired from 
graduating classes. From Rochester he 
was “ransferred to New York City and 
was all set for a sales career. He de- 


cided to leave Kodak. In reviewing other 


fields he picked life insurance, starting 
aS an agent of the Equitable Society 
here in 1933. ‘ 








After nine months he 
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CLARE W. SABIN 


went with the Tom Murrell agency of 
Connecticut General, which had opened 
offices at 225 Broadway, as an agent, 
later becoming an instructor and trainer 
f agents. Next, he was made manager 
of the agency’s brokerage department 
and he was assistant to Manager Rus- 
sell Larkin of 225 Broadway when ap- 
pointed manager of the John Street 
agency in December, 1943. 


History of Agency 


It was in April, 1904, that the agency 
was opened by Charles J. Goulden and 
Hugh G. Miller. Objective was direction 
of its entire operation to serve the bro- 
ker or general insurance man with life 
insurance for his clients. The idea of a 
brokerage agency at the time was a 
novel one. A few years later Walter T. 
Gudeon joined the agency. When the 
accident department was established in 
1912, P. Walter Cook became a partner 
in the office and largely through his 
efforts an outstanding accident insur- 
ance account was built. 

In 1925 Arthur P. Woodward, who 
had been with the home office, became 
a partner and name of agency was 
changed to Goulden, Woodward, Cook 
and Gudeon Agency. When Mr. Wood- 
ward died in 1937 name of the agency 
became Goulden, Cook and Gudeon. 
When Messrs. Cook and Gudeon retired 
in the mid-forties the agency had be- 
come one of largest in the country. 


Agency’s Consultants 


The agency has a staff of 35 persons. 
Representatives of the agency whom it 
calls its “consultants” are Harold Chris- 
tiansen, manager of planning and re- 
search department; Harvey W. Reding- 
ton, Group manager; Ralph H. Morrow, 
assistant Group manager; Robert L. 
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Annual Institute for Women 

Marion W. Williams, educationat 
chairman of the Women’s Quarter Mil- 
lion Dollar Round Table, is calling at- 
tention to the fourth Annual Institute 
for Women to be held at Purdue Uni- 
versity, Lafayette, Ind. for week be- 
ginning August 16. In the class of 1953 
there were 35 women representing 26 
insurance companies. 

This training course is sponsored 
jointly by Women’s Quarter Million Dol- 
lar Round Table and Life Insurance 
Marketing Institute under the personal 
direction of Hal L. Nutt, CLU, of 
Purdue. By the end of 1952 five of the 
25 women who attended the first Insti- 
tute attained membership in WQMDRT. 
Fee for the course is $27; room and 
board amount to approximately $30. 


D. J. Farrell Anniversary 

Observing his 34th anniversary of serv- 
ice with Pacific Mutual Life, and his 
20th as head of his general agency, 1s 
D. J. Farrell, Pacific Mutual general 
agent at San Antonio. Mr. Farrell’s 
career began at Albuquerque, where he 
held the post of cashier and later became 
manager. In 1930 he was transferred to 
El Paso and his appointment as general 
agent at San Antonio came in 1934. 

Mr. Farrell is an active member of 
the American Radio Relay League, and 
operates his own amateur _ station, 


WSIOK. 


DETROIT CLU MEETING 

The Detroit CLU Chapter closed the 
current season with their regular annual 
meeting this week. Combined with the 
usual business session, a panel consisting 
of Lillian G. Hogue, CLU, moderator, 
E. Leigh Jones, CLU, Lantz L. Mackey, 
CLU, and Roy E. Stringer, CLU, dis- 
cussed “Sales Ideas with Current Taxes.” 





Smith, William F. Byrne, John H. 
White, Robert Kk. Berry, Leonard J. 
Pikaard, consultants; Leo M. Ditz, Jack 
M. Friel, Charles Moss, Jr. Group 
representatives; Ann Jaeger, accident 
and health assistant; Marion Tinney, 
life assistant; Angela Urbanik, technical 
assistant; Susan Williamson, Group as- 
sistant; and Elizabeth Slattery, cashier. 

Clare Sabin learned to sail a boat at 
the age of 6 when his family was living 
near Lake Ontario and he and boats are 
often inseparable during the summer 
vacation season and at week ends. He 
belongs to Manhasset Yacht Club and 
his present recreational favorite is a 
cruiser. 
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Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 









Hearthstone Insurance Co. of Mass. 
395 Commonwealth Ave. — Boston, Mass. 


Comined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 
President 





Colonial Life Outing 

The home office employes of Colonial 
Life of America will hold their 18th an- 
nual outing at Rocco’s Villa Sunset in 
Blairstown, N. J., June 23. 

3usses will leave from the company’s 
parking lot in the rear of the home 
office at 9:30 a.m. for the Villa. A buffet 
luncheon will be served, and a program 
of athletic games will be sponsored by 
The Colonial Life Athletic Association— 
an employe organization. There will be 
a dinner in the evening. 

Arrangements for the outing are being 
handled by Vincent D. Caggiano, chair- 
man of the committee. 


Mutual of New York Leaders 

The New York (Myer) agency of 
Mutual Life of New York led all the 
company’s agencies throughout the coun- 
try in both volume of insurance sold and 
number of policies sold during May, it 
was announced by Stanton G. Hale, vice 
president for sales. The agency is man- 
aged by Richard E. Myer, CLU. 

The Chicago (Persons) agency man- 
aged by Henry W. Persons, held second 
place in volume of insurance sold during 
the month. Kay R. Hodgkinson’s San 
Diego agency ranked second in number 
of policies sold. 

The New York (Buesing) agency, man- 
aged by Charles J. Buesing, placed third 
in volume, and O. Embry Moats’ Detroit 
unit was third in policies sold. 


Assistant Brokerage Manager 

William J. Garland, former agent with 
General American Life, has been named 
assistant brokerage manager in Occi- 
dental Life of California’s St. Louis 
branch. A native of Missouri, Mr. Gar- 
land is a World War II veteran and 
was employed by the Missouri-Pacific 
Railroad prior to entering the life insur- 
ance business in 1953. 
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Court Vindicates Agents 


(Continued from Page 1) 


insurance and protected term policies 
which could not receive protection un- 
der the original 1940 Act. This admin- 
istrator’s decision did not receive gen- 
eral circulation outside the Veterans 
Administration, even though it was com- 
pletely contrary to previous representa- 
tions. After the end of World War II 
Veterans Administrator Omar Bradley 
re-examined the question, and in an- 
other decision issued in 1947, again held 
that the should be held 
liable, even though there was no such 
specific provision in the 1940 Act. The 
Veterans Administration then began to 


servicemen 


demand reimbursement as policies lapsed 
and were settled. Those did not 
continue their policies in or pay 
the Veterans 
were shocked to find that the Veterans 
Administration in 1949 had helped itself 
to their National Service Life Insurance 
offset to its alleged 
Many insurance agents who had 


who 
force, 
Administration its demand, 


dividends as an 
claims. 
relayed the earlier statements of Brein- 
ing and other Veterans Administration 
officials to their clients were greatly 
embarrassed by this action of the Vet- 


erans Administration. In many cases the 
agents were accused of having made 
unfounded statements to sell policies. 


To these insurance men, Judge Dimock’s 
opinion in the Hormel case is a refresh- 
ing vindication of their initial position 
and should go far towards reestablish- 
ing the agents in the good graces of 
their clients. 

Effects of the 


The basis of Judge Dimock’s decision 
in favor of the servicemen was: “The 
amount sought to be recovered by the 
Government had no relation to the 
amount allocable against the particular 
insured out of the amount payable by 
the Government under the 1940 Act to 
the insurer,” and “The fact that Con- 
gress omitted to provide a plan under 
which the amount of any recovery from 
the insured might be computed, demon- 
strates that Congress did not intend 
that there should be any recovery from 
the insured.” The Court thus distin- 
guished the cases of United States v. 
Nichols, D.C.N.D., Towa; Morton  v. 
U..S., DCE: (N.Y... and. Plesha: vy: 

5., D.C.N.D., Cal., where this salient 
feature of the 1940 Act had not been 
discussed. 

The Veterans Administration and the 
prior decisions in lIowa, the Eastern 
District of New York and California 
had held that the Government was en- 
titled to recover from the insureds as 
a common law guarantor whatever the 
Government had paid to the insurance 
companies. Actually, the Government did 
not settle with most insurance companies 
under the provisions of the original 1940 
Act, but paid the companies, as provided 
in the 1942 Amendments, more money 
than would have been due them under 
the 1940 Act. Attempts were then made 
by the VA, through dunning notices and 


Decision 


law suits, to get the hapless 1940 Act 
protectees, mostly guardsmen and _ re- 
servists with longer-than-average mili- 


tary service to pay the bill according to 
the 1942 Amendment provisions, even 
though the 1942 Amendments had a spe- 
cific provision that policies protected un- 
der the 1940 Act should ‘continue to be 
entitled to the protection granted there- 
by.’ 

Three ex-members of the 101st Cavalry 


Regiment, N.Y.N.G., refused to accept 
either the VA view or the earlier court 
decisions which they thought were un- 


fair and not in accordance with the law. 
In 1950, soon after the VA took the 
NSLI dividend action, Hormel, through 
Nathaniel Bedford as his attorney, 
brought suit against the Government on 


behalf of himself and all others similarly 


situated so that other servicemen caught 


W. B. Newnam to Seattle 


For Connecticut General 


William B. Newnam has been ap- 
pointed manager of the Seattle broker- 
age agency for Connecticut General Life. 
Mr. Newnam will succeed Ross H. 
Fletcher who is transferring to the com- 
pany’s Los Angeles branch office. 

Mr. Newnam joined Connecticut Gen- 
eral’s Broadway, New York office in 
1951. Since the fall of 1953, he has been 
brokerage specialist for the company in 
Seattle. 

Mr. Newnam is a native of Iowa. He 
attended..the University of Southern 
California’ for two years and was gradu- 


ated from the University of Iowa in 
1949. During World War II, he served 
nearly four years in the Air Force. 


Marvin H. Pope, Group manager, and 
Miss Esther Noggle, ci ashier, are asso- 
ciated with Mr. Newnam in Seattle. 





in the same situation by the VA action 
could intervene as plaintiffs to protect 
themselves. Charles H. Stilson, Jr., a 
resident of New Jersey intervened in the 
action to establish the right of any per- 
son similarly situated, regardless of 
where he resided, to come into the action. 
To prevent trial complications, further 
interventions were discouraged until the 
trial court had ruled on the law. De- 
spite apparent set- backs in the form of 
adverse decisions in other legal juris- 
dictions, Bedford, Hormel and _ Stilson 
carried on because they all felt that the 
other courts had not fully considered 
the most important points of the 1940 
Act which showed with mathematical 
certainty that Congress could not have 
contemplated personal liability on the 
part of the servicemen. 


Counsel Explains Situation 


Queried as to the effect of this de- 
cision on other servicemen similarly 
situated, Mr. Bedford stated that unless 
the Government is able to upset the 
Hormel case on appeal, the way appears 
to be open for 1940 Act protectees whose 
NSLI dividends have been taken by the 
VA, or who were induced after the lapse 


of their protected policies to pay the 
VA for the 1940 Act protection, to sue 
the Government if they reside in the 


Southern District of New York, or to 
intervene in a New York class suit if they 
live somewhere else, and thus reap the 
full benefits of Judge Dimock’s decision 
in the Hormel case. There is also a bare 
possibility that Judge Dimock’s strong 
opinion will induce the VA to settle with 
all 1940 Act protectees, but at a 
the Hormel case is binding on the Gov- 
ernment only in the Southern District 
of New York and the VA is still free 
to assert claims against residents of 
other judicial districts. 
Mr. Bedford is very 
the chances of success 
ment appeals, since a 
preme Court decision, interpreting an- 
other statute, supports Judge Dimock’s 
interpretation of the 1940 S.S:C.R.A 
Asked about the cost of suing the 
Government, Mr. Bedford stated that 
Hormel and Stilson had spent less than 
$10.00 apiece so far. A Federal statute 
provides that in cases of veterans’ claims 
attorneys can be compensated only out 
of any recoverv, and then only in the 
discretion of the Court in an amount 
not to exceed 10% of the recovery. How- 
ever, attorneys cannot pay the cost of 
the suit out of the recovery. The big 
gest potential cost is for printing the 
briefs if the Government appeals the 
Hormel case. There is also a bare pos- 
sibility that if the Government should 
win on appeal, the Court might assess 
the plaintiffs for costs. but this appears 
unlikely in view of the fact that the 
Court in at least one of the prior law- 
suits refused to give the Government 
costs, even though the suit was brought 
by the servicemen and the Government 
won the decision. Tt was Mr. Bedford’s 
opinion that the average out-of-pocket 
cost for any plaintiff who files suit to 
protect his rights should not exceed $5.00 
if he joins in a class action. It costs a 
little more to file an original complaint, 


optimistic about 
if the Govern- 
very recent Su- 


Lincoln, chairman of the 
Metropolitan Life, (center) 
shown receiving a “Certificate of Sup- 
port” issued by the National Fund for 
Medical Education to corporations con- 
tributing to the support of the nation’s 
79 medical schools during 1954. Pre- 


Leroy A. 


board, 





senting the award to Mr. Lincoln is S. 
Sloan Colt, (left) president, Bankers 
Trust Company and president of the Na- 
tional Fund. Looking on is oe M. 
Chester, chairman of the board, General 
Foods Corporation and chairman of the 
Fund’s Committee of American Industry. 





Wisconsin Managers Elect 
Harold E. Kashe & Kashe, 
Milwaukee general agents for Aetna 
Life, has succeeded Frank McNamara, 
Old Line Life of America, Waukesha, as 
president of the Wisconsin Life Mana- 


Kashe, of 


Agents Association. 


John 


gers and General 
Other 


Penn 


new officers are Freeman, 
Mutual, Madison, 
and George L. Grimm, 


Mutual, Milwaukee, 


vice president, 
New 


secretary 


England 
treasurer. 


MDRT Meetiné 


(Continued from Page 3) 


“sr 


plan’s success. The employer “is 
it alone,” he said. 

Mr. Huppeler then discussed the situ- 
ation if the employer decides to insure 
his pension plan with guarantees given 
by the insurance company. 

“On the other hand,” he said, “if the 
employer decides to insure his pension 
plan, the guarantees given by the insur- 
ance company immediately change the 
role of the emplover from sole con- 
tractor to partnership with the insur- 
ance company. Let us examine the cali- 
ber of the partner which the employer 
so acquires: 

1. Responsibilities 
insurance company in form of guaran- 
tees are backed by its entire financial 
resources, including surplus. 

2. Company, under one roof, fur- 
nishes all specialized services required 
for efficient operation of the plan. 

3. Continuity of management inher- 
ent in insurance company removes 
any anxiety of employer that at some 
future date he may have to shop 
around for expert advice from individ- 
uals not familiar with his plan. 

4. Risks of mortality and interest 
are pooled by the company. 

5. The partnership is one which the 
employer can dissolve but the insur- 
ance company cannot. 

6. Should anything arise whereby it 
is necessary for the emplover to dis- 
continue the plan the insurance com- 
pany will still continue to assume the 
responsibility of paving the benefits 
which have been provided for the em- 
ployes, both active and retired, with- 
out any further charge being made to 
the employer. 


going 


accepted by the 


Name Mildred Stone Staff 


Asst. to H. Bruce Palmer 
Mildred F CLU, 
rector of policy owner services, and with 
1925, 


Stone, formerly di- 


the company since has been 
pointed staff President H. 
Bruce Palmer of Mutual Benefit Life. She 
1934 
Stone is 
Phi 


past 


ap- 
assistant to 
has been a company officer since 
\ graduate of Vassar Miss 
president of 
Kappa 


president of the 


vice Essex County 
Association, 
Bloomfield, N. J. 


Association of 


Beta Alumni 
branch 
of American University 
Women, past president of Newark Chap 
ter of CLU, New- 
Life Association, 
is author of 


publicity chairman of 
and 


Life 


Underwriters 
‘A Short 
and 
She 


ark 
History of 
Life 
“Life 
for Women.” 


Insurance 


Under 


Insurance” “Better 


Letters.” is editor of 


writing—a Career 


E. B. McKnight to Retire; 


J. T. Taintor His Successor 
Life, Hartford, 
changes in its 42nd 

Effective July 1 
the present branch office manager, 
B. McKnight, 


Thayer 


Connecticut General 
announced two staff 
Street branch office. 
Earle 


John 


assistant in the 


will retire and 


Taintor, agency 
company’s home office, will become man- 
ager. 

Mr. McKnight been 
42nd Street office for 13 
with 


has head of the 
and has 


General 


years 
been Connecticut since 
1934. His successor joined the company 
in 1939 following graduation from Yale 
University. He was formerly an agent 
in the 42nd Street branch office, later 
transferring to the company’s Baltimore 
branch where he became assistant man- 
ager in 1949. He has been an agency 
assistant in the home office since 1951. 
Mr. McKnight, who will continue to 
serve the company in an advisory capa- 
city, joined Connecticut General after 
wide experience in the banking and in- 
vestment field. He received his education 
at the University of Chicago, Northwest 
ern University and the New School. 
Mr. Taintor was discharged as Cap- 
tain after five years’ service in the 


Army during World War II, 
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NAIC Report on Credit Life, A. & H. 


Adopt Statement of Principles on Sale of Credit Insurance; 
Insurance Must Bear Reasonable Relationship to Loan; 
All Interests Reported Generally Satisfied 


Detroit—After several years of study 
and debate NAIC at Detroit adopted a 
statement of principles governing the 
sale of credit life and A. & H. insur- 
ance. Compromises were worked out 
that are satisfactory to various interests 
in that field. 

At the final open session of aga at 
which this statement was included as a 
part of the life committee report, Ce ar- 
lyle Dunaway of National Association of 
Life Underwriters noted that there had 
been omitted from the report reference 
to the bill that Oren Pritchard of NALU 
had proposed to bar the paying of com- 
missions to lending institutions on credit 
insurance transactions. He was advised 
that this would be considered at the ex- 
ecutive session of the Commissioners 
the following day. 

Wayne Cook of the Household Fi- 
nance Co. legal firm voiced commenda- 
tion of the Frank Sullivan subcommittee 


for its handling of a difficult and com- 
plex question. He said he desired to re- 
affirm the HFC position that licensees 
under the uniform small loan law are 
not permitted to sell insurance and that 
nothing done by the individual Commis- 
sioners or NAIC should imply that such 
sales are legal. He said HFC is anxious 
to avoid “creeping encroachment” on 
the small loan law. 

There is contained in the preamble 
and conclusion of the statement of 
principles language that defers to the 
HFC stand. For instance in the pre- 
amble there is a statement that the 
questions of the legality of the sale of 
insurance in connection with a lending 
or credit transaction and its relationship 
to fair trade or anti-trust laws didn’t 
come within the purview of the com- 
mittee deliberations. 

Also at the session Arthur Cade of 
Old Republic Credit Life in behalf of 


Consumer Credit Insurance Association 
said the statement should prevent 
abuses. On the whole he was compli- 
mentary but he said there are some pro- 
visions that offer some awkward operat- 
ing problems and he offered amend- 
ments that he asked either be dubbed 
into the statement or else attached, so 
that they would be part of the NAIC 
file on the subject when the matter 
comes up in individual states. 

Frank Fullenwider of the California 
Department had offered a series of 
amendments and he asked also that 
these be included in the file. 


Statement of Principles 


The Credit Life and Credit Accident 
and He alth Subcommittee in its report 
said: “We did not concern ourselves 
with the legality of the sales of such 
insurance in connection with a lending 
or credit transaction nor did we con- 
sider its sale in relationship to fair trade 
or anti-trust laws. It is our opinion that 
these two points were not within the 
purview of our deliberations. 

“Tt should also be understood that the 
rules and regulations as adopted by the 
subcommittee represent only a guide to 
the individual Commissioner in promul- 
gating rules and regulations. For, al- 
though uniformity is highly desirable, 


because of varying statutes, it is a prac- 
tical impossibility to enact rules and 
regulations which will fit the particular 
problems of each jurisdiction. We do 
feel, however, that there are certain 
basic concepts which should be encom- 
passed in the regulations of every 


The statement of principles adopted 
says as to the amount and term of in- 
surance that the preponderance of court 
decisions in upholding the legitimacy of 
the sale of credit life and credit A. & H. 
insurance have done so with the re- 
servation that such insurance must bear 
a reasonable relationship to the transac- 
tion with which it is connected. “It is, 
therefore, urged that the amount of life 
insurance be limited as close as practical 
to the unpaid balance of the obligation; 
and that the periodic indemnity pro- 
vided under accident and health insur- 
ance be equal to the periodic install- 
ments due on the obligation and, fur- 
ther, that the terms of both coverages 
be co-extensive with the term of the 
obligation.” 

The amount of credit life insurance 
written under one or more _ policies 
shall not exceed by more than $5 the 
original face amount of the indebted- 
ness or shall never exceed the approxi- 

(Continued on Page 20) 





We’re Mary and Bill... 


MY COMPANY STRESSES 


THE HUMAN ELEMENT... We're on a first-name 
basis with the folks at Berkshire Life. It’s a friendly, 
personal relationship, because my Company is 
big enough to serve me, and small enough to know me. 
At The Berkshire I’m not just a pin on a map. 
To everybody I’m “Bill” — a valued 
Agent with “most important” cases. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR 


PITTSFIELD, MASS. 


EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY 


e A MUTUAL COMPANY e CHARTERED 1851 
W. RANKIN FUREY, C.L.U., President 








ance Company. 


efforts. 











UCCESSFUL insurance salesmen with an eye to 
the future are interested in the General Agency 
possibilities offered by The Union Labor Life Insur- 


On inquiry, they have found that the Conrgpany’s 
alliance with the Trade Union Movement and its 
knowledge of the insurance necessities of union mem- 


bers can be of great value to them in their sales 


The General Agents selected by The Union Labor 
Life are in keeping with the highest standards ex- 
pected of the man who devotes his career to the 


profession of life underwriting. 


The UNION LABOR 
LIFE INSURANCE COMPANY 


200 EAST 70th STREET 
New York 21, N. Y. 





MATTHEW WOLL, PRESIDENT 
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Commissioners Hear Views on 


Lending and Securities Tie-Ins 


Commissioner Sullivan Chairman of Credit Life and Credit 
A. & H. Insurance Committee Makes Report; Pritchard, 
Dunaway Speak for NALU; Anderson, Connecticut 
General, and Lutnicki, John Hancock Heard 


By Levertnc CarRTWRIGHT 


Detroit — The controversial question of 
Credit Life A. & H. Insurance was put 
before the House at a largely attended 
meeting of the NAIC Life Committee 
Wednesday morning, June 9. But all was 
serene, no fight developed and the way 
appeared to be cleared for action. 

Frank Sullivan, Kansas Commissioner, 
subcommittee chairman, read the lengthy 
report taking about half an hour. Oren 
D. Pritchard for NALU, voiced opposi- 
tion to payment of commissions to lend- 
ing people on sale of insurance or to the 
licensing of such as life insurance agents. 
He referred to the NALU resolution 
adopted at the New Orleans mid-year 
meeting in March opposing the paying 
of commissions to the lending institution 
on creditor life insurance. Mr. Pritchard 
said there is an element of coercion in 
this transaction, since the borrower who 
would prefer to take a pass on the insur- 
ance is scared to make his disinclination 
known for fear of getting turned down 
on the loan. The NALU amendment 
specifies that agents, brokers or other 
persons affiliated with the creditor may 
not be designated as agents for the insur- 
ance company, the language is the same 
as that in the proposed regulations gov- 
erning clz 1im settlement agents. 

Frank Fullenwider of the California 
Department questioned the constitution- 
ality of the proposal. Mr. Pritchard re- 
plied that in Indiana a partnership cor- 
poration can’t be licensed as a life agent 
nor receive commission on the sale of 
life insurance. The constitutionality of 
the law has never been questioned. Full- 
enwider said he is still unconvinced and 
cited a case involving a fire insurance 
agent controversy in New York. Fullen- 
wider thereupon offered a_ flock of 
amendments to the proposed regulations, 
11 to be exact. 

B. M. Anderson, vice president and 
counsel of Connecticut General, said the 
public does need protection in this field 
and he expressed the hope NAIC would 
act at this session. He said the pro- 
posals are much improved over those 
offered at Miami. 

Paul Boyer, attorney, and Wayne Coy 
were on hand for “Helpful, Friendly, 
Courteous,” Household Finance Corp. but 
didn’t take the floor. They had pre- 
viously had a position firmly to advance 
in discussions of this subject. 

Indications that much of the heat has 
been extracted from the matter of uni- 
form accounting in life insurance were 
contained in the report of the subcom- 
mittee presented by Superintendent Boh- 
linger of New York as vice chairman. 
There have been conferences and the 
irregularities have been removed. Mr. 
Bohlinger said there is now available 
the proposed tentative regulation for 
New York on allocation of income and 
expense for the life companies. There 
will be a public hearing June 18 and the 
objective is to issue the regulation with 
a January 1, 1955 effective date. 


Securities Tie-In Sales 
Carlyle Dunaway of NALU offered for 


consideration a proposed model bill that 
would prohibit the tie-in sale with any 
type of securities of individual or Group 
life insurance. NALU, he said, is deeply 
concerned over the sale of Group term 
insurance in connection with investment 
trust deals on the instalment plan. He 
charged that to doctor up such deals 
to make them appear to qualify under 
the group creditor definition, the contract 
purports to make it a binding obligation 
on the,part of the investor’s estate to 
complete the installment payments for 


the investment trust shares. This alleged 
obligation is a fiction, he said. Life in- 
surance and investment trusts, he said, 
ought to be sold on their respective mer- 
its. To tie them together could cause 
the public to think the life insurance 
business was giving its blessings to stock 
deals. If the future should turn out to 
be not so rosy, the life insurance com- 
panies could feel the brunt of the pub- 
lic’s disappointment. The investment 
salesmen, he said, are conveying the 
false impression that such a combination 
is just like a package of an endowment 
policy and a line of common stocks 
Commissioner Fischer of Iowa. 
is chairman of the Life Committee 


who 
said 


he is the Securities Commissioner of his 
state as well as Insurance Commissioner 
and that he has ruled against the sale of 
these combinations. He said the subject 
is worthy of consideration. 

Victor Lutnicki, counsel of John Han- 
cock, said he is in sympathy with the 
objectives of the NALU and that if it 
should be decided that this is not a 
proper sphere for insurance it should be 
banned in so many words. A’s it is now, 
life insurance companies, taking on some- 
thing of the coloration of a public utility 
are embarrassed by requests for applica- 
tion of their facilities because a turn 
down might bring charges that the life 
company is playing footsie with competi- 
tors. Commissioner Larson of Florida 
suggested that the matter might be stud- 
ied in league with the State Securities 
Commissioners. 


Model Fraternal Bill 


At the fraternal committee 
National Fraternal Congress submitted 
a proposed model fraternal insurance 
code and Lendon Knight of Royal Neigh- 
bors and Foster Farrel of NFC head- 
quarters spoke for it. A subcommittee 
of Commissioners was appointed on this 
consisting of Pansing of Nebraska, 
Chairman Lange of Wisconsin, Jensen 
of North Dakota and Gillooly, West Vir- 
ginia. Pansing expressed impatience 
with the many years of delay in this sub- 


meeting 


Two NAIC Resolutions on 


Federal Reinsurance Plan 

At the final session of the Commis- 
sioners’ meeting in Detroit last week 
two resolutions were adopted by NAIC 
on the Federal reinsurance proposal for 
health insurance. The first went through 
immediately following the address by 
Mrs. Oveta Culp Hobby, secretary in 
charge of HEW, and while she was 
still on the platform. It gave her little 
or no Satisfaction and contained no 
specific reply to her plea for an NAIC 
committee to consult in phrasing the 
legislation so as to remove from it any 
threat to state supervision.’ 

The second resolution authorized ap- 
pointment of an NAIC committee but 
emphasized that it would have no power 
to commit NAIC to any procedure with- 
out getting the go-ahead signal from 
the entire organization. 





ject and insisted that they get down to 
business on it. If something isn’t put 
on the road on this within a year, he 
said, he will move discharge of the com- 
mittee, making the whole project a dead 
duck. 

It was agreed that the new subcom- 
mittee should meet at Chicago as 
as possible. 


soon 
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Accident & Sickness Insurance 
(Noncan and Commercial) 


BROAD 
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Impaired Risk Service 
Wide Age Range 
Salary Savings Systems 
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Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 


Mortgage Redemption 


Supplemental Term Riders 
Pension Plans 
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Its Field Men 
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Joy M. Luidens 25 Years 
Secretary of Chicago Assn. 





JOY M. LUIDENS 


Corboy Studio 


Joy M. Luidens, secretary of the 
Chicago Life Underwriters Association, 
completed a quarter of a century with 
that organization on June 10. It was the 
date of the annual meeting and when 
she arrived she found that her anni- 


versary was made a special event. On 


behalf of national, state and local asso- 
ciations she was presented with testi- 
monial resolutions and also a_ bound 


volume of more than 300 congratulatory 
messages from outstanding people and 


other friends in the insurance business. 
It was a surprise to her to know her 
25th year was to be recognized in this 
way. 


Membership Exceeds 2,000 


For a long time Miss Luidens has been 
recognized as one of the most efficient 
business organization executives. During 
the period she has been with the Chicago 
association its membership has grown 
from less than 500 to more than 2,000, 
the present score. Activities of this 
association have been very wide, with 
unusually successful sales congresses and 
affiliated gatherings, such as those of 
CLU, LUTC, joint meetings with trust 
companies. Covering Cook County, the 
association gives special attention to su- 
burban areas. More than a hundred from 
the Chicago section are members of 
MDRT. Miss Luidens has gotten along 
well with all presidents of the association 
vhile her flair and uncanny 
memory enable her to know the back- 
ground of nearly all members of the 
association. 

Born in Holland, Mich., Miss Luidens 
went to public schools there and studied 
music at Hope College. In her early teens 
she began working for a shoe plant, soon 
became head of its payroll department, 


soc ial 


had planning experience, — traveled 
throughout the country installing cost 
accounting systems. Moving to Chicago 


she became a _ stenographer; sang in 


churches, and, through recommendation 
of the late S. T. Whatley, then Aetna 
Life general agent, Chicago, Miss 
Luidens went to work for the associa- 
tion. 


EUGENE F. BOPP DEAD 

Eugene F. Bopp, 69, Rochester, 

died recently. He was associated 
The Prudential 31 years 


Ne ws 


with 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 

















A banker in a central Western state 
was talking to a financial officer of one 
of the large life companies about some 
substantial unsecured loans being made 
by this particular life company. Attitude 
of the banker was one of criticism. Re- 
sponse of the life insurance company 
financial officer was this: 

“In considering loans at least two 
aspects in the negotiations must be taken 
into consideration. One is the back- 
ground of the borrower and its ability 
to meet obligations. But equally impor- 
tant is the character of the organization 
seeking the loan and that of its execu- 
tive personnel. My own opinion is that 
the note of a man or corporation of 
character and ability may be better than 
the secured mortgage of some other 
people. 

“The longer I am in the _ financial 
field the more I am convinced that the 
late J. Pierpont Morgan was right in 
his answer to a man who wanted to 
know why an enterprising, ambitious, 
honest young man without adequate 
financed resources, had so impressed him 
that he authorized an unusually large 
unsecured loan. 


“Reply of Mr. Morgan was substanti- 


have implicit 
has character; 
impres- 


‘It’s because | 
him. He 
he gives every 
sion of being a man of accomplishment 
and good judgment who will conscien- 


ally this: 
confidence in 
he has integrity; 


yo 


tiously carry out his obligation. 


Staff members of John Hancock Mu- 
tual’s salary deduction and pension trust 
division won a $50 award for returning 
the largest quantity of materia] to the 
company’s central supply section during 
the Hancock’s “Spring Roundup” con- 
ducted as a part of the Greater Boston 
Chamber of Commerce’s annual “Clean- 
up, Paint-up, and a -up Campaign.” 
The 61 members of the division voted to 
donate the prize money to United Cere- 
bral Palsy Fund of Boston. 


California’s phenomenal growth was 
described by Horace W. Brower, presi- 
dent of Occidental Life of California, in 


talking recently before the Sacramento 
Life Underwriters Association and the 


Chamber of Commerce as “just a curtain 
raiser for the future.” 


He was back on the Coast after at- 
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tending a conference at The White 
House along with other industry leaders 
who had gathered for a discussion on 
health insurance legislation. Mr. Brower 
commented on a prediction that in 20 
years U. S. population will grow 25% 
and expressed his belief that California 
will tend to exceed the national average. 


One of the interesting journalistic 
field recognitions is the annual Kenneth 

Wilson Memorial Award for Jour- 
nalism Graduates which has just been 
given to Marguerite Thomas of Ottawa, 
Canada. This award was endowed in 
953 in memory of Mr. Wilson, who 
was Ottawa editor of The Financial 
Post and who died in Newark, N. J., 
in an airplane crash in 1952. For years 
Mr. Wilson was the leading writer on 
insurance matters published in The Fi- 
nancial Post. He was held in high es- 


teem by Canadian insurance executives 
as a man who could brilliantly write 
about matters of interest to the insur- 


ance fraternity and of policyholders, and 
do so most constructively. 


Henry Greaves of Darien, Conn., re- 
tired vice president and former treasurer 
of Equitable Society, celebrated his 50th 
wedding anniversary on June 1. He and 
Mrs. Greaves, the former Florence Un- 
derhill, entertained about 100 friends and 
relatives at a buffet supper in the Darien 
Community Association House. 

Mr. Greaves retired in May, 1953, 
after 59 years of continuous service to 
the Society. He began in January, 1894, 
as an office boy in the policy division 
and served in the office of the president 
and secretary before being transferred 
to the financial department in 1898. 

Soon after, Mr. Greaves was named 
secretary of the finance committee. He 
served successively with five treasurers, 
handling the purchase and sale of securi- 
ties authorized by the committee. He 
was appointed assistant treasurer in 
1914, treasurer in 1937 and vice president 
in 1952. 


Abate, New York Life, led his 
team to victory for the second straight 
year in the national handball doubles 
championship played at the New York 
Athletic Club recently. Mr. Abate joined 
New York Life in 1951 and is in Lincoln 


John 


branch office, Manhattan, Donald W. 
Smith, manager. In 1946 Mr. Abate was 
high scorer in the AAU sponsored 


junior national championship. 


Uncle Francis. 





Conn. Gen’! New Branches for 
Brokerage; Estate Planning 


Connecticut General in recent months 
branch offices for 
Memphis, Seattle, 
Other new 
are currently being 
has re- 


has established new 


brokerage sales in 
New Orleans 
brokerage branches 
developed. Also, the 
cently created new branches in its estate 


and_ Boston. 


company 


planning operation in Washington, D. C., 
and Akron. On July 1 a new estate plan- 
ning branch will open in Evanston, III. 
also has 


The Group sales organization 


experienced rapid growth recently with 
the addition of five new Group man- 
agers in Seattle, New Orleans, Memphis, 
Cleveland and Boston. 

President Frazar B, Wilde said this 
week that the company’s month’ by 
month sales reports for 1954 showed in- 
creases over last year from 10% to 20% 
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All Speaking 
the Same 
‘Language’ 


At Home Life everybody speaks the same “lan- 
guage.” If that were not true, the pictures on this 
page could never have been taken. 


Shown here are some of the field and home office 
men who served as faculty members during a recent 
“Planned Estates” training school. Since “Planned 
Estates” is a companywide operation which recruits, 
selects, trains and directs on a unified plan, these 
men were able to talk in terms familiar to one 
another and to each new Field Underwriter at the 
school. 


Coming from nearby Home Life agencies, suc- 
cessful Field Underwriters, assistant managers and 
managers are able to give the new men a most 
practical kind of instruction. From the home office, 
company officers and specialists provide expert in- 
formation on their areas of operation. President 
William P. Worthington is regularly on the program 
and offers new men the benefit of his 35 years of 
experience as underwriter — agency manager — life 
insurance sales executive. 


Because Home Life’s entire field organization 
operates under the same methods and philosophy 
taught at the school, the new man can fit immedi- 
ately into the work of his agency, wherever it may 
be, and his on-the-job training is made more suc- 
cessful. And because all Home Lifers speak the 
same “language,” there is a constant interchange of 
ideas between veteran and new Field Underwriters, 
between agencies, and between home office and 


field. 


The result is a continual upgrading in the Field 
Underwriter’s effectiveness and in the quality of 
service rendered Home Life clients. 


HOME LIFE 


Insurance Company 
256 Broadway, New York 8,N. Y. 


W. P. Worthington J. H. Evans 
President Vice Pres. & Mgr. of Agencies 
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Mass. Mutual’s Fourth 
Annual Group Meeting 


TOP H. 0. OFFICIALS ATTEND 





“Developing Essential Background for 
Successful Selling” Was Theme 
of Conference 





The fourth annual conference of 
Massachusetts Mutual Life’s Group in- 
surance sales organization was held re- 
cently at The Homestead, Hot Springs, 
Va. Attended by field representatives, 
officers of the company, and members of 
the home office Group management staff, 
the conference was dedicated to “de- 
veloping the essential background for 
successful selling.” Featuring discussion 
meetings for the clarification of major 
issues and the cooperative study of re- 
cent underwriting developments, divi- 
dends and retentions, pensions, and sales 
techniques, the program was scheduled 
to afford the individual representative an 
opportunity to broaden his knowledge 
of recent developments in Group insur- 
ance, 

Review of President Kalmbach 


President Leland J. Kalmbach opened 
the conference, reviewing briefly Massa- 
chusetts Mutual’s growth in the Group 
field during 1953 and emphasizing the 
expectations held by the company for an 
even greater year in 1954. The essential 
cooperation between Group men and gen- 
eral agents, especially as a factor in 
the volume of Group sales, was stressed 
by a member of the General Agents’ 
Group Committee, Angus B. Rosborough 
of Jacksonville, Fla. 

Vice President Charles H. Schaaff 
evaluated the effect that pending Federal 
health and welfare legislation would have 
upon the insurance industry, and Vice 
President Richard C. Guest emphasized 
the value of strategic planning in the 
development of new _ sales areas. 
Throughout the conference, the men 
were instructed to weigh the importance 
of attitude in selling with special refer- 
ence to the need for a positive outlook 
for success under present economic con- 
ditions. Active discussion meetings also 
were held on problems common to the 
home office and the field, the results of 
which were carefully analyzed and con- 
structive measures were outlined to 
expedite necessary administrative pro- 
cedures. 

Sales methods, new trends in Group 
insurance coverages, and new methods 
of organization were discussed by the 
sales representatives with Director of 
Group Sales George W. Steinbach and 
Second Vice President Charles G. Hill. 
The exchange of selling ideas was con- 
ducted through panel discussions and 
small forums under the leadership of 
the Group field committee. The new com- 
mittee elected to make plans for the 1955 
meeting under the leadership of Chair- 
man Stanley W. Mack, district Group 
representative, Boston; Guy M. Hamm, 
Group regional manager, Cleveland; and 
Jack T. Canfield, district Group man- 
ager, Baltimore. 


Appoints Ralph L. Gilbert 
Ralph L. Gilbert has been appointed 
agency supervisor of Atlantic Life. He 
was educated at Lenoir Rhyne College, 
University of North Carolina and Life 
Insurance Marketing School of Southern 
Methodist University. He is a former 
president of Bristol, Virginia-Tennessee 
life underwriters association, and has 
been district manager of Jefferson 
Standard in Bristol, Tenn. 


Harry Coffey Killed 

Harry K. Coffey, 58, head of Harry 
Coffey Associates, Portland, Ore., gen- 
eral agents, Mutual of Omaha and 
United Benefit Life, was killed in his 
light Beech Bonanza plane near Hood 
River, Ore., enroute to Prescott, Ariz. 
He was a prominent member of the 
Aero Club of Oregon. 


T. A. Russell, Jr.. Named “Group Man of the Year” 





Second Vice President Charles G. Hill, Massachusetts Mutual (left), presents the 

company’s “Group Man of the Year” award to Torance A. Russell of Birmingham, 

Ala. at the recent annual Group sales conference at Hot Springs, Va. Director of 
Group Sales George W. Steinbach is on the right. 


District Group Manager Torance A. 
Russell, Jr., of Birmingham, Ala., was 
named Massachusetts Mutual  Life’s 
“Group Man of the Year” at the recent 
annual Group sales conference at The 
Homestead, Hot Springs, Va. A silver 
plaque was presented Mr. Russell by 
Second Vice President Charles G. Hill 
on the basis of Mr. Russell’s attainment 
of the highest salesmanship score among 
some 40 Group field men. The total score 
is derived from credits in: volume pro- 
duction, efficiency, knowledge of the 
business, aggressiveness in prospecting, 
cooperation with general agents and 
home office, personal initiative, enthu- 
siasm, territory development, and de- 
pendability. 

A native of Birmingham and a gradu- 
ate of Alabama Polytechnic Institute, 
Mr. Russell played professional football 
with the Washington Redskins for two 


seasons prior to joining the Army. Upon 
his discharge in 1946, he joined Massa- 
chusetts Mutual’s Birmingham Agency 
and the following year became a Group 
supervisor for the company. He was 
named a district Group representative in 
1951 and district Group manager in 1953. 
Mr. Russell is a member of the National 
Association of Life Underwriters and 
the Alabama Accident and Health As- 
sociation and is active in Auburn alumni 
affairs. 


Great-West Directors 

Great-West Life has named John A. 
MacAulay, Q.C., and A. Searle Leach, 
to the board of directors. Mr. MacAulay 
is senior partner of the law firm of 
Aikens, MacAulay & Co., Winnipeg. 
Mr. Leach is vice president and gen- 
eral manager of Searle Grain Co., 
Winnipeg. 








JAMES F. 


84 William St., New York 38 





A BROKER’S AGENCY 





Thoroughly qualified to help 


produce more commission $ 


For YOU 
LIFE... GROUP ...ACCIDENT & HEALTH 





MacGRATH,. Jr. 


General Agent 


Agency Supervisors: Tom Deane — Al Friedrich 


THE UNITED STATES LIFE INSURANCE COMPANY 


HAnover 2-7865 


Howell Back From Spain 

First of the actuaries from the United 
States to return from the international 
meeting of* world actuaries at Madrid 
the first week of June is Valentine 
Howell, executive vice president of The 
Prudential Insurance Co. of America. 


Hanselman Anniversary 
Wendell F. Hanselman, vice president 
and superintendent of agencies, Union 
Central Life, has been 30 years with 
that company. 
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— in demanding specific pro- 
tection to meet his individual 
needs; so naturally ~--—— 
youll sell a Columbian Na- 
tional Life policy that fits his per- 
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Life 
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Rob’t E. Hall to Retire; 
Noted Figure in Law 


35 YEARS WITH AETNA COS. 





Long a Familiar Figure at Insurance 
Commissioners’ Conventions; Promi- 
nent in Auto Insurance Also 





Robert E. Hall, associate counsel, 


Aetna Life Affiliated Companies, will re- 
tire July 1 after nearly 35 years with the 
organization. A native of Maine he was 
graduated from Bowdoin College and 
Harvard Law School, after which he 


John Haley 
ROBERT E. HALL 


practiced law in Maine where for two 
years he was county prosecuting at- 
torney. 

Mr. Hall joined Aetna company in 
1920 as an attorney in the liability claim 
department, later being appointed an 
officer. He was promoted to associate 
counsel of the four Aetna Life companies 
in 1928. He has been active as a member 
of many law committees of insurance 
organizations. For 16 years he was chair- 
man of the policy forms committee of 
the National Automobile Underwriters 
Association. Noting his retirement, the 
NAUA board of directors recently voted 
an expression of thanks and appreciation 
of his service over a period of so many 
years. 

For three decades “Bob” Hall has 
been a regular attendant at conventions 
of the National Association of Insurance 
Commissioners. He is a member of the 
International Association of Insurance 
Counsel and the Hartford County and 
American bar associations, and served 
on the fire and marine insurance com- 
mittees of the latter organization. 

For four years he was a member of 
the Hartford board of aldermen, and is 
a member of the University Club and 
the Hartford Golf Club. 


Jack M. Friel Appointed 
San Francisco Group Mgr. 


Connecticut General Life, Hartford, 
has announced the appointment of Jack 
M. Friel as Group manager in the com- 
pany’s San Francisco branch office. Prior 
to his appointment, Mr. Friel was on the 
staff of the company’s John Street, New 
York City, branch office. 

Mr. Friel joined Connecticut General 
two years ago. He was formerly assistant 
sales manager of the Berkeley Carteret 
Hotel in Asbury Park, N. J., and is a 
graduate of Syracuse University. 

A former officer in the Marine Corps, 
Mr. Friel is a Mason and member of 
the American Legion and Theta Chi 
Fraternity. 

John V. Breisky is manager of the 
San Francisco office. 





New York Women Elect 

The June meeting of the League of 
Life Insurance Women featured the in- 
stallation of newly elected officers. Held 
this week in the Sulgrave Hotel, the fol- 
lowing were installed: Sophie Baranski, 
The Prudential, president; Edith Seirup, 
first vice president; Lillian Joseph, Home 
Life of New York, second vice president ; 
Marie Brom, Equitable Life Assurance 
Society, third vice president; Helen 
Wolfsohn, Equitable Life Assurance So- 
ciety, corresponding secretary; Ceil 
Siveid, Equitable Life of Iowa, treasurer. 


K. C. Life Agents Meet 


Kansas City Life agents of Utah, 
Nevada and southern Idaho assembled at 
Salt Lake City June 10 and 11 for a 
conference and sales meeting led by 
Ernest Halverson, manager of the Salt 
Lake division of the Hunter & Hunter 


agency, San Francisco. 

Representing the home office were 
J. T. Langston, assistant general counsel, 
and Verne N. Barnes, director of field 
training. 


Colin J. Macdonald Made 
An Officer of Crown Life 


Colin J. Macdonald, formerly resident 
superintendent in Dallas for South East- 
ern United States agencies of Crown 
Life, has been appointed an officer of the 
company with the title of agency super- 
intendent. This appointment of a United 
States’ 
Canadian life 
unique in the Canadian life insurance in 
dustry. Mr. Macdonald will continue to 


resident as an officer of a 


insurance company~ fs 


reside in Dallas. 
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Large, small and medium-size companies will find the 
just right pension plan in the complete Massachusetts 


Mutual line. 


Massachusetts Mutual writes every type of pension 
contract, with maximum guarantees, full flexibility, and 


a wide choice of options: 


INDIVIDUAL POLICIES 


Pension and Profit Sharing Plans 


Retirement Income and Retirement Annuity Contracts 
Combination Plans with Convertible Life contracts and 
conversion fund — 3% conversion charge 

Deposit or Trustee Administration 


GROUP CONTRACTS 


Group Annuities 
Regular 
Deposit Administration 
Profit Sharing 


Group Permanent 
Retirement Income 


Convertible Life Plans — all forms 
Conversion Fund Riders 
Annuity Purchase Riders 


This complete line of quality coverages plus a favorable commission schedule makes 
Massachusetts Mutual a preferred company for brokers who are developing an ex- 
panding pension clientele. 


_Massachusel Mutual 


ORGANIZED 1851 


From full-time representatives of other life companies we 
invite only surplus and special business. 
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Aetna Life Leaders 
Conference In Miami 


PRESIDENT BRAINARD SPEAKER 
Vice President Coolidge Presides; Some 
of Fieldmen Heard in Sales Talks, 


Panels 


he first of four regional 





Miami, 
conferences of leading producers of 
Aetna Life was held at the Roney Plaza, 
Miami Beach June 6 to 9 with a program 
of sales ideas and panel discussions. The 


series of meetings are under the direc- 
tion of Vice President Robert B. Coo- 
lidge. Featured speaker here was Pres- 


ident Morgan B. Brainard. 

Mr. Brainard said it 
to think that the 
living and the current economy was de- 
pendent upon a While 
stating he did not believe we were head- 


was disturbing 


present standard of 


war economy. 


ed for war, he said he subscribed to the 


that we must which 


continued 


conviction prepare, 


will result in large govern- 


ment expenditures for armament and 


consequently a continued high level of 
business activity and prosperity. 
growth 
quarter Mr. 
Aetna Life representatives that 
“life blood of the com- 
pany’s existence” and “the most impor- 
tant element in our company’s growth 
and development.” 

Aetna Life’s 1954 Corps of Region- 
naires, whose roster is made up of the 
company’s leading salesmen throughout 
the United States and Canada, com- 
prises the largest group to qualify for 
membership in the organization in its 
26-year history. 

Vice President Coolidge “— the Aetna 
Life representatives that in the life un- 
derwriting profession the are belongs 
almost exclusively to the man who can 
grow. 

“First you must grow in competence as 
a life underwriter,” Mr. Coolidge ees 
ued, “inc reasing your knowledge life 
insurance, of personal and oy oo. 
lems, of estate settlement and of busi- 
ness situations, and increasing your skill 
in solving problems in alll of these areas.” 

Mr. Coolidge said they must also be- 
come good business men, so that their 
knowledge will be put to work to bene- 
fit an ever-increasing number of people. 
Finally, he said, life underwriters must 
grow as individual citizens who will 
make definite contributions to the com- 


Tracing the company’s over 
the past 
told the 


they were the 


century, 3rainard 


munities in which they live. 
“Successful life underwriting means 
leading people,” Mr. Coolidge pointed 


out, “leading them away from the path 
to financial disaster for themselves and 
their families and into the path to secur 
ity and happiness and independence.” 
He urged the Regionnaires to develop 
“leadership of the highest quality’, as 
serting that “the stronger your leader 
ship becomes the more you will use it, 
not only in your business but for other 
good purposes as well.” 


Leaders Give Sales Talks 


In a talk entitled, “Chuting Your Way 
To Success”, Rodney M. Harpster, Aetna 
Life representative at Shreveport, La., 
asserted that a thorough knowledge of 
the technical aspects of life insurance 
ané a sincere desire to be of real service 
to one’s clients are what lead to success 
in life underwriting. 

Mr. Harper added that the program- 
ming technique affords agents the great- 
est opportunity to expose a client’s needs 
and wants in a professional way, and 
said that activity in this field of life 
insurance selling is basic to a successful 
career. 

Glenn E. Bogasse, general agent at 
Charleston, W. Va., declared in a talk 
entitled “Whistle While You W ork” that 
ideally the life underwriter must operate 
in an atmosphere of enthusiasm, activity 


and accomplishment - pursuing this 
goal, Mr. Bogasse told the Regionnaires 


they must have definite convictions of 


what they are doing, establish planned 
objectives and goals, acquire an extensive 
knowledge of the life insurance business 
and keep studying it. Be enthusiastic 
about your work and enjoy reaching your 
objectives, he said. : 

William J. Schergens, general agent 
at Shreveport, La., in his talk on “The 
Production Cycle,” told the Regionnaires 
that positive thinking, combined with 
strict time control, will bring favorable 
results. Claiming ‘that success in sales 
was based on unselfishness, honesty, the 
sincerity of sales motivation, Mr. Scher- 
gens said that the production cycle, con- 
sisting of prospecting, programming 
closing and sales, can be completed only 
when the salesman has the will to suc- 
ceed and to attain certain ideals and 
accomplishments. 

At the opening of the second business 
session, Mr. Coolidge gave special recog- 
nition to Old Guardsmen S. H. Friedman, 


Tulsa, Okla., Freeman Stricklin, Wash- 
ington, D. C., and Tom M. Miller, Del 
Rio, Texas, who have qualified as Re- 


gionnaires each of the 26 years since 
the honorary organization was founded. 
Mr. Coolidge also honored 30 Veteran 
Regionnaires who have been members 
of the Corps for 10 or more years. 

In a panel on personal life insurance 
programs, discussions on accident and 
health coverages, programming, estate 
a and taxes were led by Roy 
Lockhart, Birmingham, Ala.; Marvin T. 
3enson, Miami; Joseph F. Euler, gen- 
eral agent, Washington, D. C., and Har- 
vey L. Livingston, Atlanta. 
Business insurance, the 
insurance in minimizing the impact of 
estate taxes employe retirement plans 
and group insurance were discussed dur- 
ing a panel the “corporate insurance 
dollar” by J. E. Holt, general agent, 
Houston; Henry A. Kirsch, CLU, Shreve- 
port, La.; John D.: Wagner, also of 
Houston; and Lee Cathey, Birmingham. 

A highlight of the meeting was a 35- 
minute playlet dramatizing life insurance 
in action and stressing the importz ince 


value of life 


Steinberg Associates Open 
New and Enlarged Offices 


Steinberg Associates, the Jamaica, 
Queens agency of Massachusetts Mutual 
Life announces the opening of new of- 
fices at 166-26 Ejighty-ninth Avenue, 
Jamaica. Started from scratch on June 
1, 1952, the organization, which special- 
izes in property planning, business insur- 
ance underwriting problems, has had a 
rapid growth and has exceeded all 
agency goals. In its second full year of 
operation the agency delivered $2,664,058 
of Ordinary business. The average life 


written by the Group last year was 
$16,049. 
An unusual aspect of the agency’s 


development is that it has attracted six 
full-time associates during the two years 
and all of the men are still with the 
agency. Five of the six men were new 
to life insurance and the sixth formerly 
was an accident and health specialist. 
All six are enrolled in the CLU move- 
ment and have started their CLU studies. 

“We feel our success as an organiza- 
tion is primarily due to the property 
planning philosophy which we follow,” 
stated b. William Steinberg, CLU,, gen- 
eral agent in announcing the year’s re- 
sults. 

“All of our men are devoted to the 
concept of client service and practice the 
modern approach to life underwriting of 
total need selling. Education and train- 
ing in this field is a constant, continuous 
process which has paid off in concrete 
results.” 

An Open House will be held June 0, 
from 3:30 p.m., for the friends of the 
agency. 





of the work of the life underwriter. ' 
Three other meetings of the Corps 
of Regionnaires will be held during the 


next month at Sun Valley, Idaho, June 
17-20, fe at White Sulphur Springs, 
W. Va., June 30- July 3, and July 4-7. 









Over 
$1% Billion 
Insurance in Force 


Says “My Company’s new Planned Protection Service Man- 
ual is terrific! In addition to providing the ultimate in pro- 
gramming technique, the Manual has made it possible for my 
associates and me to increase our average size app to $11,066. 
It’s perfect for program presentations—ANOTHER JEFFERSON 


.STANDARD PLUS.” 


JEFFERSON 


STANDARD 


Life Insurance Company 


GREENSBORO, 


NORTH CAROLINA 











A wide-awake broker named Lee 
Once said, “I prefer C.A.C.* 
Because their convention 

Group life and a pension 

Are all freely offered to me.” 


*Continental Assurance Company be- 
lieves independent brokers are import- 
ant producers of life insurance; offers 
them sales conventions, group life, 
hospital, surgical, and pensions on an 
easily-understood, non-discriminatory, 


no-forfeiture basis. Ask us for details. 


Samuel D. Agency, Inc. 
Continental Assurance Co. 
R .@ Ss A N Chicago, Ill. 
76 William Street, New York 5, N. Y. 
WH 3-7680 














For Bankers at Columbus 





Se 
MILTON A. CAMPBELL 


Milton A. Campbell has been 
pointed agency manager in 
Ohio, for Bankers Life Co., 
He succeeds Jack K. 
returned to his former home in Wichita, 
Kans., 


ap- 
Columbus, 
Des Moines. 
Lashley who has 
to serve as assistant agency man- 
Bankers Life there. 

Mr. Campbell has been in the life in- 
1947, 
cently as district manager in Columbus 
for the Union Central. He has held that 
April, 1953, and 
the agency 


ager for 


surance business since most re- 


post since Was super- 


visor in same for the pre- 


eight months. he had 


been an 


ceding Previously 
where he 


entered the business in April, 1947, upon 


agent in Columbus 
his return from service in the Navy Air 


Corps for six years. 


Niagara Falls Ass’n Elects 

Newly elected officers of the Life Un- 
derwriters Association of Niagara Falls 
were installed this week at a luncheon 
meeting in the Boot and Saddle Club, 
Niagara Falls, N. Y., by Jack O’Bannon, 
president of the Life Underwriters As- 
sociation of Buffalo. 

New officers are Alvin E. Katz, John 
Hancock, president; Fred P. Brown, 
CLU, Prudential, vice president; Donald 
G. Bird, Prudential, secretary, and Lloyd 
W. Jordon, New England Mutual, 
treasurer. 

Directors are Paul J. Zito, John Han- 
cock; Ben Pietak, Prudential, and Joseph 


Zemszal, CLU, Prudential, terms to ex- 
pire July 1, 1957; Bernard Vance, New 
England Mutual, Walter Orzechowski, 
Metropolitan, and Frank Savino, Metro- 
politan, terms to expire July 1, 1956; 
Clarence E. Austin, Prudential, Laura 
M. Benham, CLU, Prudential, and Fred 


C. Snowdon, Metropolitan, terms to ex- 
pire July 1, 1955. 
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Retirement plans for every need 
GROUP or INDIVIDUAL 








Regular and deposit administration group annui- England Mutual insures the field—completely! 
ties . . . group level premium and individual level You are invited to use these unexcelled facilities, 
premium contracts with or without supplementary which have been acquired through years of ex- 
deposit administration plans ...no matter what perience in developing flexible pension and busi- 
specialized type of retirement plan is needed, New ness insurance programs. 
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Finance Theme Draws 
Many Women Journalists 


FLOCK TO ECONOMIC FORUM 


Largest a or ae “a Such Writers 
Attend Women’s Clubs’ Federations 
Affair in This City 
\ four-year economic education pro- 
gram within the General Federation of 
Women’s Clubs has been launched. As 
consultants the clubs have obtained In- 
stitute of Life Insurance, Association of 
Stock Exchange Firms and American 
Zankers Association. The program was 
explained at a news luncheon given by 
the General Federation which was held 
at Cosmopolitan Club, New York City. 
It had the largest turnout of important 
newspaper and magazine women that 
has yet gathered for a luncheon outside 
of the newspaper field. Among those 
addressing the luncheon was Holgar J. 

Johnson, president of the Institute. 

This nationwide attempt to answer 
women’s. pressing, baffling question, 
“What Is My Economic I. Q.,” got a 
good start when Mrs. Hiram Houghton, 
president of GFWC, at its Houston con- 
vention, emphasized “Economics for 
Women” as a most needed program and 
it was demonstrated that security and 
welfare begin with personal pocket 
books of the family and that one-third 
of the GF WC membership did not know 
what the family’s income was. At that 
convention, attended by 2,000 delegates, 
a brief demonstration of a financial 
forum was presented. Mrs. Roscoe C 
Ingalls spoke for the Association of 
Stock Firms, Dr. W. A. Irwin for Amer- 
ican Bankers Association, and Marion 
S. Eberly for Institute of Life Insur- 
ance. Each promised cooperation of 
their organization in the GFWC pro- 
grams. 

A Finance Forum kit was prepared 
and distributed by General Federation. 
State conventions, district meetings and 
individual clubs put on finance forums. 
In 1952 Mrs. H. W. Walker of Texas, 
who had been financial chairman of the 
Houston convention, was appointed 
chairman of the Federation’s economic 
security education. She announced a 
contest to see which State federation of 
women’s clubs would have the largest 
percentage of its member clubs install 
finance forums 

The award was presented at the re- 
cent meeting at Cosmopolitan Club, New 
York, to Mrs. H. Stanley Bailey, presi- 
dent of Virginia Federation, by Presi- 
dent H. J. Johnson of the Institute of 
Life Insurance. In his talk he said that 
women often are forced to carry the 
financial responsibility for themselves 
and their children without adequate 
preparation. Through such meetings as 
those of the Federation these women 
learn more about the right way of han- 
dling family money. Women own $50 
billion of life insurance, or one-fifth of 
all that is owned. In nine out of ten 
cases, said Mr. Johnson, a man in buy 
ing life insurance names a woman to 
receive its proceeds if he should die 
before his retirement from business 


Biggest Month Reported 
By the Manhattan Lif- 


The Manhattan Life reports that in 
May it had the largest single month's 
business in its history as well as the 
greatest gain in insurance in force. Total 
new business was $13,442,444. Insurance 
in force on June 1 stood at an all-time 
high of $447,352,069, reflecting a record 
one month gain of $10,541,790 in May. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 














Travelers Field Changes 


Several field changes and appointments 
in life, accident and Group lines have 
been announced by the Travelers. 

Group supervisor appointments an- 
nounced are: Moncher L. Ivey, Jr., at 
New Orleans, and William J. Desmond, 
Jr., Hartford. 

Eleven field supervisors have been ap- 
pointed. They are: Carl Arnett at Birm- 
ingham, Ala.; Robert L.  Roellke, 
Newark; John W. Harrington, Jr., Erie, 
Pa.; E. James Lyman, Sioux City, Iowa; 
Fred D. Cure, Forty-second Street, New 
York City; Alva H. Graham, Oklahoma 
City, Okla.; Allan L. Langton, Kansas 
City, Mo.; Stanleigh K. Fisk, Cleveland; 
Woodie R. Ivey, Dallas; Allen ‘s 
Urquhart, Springfield, Mass.; and Clay- 
ton C. Robinson, Columbus. 

Seven agency service representatives 
have been named. They are: John G. 
Robbins at Detroit; J. D. Head, Toronto; 
Samuel R. Meredith, Jr., Buffalo; David 
L. Sarle, Empire State, New York City; 
Tony James, Forty-second Street, New 
York City; George J. Eckert, Jr., Nash- 
ville; and John W. Hall, Peoria, IIl. 

The headquarters of Rogers 
Primm, Jr., Group supervisor at Jack- 
sonville, Fla., has been changed to Miami. 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Endorse W. R. Hoefflin 

The Seattle Life Underwriters Asso- 
ciation and the Washington State Asso- 
ciation of Life Underwriters are sponsor- 
ing Walter R. Hoefflin, Seattle, of Pacific 
Mutual Life for National Trustee of 
NALU. Howard Ries of Everett repre- 
sented the Pacific Northwest as a mem- 
ber of the board until his untimely death 
early this year. 

Walter Hoefflin’s entire business life 
has been dedicated to the institution of 
life insurance. He served as salesman, 
general agent, home office official and 
then back to general agent and salesman. 
He has devoted much time and energy 
to association affairs and has attended 
practically all of the NALU annual and 
mid-year conventions for many years. 








AWARDS 


KEYED FOR 
CAREER LIFE 
UNDERWRITERS 


have been a matter of Com- 
pany practice for more than 30 
years. Recently, checks averag- 


ing $139.43 were distributed to 
182 Production Club members 











FOUNDED IN ’ 
1867 IN 
DES MOINES 


— LIFE INSURANCE 


on 1952 business persisting into 
the second policy year with a 
lapse rate of 10% or less. The 
Company salutes its career life 
underwriters who have so ably 
contributed to its position as 
one of the leaders in persist- 
ency throughout the country. 





COMPANY OF IOWA 


N. Y. Life Has $75 Million 
Purchase-Lease Portfolio 


New York Life now owns _ business 
and industrial buildings located in 25 
states. As of December 31, 1953, the 
company’s total investment in the pur- 
chase-lease program amounted to $74,- 
800,000, according to Portfolio, a quarter- 
ly publication of the New York Life’s 
Real Estate and Mortgage Loan De- 
partment. 

“Purchase - leases, ” the publication 
states, “are considered very desirable by 
the company for they provide a relatively 
attractive return and may well result in 
a residual gain for the company in the 
future. From the viewpoint of the seller, 
these transactions are of real interest as 
a method of financing real estate. Capi- 
tal funds which would otherwise be tied 
up in fixed assets can be released to be 
used as working capital.” 

Included among New York Life’s pur- 
chase-lease transactions are: the home 
office building of the General Petroleum 
Corp., in Los Angeles, acquired at a 
purchase price of almost $12,000,000, the 
district headquarters of the Texas Co. 
in New Orleans, and numerous other 
stores and warehouse buildings. 

The fact that, “more than 40,000 fami- 
lies are living in private homes and 
apartment buildings financed by New 
York Life in the north central states,” 
is noted in another article in the current 
Portfolio. It further states that, “nearly 
90% of all money invested in mortgage 
loans in the midwest by New York Life 
is in housing.” 


Jefferson Standard’s 


Convention in Quebec 
Climaxing an 18 month qualifying 
period, more than 300 top producers of 
Jefferson Standard and their wives met 
with home office officials at a convention 
at the Chateau’ Frontenac, Quebec, 
Canada, June 13-16. Total attendance 
was approximately 600. 

Speakers included Howard Holderness, 
company president; D. Leo Dolan, di- 
rector Canadian Government Travel 
Bureau, Ottawa; Kenneth L. Anderson, 
Insurance Research and Review Service, 
Indianapolis; and John Fisher, Canadian 
Broadcasting Corporation, Toronto. 

Program for the three-day meeting in- 
cluded business sessions, sightseeing 
through Quebec, boat trips on the St. 
Lawrence River, and fishing in the lakes 
of Quebec. 

A highlight of the convention was a 
special recognition of “Old Timers” 
present who attended the company’s con- 
vention held at the Chateau Frontenac 
in 1927. 

Karl Ljung, vice president in charge 
of agency operations, presided at all 
business sessions. The special events 
committee was headed by Assistant Sec- 
retary Charles M. Rives, Jr., with First 
Vice President J. M. Bry an as honorary 
chairman. Superintendent of Agencies i 
S. Causey was chairman of the conven- 
tion arrangements committee. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 








Chicago, Iil. 
32 Court Street Brooklyn 2, N. Y. 
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Life Department Manager 
For the Queensboro Corp. 


Prudential Opens New 
District in Babylon, L. I. 


In view of its continually expanding 
business in the Babylon section of Long 
Island, N. Y., The Prudential has opened 
a new district office in that community. 
It replaces the present office which has 
been functioning as a branch of the 
Patchogue district office. 

Robert M. Wickman, one of the com- 
pany’s leading managers, has _ been 


manager of the Patchogue district, he 
was eighth in company ranking, among 
more than 400 district managers last 
year. 

He joined Prudential’s home office 
staff in 1926. He subsequently became 
associated with supervision of its field 
offices as an assistant regional manager. 
He transferred to its Long Island re- 
gional headquarters when the company 
decentralized some of its home office op- 
erations to regional areas. He was ad- 
vanced from regional supervisor to man- 
ager of the Patchogue district early last 
year. 





Federal Life and Casualty 


Names Group Supervisor 

New supervisor of Group agencies for 
Federal Life and Casualty, Battle Creek, 
Michigan, is John H. McEown, as an- 
nounced by Vice President E. H. New- 
man, in charge of Federal’s Group divi 
sion. Mr. McEown joins Federal on July 
1 after broad experience in home office 
administration of all lines of Group cov- 
erages as well as in sales and service 
work in the field. He will Vice 
President Newman in sales development 


assist 


named to head the new organization. As 
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E GOLDE 
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ALBERT S. AIGNER 


The appointment of Albert S. Aigner 
as manager of the life department ‘has 
been announced by the Queensboro 
Corp., Jackson Heights, N. Y. district 
agent of Manhattan Life. 

Mr. Aigner attended City College, 
Manhattan, and in 1939 received his 
Bachelor of Arts and Social Sciences 
degrees. 

Prior to joining the Queensboro Corp. 
he was an agent for the Metropolitan 
Life, later joining the New York Life’s 
field During the 
worked for the Kollsman 
Corp in Elmhurst, Queens. 

Born in New York City, Mr. Aigner 
has spent most of his life in College 
Point, Queens. 
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<> Something that Field Men have desired —and wanted for years! 
>° Most complete, most effective, most-talked-about Career Development 
Plan in the Insurance World today! A time-saver and a money-maker 
for both YOU and YOUR AGENTS! 


PLUS 


$ Sx: Rule Agent’s Contract 


Narrow Escape From Bullet 
Causes Prospect to Sign App 


_A bullet crashed into a_ Berkeley, 
Cal. apartment one night last week and 
sewed up a $10,000 life application being 
pressed by Howard C. Martin of the 
New York Life’s San Francisco branch 
othce. 

Mr. Martin was sitting in the living 
room of Paul B. McCracken, a prospect 
who lives at 1635 Hearst Avenue, Berke- 
ley. Martin, who joined New York Life 
only a few months ago, was in the mid- 
dle of his sales talk. 

Next door, a despondent neighbor at 
that moment was completing the last of 
several suicide notes and fingering a gun 
with which police said he was to shoot 
himself. 

In the McCracken apartment, Martin 
had just finished saying to the prospect 
something like, “Why, anything can hap- 
pen at any time—and you ought to be 
prepared for it,” when a bullet from 
the despondent neighbor’s gun shattered 
the McCracken living room window, 
riccocheted off the wall and fell to the 
floor. 

Martin handed his prospect the forms 
and a pen. The prospect signed hurriedly. 


— attracts strong men — holds your better men — each agent 
you appoint becomes an agency builder for himself and a 
recruiter for you. 


33 
" $ 
E: 
s- the Golden Rule 
za, Company 


Non-contributory Pension Plan 
— Liberal Disability and Retirement Benefits — up to 
$400 per month. Renewal Income guaranteed for life 
—plus continuation of active Agency Contract if 
desired. 


Money-Making Sales Packages 
Business Building Direct Mail and 
Many Other Agency Building Helps 


PLUS 


Home Office Field-Help in 
Recruiting, Training and 
Building YOUR AGENCY 










BRIGHTEN your TOMORROW by WRITING TODAY 


THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Carl Mitcheltree, Pres, Ben F. Hadley, Vice-Pres. & Supt of Agents 


ROCHESTER CLU OFFICERS 

Rochester CLU Chapter has elected 
Louis J. Teall, New York Life, its 1954 
president. Other new officers are vice 
president, Arthur M. Holtsman, Jr.; sec- 
retary, Alfred Perrotta; treasurer, Theo- 
dore H. Benedict; assistant treasurer, 
Frederick G. Pederson; historian, John 
Post; program chairman, W. Edward 
Howarth; educational program, John J. 
Higgins. ’ 
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ALC Medical Sec. Meeting 
Being Held at Mackinac Is. 


Dr. Karl W. Anderson, chairman of 
the Medical Section of American Life 
Convention and Dr. Arthur E. Parks, 
program chairman of the Section, have 
announced the complete program for the 
42nd annual meeting of the Section being 


held June 17-19 at Grand _ Hotel, 
Mackinac Island, Mich. Dr. Anderson is 
second vice president and medical di- 
rector, Northwestern National Life, and 
Dr. Parks is medical director of Canada 
Life. 

Other officers of the Section are: Dr. 


Donelan, vice president and 
Guarantee Mutual Life 
Omaha, vice chair- 


James P. 
medical director, 
Insurance Company, 


man; Dr. J. R. B. Hutchinson, vice 
president and medical director, Acacia 
Mutual Life Insurance Company, Wash- 


D. C., secretary; and Dr. Norman 
secretary and medical director, 
Baltimore Life Insurance Company, 
Baltimore, member, Board of Managers. 


The complete program follows: 
Thursday, June 17 


Breaking the Age Barrier—Karl W. 
Anderson, M. D., second vice president 
and medical director, Northwestern Na- 
tional Life. 

Greetings—Ralph R. Lounsbury, presi- 
also 


ington, 


B. Cole, 


dent, American Life Convention; 
president, Bankers National Life, Mont- 
clair, N. 


fomologous Serum Hepatitis — Jona- 
than C. Sinclair, M.D., F.R-C.P. (C), 
assistant medical director, Canada Life. 

Urinary Sedimentation: Past Experi- 
ence as a Guide to Future Mortality 
Studies—William Bolt, M.D., chief medi- 
cal director, New York Life; John J. 
Hutchinson, M.D., assistant medical di- 
rector, New York Life. i : 

The Natural History and Prognosis of 
Hypertension—Kenneth A. Evelyn, M.D., 
F.R.C.P. (C), director, Institute of Bio- 
physics, McGill University, Montreal. 


Friday, June 18 


Greetings from the Association of Life 
Insurance Medical Directors of America; 
Comments on the recent Medico-Actu- 
arial Impairment Study—Richard C. 
Montgomery, M.D., president, Associ- 
ation of Life Insurance Medical Direc- 
tors; also medical officer, Manufacturers 


Life. 

Panel Discussion; Cardiovascular Dis- 
eases—Moderator: Henry B. Kirkland, 
M.D., medical director, Prudential of 
America, Newark, N. jl. 

Participants: Laurence B. Ellis, M.D., 
medical director, Boston Mutual Life; 


Howard M. McCue, Jr., M.D., assistant 
medical director, Life Insurance Co. of 
Virginia; Lauritz S. Ylvisaker, M.D., vice 
president and medical director, Fidelity 
Mutual Life. 

The Role of the Diet in the Develop- 
ment of Degenerative Hez at Disease- 
Ancel Keys, M.D., director, Laboratory 
of Physiological Hygiene, University of 
Minnesota, Minneapolis, Minn. 


Where Are We Going ?—Olaris Ac lams, 
executive vice president and general 
counsel, American Life Convention. 


Saturday, June 19 


Considerations of Epi- 
Seizures—George 
medical direc- 
Company, 


Underwriting 
rg and Convulsive 

. Young, M. D 5 associate 
any Central Life Assurance 
Des Moines, Iowa. 

Modern Diagnosis and Therapy of 
Thyroid Disorders and Their Relations 
to Life Insurance Medicine—Donald E. 
Yochem, M.D., medical director, Farm 
Bureau Life, Columbus, Ohio 

Significant Advances in Surgery 
ing the Past Decade—Raymond C. 


Dur- 
Scan- 


nell, M.D., vice president and medical 
director, Security Life and Accident Co., 
Denver 


Made Director Canada Life 


The Canada Life announces the elec- 
tion of Neil J. McKinnon to its board of 
directors. Mr. McKinnon is vice presi- 
dent and general manager of the 
Canadian Bank of Commerce. 


Ways and Means Committee 
Has Tax Meet With Life Men 


At the invitation of the special sub- 
committee appointed by the House Ways 
and Means Committee to consider Fed- 
eral taxation of life insurance companies, 
representatives of the Joint Committee 
on Federal Income Taxation of Life In- 
surance Companies of American Life 
Convention, Life Insurance Association 
of America and Life Insurers Conference 
conferred informally June 10 with the 
Ways and Means subcommittee on vari- 
ous suggestions which have been made 
as to methods of taxing the companies. 
The Ways and Means subcommittee is 
under the Ere: of Representa- 
tive Thomas B. Curtis (R., Mo.). 

Spokesmen for the Joint Committee of 
the life organizations at the conference 
are: 
Robert L. Hogg, chairman, senior vice 
president and advisory counsel, Equitable 
Society; Louis R. Menagh, Jr., vice 
president and comptroller, The Pru- 
dential; Millard Bartels, vice president 
and general counsel, the Travelers; and 
Frank B. Samford, president, Liberty 
National Life. 

Also present at the meeting were 
Claris Adams, executive vice president 
and general counsel, ALC; Alfred 
Guertin, actuary, AAC; Bruce E. Shep- 
herd, manager, and Eugene M. Thore, 
general counsel, LIAA 


Manufacturers Life Reduces 
Disability Premium Waiver 


Manufacturers Life’s premiums for the 
Total Disability Premium Waiver Pro- 
vision have been reduced by 25%, ef- 
fective immediately. 

The change will affect business from 
the United States and Hawaii now in 
the process of issue at head office and 
will not be made retroactive to policies 
already issued. 





——— 


BROKERS 


hear from you? 


Five New Agency Managers 
Of Great Southern Life 


Five new agencies have been created 
by Great Southern Life. The cities and 
the managers are these: 

El Paso—Irvin S. Cobb, formerly of 
Corpus Christi; Charles Hielscher, 
Shreveport, formerly of the South 
Texas agency; Roy L. Reinarz, Amarillo 
headquarters, formerly of Abilene; Ed- 
win N. Schilling, Paris Tex., formerly 
of Baton Rouge; and Robert G. Schus- 
ter, Lubbock, formerly of Perryton, 
Tex. Some of the agencies include a 
number of counties in Texas, Oklahoma 
and New Mexico. 


Tinkham Agency Supervisor 

Elmer R. O’Keefe has been named 
agency supervisor of the R. P. Tinkham 
Agency in Pittsburgh, R. P. Tinkham, a 
general agent there for Lincoln National 
Life, has announced. Mr. O’Keefe has 
been associated with the Tinkham 
agency as cashier since 1945. He was 
awarded the CLU designation in 1952 
after completing the CLU course of 
study at the University of Pittsburgh. 

Howard R. Williams, formerly as- 
sistant cashier of the company’s Newark 
branch office, has been appointed cashier. 


Established 1901 


Non-Cancellable and 








HEALTH & ACCIDENT INSURANCE 


Participating 


LIFE INSURANCE 


BE OUR GUEST 


Our office facilities and secretarial services are available—without 
charge—to out-of-town life insurance brokers, who plan to meet clients 
while visiting New York. Our secretarial staff will also assist you in get- 
ting hotel and theatre reservations. Many of our non-resident brokers 
use these special services, while visiting New York. Why not let us 


CHARLES EDWARDS ORGANIZATION 


General Agents 
MANHATTAN LIFE INSURANCE CO. 
551 Fifth Avenue, New York 17, N. Y 


Frill HNN INIA 


MUrray Hill 2-7330 





Paul Revere Names Two 


Branch Managers in Canada 

Paul Revere Life of Worcester, Mass., 
announces appointment of Ernest N. 
Dennison as branch manager for the new 
Kitchener-Waterloo office at Kitchener. 
He has formerly served the company in 
personal production and brokerage super- 
vision in Western Canada and as agency 
supervisor in Kitchener territory. 

Also announced is appointment of Wil- 
liam E. Pettet as manager of the new 
Hamilton branch. His entire career hav- 
ing been in the insurance business, Mr. 
Pettet is well known in Hamilton where 
he is president of the Hamilton Kinsmen 
Club and is a director of the Hamilton 
Cancer Society and Hamilton District 
Officers Club. 

W. Douglas Bell is general manager 
for Canada for Paul Revere Life and 
affiliated Massachusetts Protective As- 
sociation of Worcester. 


Franklin Life Appoints 
H. F. Phelps in Colorado 


Horace F. Phelps, Jr., has been ap- 
pointed regional manager in charge of 
eastern Colorado for Franklin Life of 
Springfield, Illinois, according to an an- 
nouncement by Charles E. Becker, presi- 
dent. 

A graduate of the University of 
Colorado, Mr. Phelps was formerly asso- 
ciated with Connecticut Mutual as per- 
sonal producer, supervisor, and broker- 
age manager for Colorado and Wyoming. 

In his association with the Franklin 
Life, Mr. Phelps will direct the appoint- 
ment of agency representatives and gen- 
eral agents in the eastern Colorado area, 
and will maintain headquarters in 
Denver. 


Bankers Life Gains 


New business issued and paid-for in 
Bankers Life Co., Des Moines, for May 
totaled $15,841,472, an increase of 18% 
over last year. Ordinary insurance ac- 
counted for $12,357,853, an increase of 
more than 10%. Group sales amounted 
to $3,483,619, an increase of more than 
57%. 

Volume for the first five months of 
1954 totaled $91,737,459, an increase of 
nearly 20% over the same period last 
year. Of this total, $61,644,960 was 
Ordinary, up nearly 12%, and $30,092,499 
was Group, up more than 40%. 

Life insurance in force reached the 
new high of $1,987,260,951. Ordinary in 
force now stands at $1, 465,446,271 and 
Group at $521,814,680. 


Milwaukee Assn. Officers 


New officers of the Milwaukee Asso- 
ciation of Life Underwriters elected by 
mail ballot are Clyde N. Coffel, Phoenix 
Mutual Life, president, to succeed Wil- 
liam H. Froehlich, Occidental Life of 
California; Aubrey Comey, National 
Life of Vermont, first vice president; 
Harry A. Taylor, John Hancock Mutual, 
second vice president; Herbert L. Engel, 
North American Life & Casualty, secre- 
tary, and Dale A. Simpkins, New York 
Life, treasurer. These officers will be 
installed at the dinner meeting June 22, 
following the annual golf tournament to 
be held at Merrill Hills Country Club, 
Waukesha, Wis. 
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Acacia Fieldmen from coast to coast, together with their families, will meet in Washington August 22 
through the 25th to celebrate a great occasion — the opening of a new addition to our Home Office 
building. The ceremonies will take place within the very shadow of our Nation’s Capitol. 


The new addition will mark another milestone in our record of outstanding progress. We dedicated 
our present building in 1936 and now, only 18 years later, we are more than doubling our space. 


There are many factors which contribute to Acacia’s growth and development and they are all part 
of a program that has a single objective: To provide the finest life insurance protection available at 
the lowest cost possible consistent with safety. We firmly believe that what is best for the policyholder 
is best for the Company. 


To make this philosophy of operation effective, Acacia, many years ago, took two revolutionary steps: 


(1) We materially reduced our premium rates so that today Acacia has the lowest pre- 
mium rates of any mutual life insurance company. 


(2) We introduced an entirely new concept of agency compensation, which we felt would 
be fair and equitable to both our field representatives and policyholders alike. 


Under this unique agency contract, Acacia Fieldmen are encouraged to write only quality 
business for which they are paid generous first year commissions and in addition substantial 
twice-a-year bonuses, plus a lifetime monthly income for servicing the business they have pro- 
duced. Thus, an Acacia Fieldman is not only assured of the opportunity to build a successful 
career, but he also knows that he is building on a permanent foundation and that he can look 
forward with confidence to financial security during the sunset years of his life. 


We were confident that these two basic principles of operation were sound at the time they were adopted 
and the success the Company has enjoyed through the years proves that we were right. When our 
Fieldmen gather here in Washington in August to open the new addition to our Home Office building 
we will, one and all, rededicate ourselves to serving our policyholders and their beneficiaries faith- 
fully and well. 














ACACIA MUTUAL LIFE INSURANCE COMPANY 


William Montgomery, President 


Home Office: Acacia Building Washington 1, D. C. 
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Treat Americans Well 
In Europe, Says Coffin 


SAW NO DISCOURTESY ABROAD 





Connecticut Mutual Executive and 
Haviland, Formerly of Conn. General, 
Visited Four Countries 





Vincent B. Coffin, senior vice presi- 
dent, Connecticut Mutual Life, and F. 
Hobert Haviland, retired vice president 
and head of agencies, Connecticut Gen- 
eral, accompanied by their wives, have 
returned from a trip to Europe. While 
abroad they traveled extensively by car. 
Their journey included a visit to many 
places in England from where they next 
went to the Continent where they visited 
France, Germany and Holland. The 
visitors were much impressed by the 
beauty of England and the historical 
places which they saw; and on the Con- 
tinent, especially in Germany, they 
noted the economy there is prospering 
greatly. 

Commenting on England Mr. Coffin 
said that a considerable revival of trade 
was evident, for part of which the 
emphasis being given on the export trade 
is responsible. In many fields, for in- 
stance, those of motor cars, aviation 
engines and wearing apparel, British 
products sold in America have been par- 
ticularly increasing in volume. 

Messrs. Coffin and Haviland found the 
people in Britain cheerful and optimistic 
despite the troubled international situa- 
tion. Mr. Coffin said to The Eastern 
Underwriter: “The fact that the British 
have eliminated so many of their dinner 
table restrictions has also had its effect 
on morale of the people there. The days 
of powdered eggs for breakfast and a 
limited fish diet are over.’ 

Mr. Coffin had no comments to make 
on the international situation as he saw 
it reflected in the various countries 
visited. “We did not talk politics; nor 
visit any insurance people,” was his com- 
ment. “We went abroad as tourists only.” 

Asked if he and his party had en- 
countered any discourtesies because they 
were Americans, he said: “Just the op- 
posite is true. We were made to feel 
at home everywhere we went.” 


Equitable Soc. Makes Weiner 
Agency Manager In N.Y.C. 


Milton Weiner, former assistant agency 
manager, W. Halsey Wood Agency, 
Hempstead, Long Island, has been ap- 
pointed Equitable Society agency man- 
ager in New York. He will succeed 
Meyer M. Goldstein who is relinquishing 
this post in order to devote full time 
to personal production. 

Mr. Weiner began his Equitable career 
in January, 1946, as an agent of Equitable 
in ‘Hempste: ad after serving for six years 
in the Air Corps. He made the Society’s 
$400,000 Club in 1947. In April of that 
year he became a field assistant in the 
Wood agency and in following November 
was ae to assistant agency man- 
ager there. The Milton Weiner unit has 
been one of the consistent leaders in 
volume and commissions in the New 
York department of the Society. Mr. 
Weiner has been a community leader, 
active in clubs, in philanthropic cam- 
paigns and community charities. 


Massachusetts Mutual Life 


Leaders Club Conference 


The 1954 Massachusetts Mutual Life 
Leaders Club conference was held June 
15-17 at the Banff Springs Hotel, Banff, 
Alberta, Canada. Theme of the confer- 
ence was “Life Insurance—A Profes- 
sional Business,” and 515 company rep- 
resentatives qualified to attend the meet- 
ings, the largest number in the history 
of the Leaders Club. The principal ad- 
dresses were given by President Leland 
J. Kalmbach and Vice President Charles 
H. Schaaff, CLU: 


Boston Life Insurance and 


Trust Council Officers 

Herbert W. Florer, CLU, general 
agent for Aetna Life in Boston was 
elected president of the Boston Life 
Insurance and Trust Council at its re- 
cent annual meeting and dinner. Other 
officers elected are Philip Potter, State 
Street Trust Co., vice president; William 
R. Robertson, CLU, general agent, 
Massachusetts Mutual, secretary; John 
B. Harriman, Boston Safe Deposit and 
Trust Co., treasurer. William C. Coogan, 
executive director of several life un- 
derwriter associations, was elected ex- 
ecutive director. 

Elected to the executive committee for 
three year terms are Channing Frothing- 
ham, New England Trust Co. and M. 
Eleanor Jackson, CLU, Union Central 
Life; and for one-year terms, John J. 
Leahy, Rockland-Atlas National Bank 
and Tower Snow, CLU, Connecticut Mu- 
tual Life. 

Following the business meeting, 
Nicholas E. Peterson, vice president, 
First National Bank of Boston was the 
guest speaker of the evening and out- 
lined the economic picture of New Eng- 
land for 1954 as he saw it. 

Ralph W. Ferguson, Boston Safe 
Deposit and Trust Co., the retiring presi- 
dent of the Council presided at the 
business and dinner sessions. 


Promote Rathgeber, Melnikoff 


The Prudential has promoted Frederick 
E. Rathgeber to be second vice presi- 
dent and associate actuary, and Meyer 
Melnikoff to associate actuary. 

Mr. Rathgeber has been executive gen- 
eral manager of the company’s Western 
home office in Los Angeles since 1950. 
In his new post he will return to the 
home office in Newark. He joined the 
Prudential as an actuarial student in 
1936 after receiving his A.B. degree 
from Williams College. He served in 
World War II in the Navy. 

Mr. Melnikoff has been assistant actu- 
ary since 1950. 


MASSACHUSETTS 
INDEMNITY 
INSURANCE CO. 


BOSTON 
THE FINEST IN 
NON - CANCELLABLE 
DISABILITY INSURANCE 








Great West Life Passes 
$22 Billion in Force 


During May, total business in force of 
Great-West Life passed the two-and- 
one-half billion mark. The company 
reached the two-billion mark in June, 
1952. It took 54 years to achieve the 
first billion, less than six years for the 
second, and only two years for the next 
half-billion. 

Group sales during May continued at 
a high rate. May marked the 28th con- 
secutive month in which placed business 
exceeded the business of the correspond- 
ing month of the previous year. New 
business for May totaled $31,335 . an 
increase of $4,816,000 over May, 1 

The Earl M. Schwemm Chicago 
Agency was company leader, with busi- 
ness for May amounting to $1,525,376. 
Winnipeg ia leading Canadian branch 
with $1,162,72 

7s. Seicaeiis: CLU, o_o was 
leading agent with $341,3 


Insurance to provide income in 
the event of disability is 

THE FOUNDATION OF ALL 
SOUND INSURANCE PROGRAMS 


Add this vital protection to every 
Life Insurance Program 


LOYAL ATKINSON 
Branch Manager 


50 East 42nd Street - New York 


MU 7-5212 





London Life Advances Three 
In Actuarial Department 


Three actuarial appointments have 
been announced by London Life of Can- 
ada. The appointees are all Fellows of 
the Society of Actuaries. 

Russell E. Munro has been appointed 
associate actuary. A graduate of the 
University of Western Ontario, Mr. 
Munro joined the London Life in 1929. 
He was appointed assistant actuary in 
1947. 

Philip A. Alexander, formerly senior 
actuarial assistant, is mow assistant 
actuary. Mr. Alexander joined the Lon- 
don Life organization in 1947 following 
dg and a half years of service with 
the 2 

Miss J. Clunas McKibbon has been 
appointed assistant actuary. Miss Mc- 
Kibbon joined the company in 1940, after 
graduating from Queen’s University. She 
was appointed actuarial supervisor in 
February, 1954. 





Mortgage Insurance ? 


WE KNOW WE HAVE THE BEST IN THE BUSINESS ! 



















written. 


We've studied the mortgage 
protection market and hon- 
estly believe that ours is the 
best. It has the lowest rates 
— is a policy, not just a 
rider, and is liberally under- 


This is one contract you 
should really know about. 
Contact one of our General 
Agents, or — 

Murray APRIL, 
Director of Agencies 


INSURANCE COMPANY OF NEW YORK 
Home Office: 386 Fourth Ave., New York 16, N. Y. 
LOUIS LIPSKY, President 


“Eastern Life..The Company that can Add to Your Future” 
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Berkshire Life Loyalty 
Month Campaign Leaders 


H. S. Hart, agency vice president, 
3erkshire Life, has announced the 
award of the 1954 James B. O’Brien 
Plaque to the Thorne-Nelson agency, 
New York City, in recognition of the 
most outstanding all-around perform- 
ance during the annual Berkshire Loy- 
alty Month Campaign, April 12 through 
May 28. 

Jay O’Brien of the James O’Brien 
agency, Albany, N. Y., was campaign 
director. 

The final results showed the attain- 
ment of 114.7% of the over-all cam- 
paign quota of paid production. The 
total paid production volume was $11,- 
816,722. 

Edward J. Dore, Jr., the Dore agency, 
Detroit, was the leader among the top 
25 producers in total paid production 
volume. J. Everett Kochheiser, the Des 
Moines agency, was the leader among 
the top five producers in total paid acci- 
dent & health yearly premiums. 

The Edward J. Dore agency, Detroit, 
was top in per cent of agency quota 
attained with 233%. 

The James B. O’Brien agency, Albany, 
was the leading agency in total paid 
production volume, and also the leader 
in total paid accident and health yearly 
premiums. 

Twenty-five agencies of the company 
attained their quotas by 100% or more. 


Randall and Ward Appointed 


Associate General Agents 
Mel Randall and Art Ward have been 
named associate general agents in Occi- 
dental Life of California’s Carl L. De- 
Vries agency in Los Angeles. 

Mr. Randall joined Occidental in 1936 
as home office accident and_ sickness 
underwriter, and was _ subsequently 
named A. H. chief underwriter and 
agency assistant. In 1946 he joined the 
DeVries organization and one year later 
was appointed agency supervisor. 

He is currently president of the Los 
Angeles Life Agency Supervisors As- 
sociation and is past president of the Los 
Angeles Accident & Health Underwrit- 
ers Association. 

Mr. Ward, who joined the company in 
1924, has served as manager of the 
company’s new business department, per- 
sonnel director, and assistant controller. 

In, 1943, he joined the DeVries agency 
as brokerage manager. 


Wins Canada Life Award 


Canada Life Assurance has announced 
Graham A. Walter as the winner of the 
President’s Award for 1953. The highest 
honor which a Canada Life manager 
may earn, the President’s Award reflects 
proficiency in all the important phases 
of successful branch management. 

Mr. Walter’s victory climaxes a year 
of outstanding branch development and 
managerial accomplishment and is the 
second time that he has won this high 
honor. The first time was in 1944, just 
two years after he was appointed mana- 
ger of the company’s Toronto Osgoode 
branch. In 1952 he was runner-up for 
the award. 

A graduate of Marquette University 
in both law and philosophy, Mr. Walter 
has since achieved a notable position in 
life underwriting circles. A past presi- 
dent of the Toronto Life Underwriters 
Association, he is in demand as a 
speaker, and has been featured on the 
programs of many sales congresses and 
underwriters association meetings in 
both Canada and the United States. 


Imperial Life Dividend 


Imperial Life Assurance Co. of Canada 
has declared a dividend of 37'4 cents, 
payable October 1 to shareholders of 
record September 21. 


New Risk Selection Manual 


American United Life, Indianapolis, 
has given its agents a new risk selection 
and classification manual with revised 
tables of ratings on occupations, physi- 
cal impairments, personal history and 
foreign residence. 

The occupational section is most com- 
plete, with ratings liberalized in an es- 
timated 90% of job listings shown. 

Considerable space is devoted to fun- 
damental underwriting factors covering 
insurable interest, women, children, 


plan of insurance, moral hazard, habits, 
special evidence and other vital phases. 

The pocket-size booklet is designed to 
be educational and helpful to the agent 
on matters of insurability and_ selling 
proper coverage to avoid resale. 

Among important sections are those 
devoted to placement of special rated 
cases and explanation of ratings. In- 
cluded are a new and modernized build 
table and over 20 pages tabulating medi- 
cal impairments and personal history in- 
formation. There is considerable organ- 
ized material on medical requirements 
and underwriting of disability and 
double indemnity benefits. 


West Coast’s Dividends Up 
West Life 
increase in the dividend scale for poli- 


Coast has announced an 
cies issued prior to January 1, 1948, to 
become effective July 1. 

The new scale applies to all policies 
issued on the American Experience table 
prior to the adoption of the company’s 
rate book based upon the CSO table and 


reflects lower unit expenses and im- 
proved mortality experience. 

The new scale in aggregate will re- 
sult in an increase in dividends of 13% 


over the present scale. 
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MUTUAL BENEFIT LIFE 
TODAY demonstrates its lib- 


eral treatment to policyholders in 
many ways. 

# In most cases Mutual Benefit 
Life policies provide Cash Values 
during the first year! 

e All Mutual Benefit Life policies 
give you the guaranteed privilege 
of changing from one type of insur- 
ance to another—enabling you to 
keep pace with changes in your 
own career. 

e And under the principles of 
Non-Forfeiture, Mutual Benefit Life 
gives you four generous choices in 
the event you are unable to con- 







tinue premium payments: (1) Lib- 4 
eral borrowing provisions without 24 
affecting face value of policy, (2) Be 
Extended Insurance, keeping the ee 
full amount of your insurance in bes 


effect for a definite period of time, 
(3) Paid-Up Insurance — perma- 


nent protection for a smaller 
amount, or (4) Guaranteed cash 
surrender value. 





TONY BORCICH, Chicago, qualified 


for the President’s Club—a select 36 
group of top flight producers— -& 
within two years after joining 4 
Mutual Benefit Life. Because his 7% 
objective is to make life insurance = 

ay 





his career—just as others make 
careers of law, or medicine, or 
architecture—Tony is really ‘“‘go- 
ing places,” 
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Since the time of the Civil War 


ae 





Mutual Benefit Life has given Servicemen 


Liberal Treatment 


Before the Civil War all life insurance policies provided that, 
if the insured were to “enter into any military or naval service 


whatsoever, the policy would be void, null and of no effect.” 
Yet within six days after war began, Mutual Benefit Life offered 
policyholders entering the service three liberal new options: 
policies could be continued by paying a higher premium; 
policies could be renewed after the war upon evidence of good 
health; policies becoming claims during the war would be settled 
for the cash value. And less than a year later, Mutual Benefit Life 
made protection still more liberal by making life insurance 
available to new policyholders entering the service. 


Thus Mutual Benefit Life established its reputation for liberal 


treatment of men serving their 
country—a reputation that has 
grown greater with the passing 


of the years. Through World 


War I and II, and the fighting 


in Korea, Mutual Benefit Life 
has paid war claims totaling 


more than $6,300,000. 


THE 


MUTUAL 


BENEFIT 
LIFE 


INSURANCE COMPANY 
ORGANIZED IN 1848 


300 BROADWAY, NEWARK, N. J. 
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Credit Life, A. & H. Report 


(Continued from Page 6) 


mate unpaid balance. Total indemnities 
& H. coverage shall not 
amount of 


under credit A. 
exceed by more than $5 the 


the initial indebtedness. 


Dr. Peck With John Hancock 


Dr. John M. Peck has been appointed 
assistant medical director of John Han- 
cock. He was an interne at Brooklyn 
Hospital, spent four years as a medical 
officer in the Navy during World War 
II, then returned to Brooklyn Hospital 
where he was resident in medicine for 


Wisconsin Assn. Annual 
Meeting and Sales Congress 


Leading life insurance agents from all 
parts of Wisconsin participated in the 
18th annual meeting and sales congress 
of the Wisconsin State Association of 
Life Underwriters at Madison, recently. 
Edward C. Schroder, New York Life 


Menge Month Set Records 
Representatives of Lincoln National 
Life honored President Walter O. 
Menge with a President’s Month con- 
test in May during which they set a 
new all-time company record for total 
volume of business submitted in any 








; one year and then began practice in : é 
The term of coverages shall not ex- New York City. Here he served as a gent at Appleton, and state president, ae roripags iophs Popced Ps gp each 
tend more than 15 days beyond the term special exz ainer for Several lite com: Coudlcted itheranmial business: mceang,.  PTOCUCCE aA aon Comat ot Ore 
os 3 J The Wisconsin group, affiliated with during the month, with ten of this group 
of the indebtedness except where ex- panies. In 1949 he joined Fidelity Mutual © wiscons Ae ee KES cceeding $1,000,000 
’ pares I as assistant medical director and was the National Association of Life Under- ¢xceeding 91,0, 
sommes sncntinenener Biangimedinne clinical assistant in Pennsylvania Hospi- Writers, is composed of these 14 local 
insured borrower or purchaser. tal and clinical instructor at U. of P. and regional organizations: Central : Satan: a 4 
If indebtendess is discharged prior to Hospital. Wisconsin, Chippewa Valley, Fox River with the University of Wisconsin School 
ins enielied anette dake. -comecie Valley, Madison, Manitowoc, Milwau- of Commerce. In addition to President 
> ¢ =, « < « ad “xr ye . . . . 
ee hae eid ine kee, Northwestern Wisconsin, Racine- Schroder, session chairmen were W. L. 
tion of the credit insurance shall be Where insurance is required as addi- Kenosha, Sheboygan, Southern Wiscon- Momsen, Northwestern Mutual Life, ad- 


ministrative vice president, and W. H. 
Pryor, Connecticut Mutual, national 


tional security the debtor shall have the sin, Upper Wisconsin-Michigan, Wau- 


mandatory. 
kesha, Western Wisconsin and Wiscon- 


No company shall agree to let any right to furnish an existing policy or to 
ciao aT any portion of the pre- Procure the necessary coverage through = sin Valley associations. committeeman, both of Milwaukee. 
pest re ae any insurer authorized in the state. The Wisconsin Association of Life Four outstanding life insurance au- 


mium for payment of losses. 

Where a charge is made to borrowers 
it shall be consistent with the premium 
in the Group policy of the creditor. 

A new section requires that the bor- 


thorities who spoke are Grant Taggart, 
California-Western States Life, Cowley, 
Wyo., and O. Alfred Granum, North- 
western Mutual Life, Amery, Wis., both 
members of the Million Dollar Round 


Managers and General Agents met with 
Frank G. McNamara, Old Line Life, 
Waukesha, presiding. An _ evening 
“Wheelhouse” dinner session was con- 
ducted by A. Jack Nussbaum, Massa- 


The subcommittee report also con- 
tained the results of a study on reserves 
which was initiated at the Miami meet- 
ing. It was recommended that the 
Blanks Committee be instructed to make 


rower be furnished with a certificate or a study toward the feasibility of includ- chusetts Mutual Life, Milwaukee, Na- Table; Robert Shay, superintendent of 
statement of the amount and term of ing in the annual statement a further tional Association trustee. agencies for Bankers Life of Des 
coverage and the premium at the time breakdown of information specifically J. P. Betker, Old Line Life, Madison Moines, and Donald F. Barnes, director 


of advertising and promotion for the In- 
stitute of Life Insurance, New York 


City. 


Association president, is general chair- 
man of the local committee. The sales 
congress was under joint sponsorship 


= BROKERS 


WE'VE GONE BACK 
TO FUNDAMENTALS! 


(x +y)?+ (64) > - 2x(x+y) + \V324-y?+ ‘Ee == < 
but the easy way 
2 plus 2 still equals 4 


relating to credit life and credit accident 
and health transactions. 


the indebtedness is incurred which shall 
serve as a binder. 












































ANOTHER "UCLIC" HEADLINER 
BROKERS DEMANDED IT. HERE IS ONE OF OUR SPECIALS 


The Philadelphia Life Five Star Plan is really 
nothing new. Years ago, specializing in a few 
policies was a successful way of selling life 
insurance. Times may have changed since then, 
but the plan is still a successful selling technique. 
Our field organization has proven this over the 
past year by concentrating on these five plans. 
That this plan is a success is proven by our 
rapid growth. 


MORTGAGE PROTECTION PLAN 
For Your Homeowners 
If your client became an Angel today, 
In Heaven he'd be likely to say:— 
| know my family won't be bare 
‘Cause | found how— 
"To wash that Mortgage out of my hair”. 


== These Plans are Peanut athe M PREMIUM 
GOOD FOR YOU— 5 ~§ 47.30 47.30 

BETTER FOR YOUR CLIENTS 35 59.40 

Write today for details. m4 100.00 


(Premiums Payable for only 16 Years) 
10-15-25 and 30-year plans are also available 








Contact any of the agencies listed below: 


Matt Jaffe Associates, 1 The Weingarten Agency 
431 Fifth Ave., New York 16, N. 26 Court St., Brooklyn 1, N. Y. 
MU 45775 TR 5-8450 


Cousins and Birnbaum, Inc. Nathan Eisensmith Agency 
62 William St., New York 5, N. Y. 90-38 Parsons Blvd., Serieten, Long Island 
WH 3-0190 OL 7-1300 
Winston Westchester Agency William Krauss Agency 
4 Fourth Avenue, Mount Vernon, Y. 233 Fulton Ave., Heattend, a & 
O 7-5635 IV 1-7340 


LIFE—A. & H. — GROUP — HOSPITALIZATION 
Roy A. Foan, Vice-President and Director of Agencies 


NION CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prospect Avenue, Mount Vernon, N. Y. 


If you are a full time agent of another company, we solicit your surplus business only. 


Ww 


PHILADELPHIA LIFE 
INSURANCE COMPANY r 
111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


William Elliott 
President 


Joseph E. Boettner, C.L.U. 
Agency Vice-President 
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Conn. Gen. Promotions 
In Agencies Division 

R. A. PARISH AGENCY SECRETARY 

E. L. Nicholson Sup’t of Agencies; A. G. 


Strong, Ass’t Sec., Group Sales; 
J. L. Cole’s Activity 








Robert A. Parish, Connecticut Gen- 
eral superintendent of agencies, has 
been made agency secretary, and will be 
in charge of ‘the agency department’s 
agency affairs. Elmer L. Nicholson, 
assistant superintendent of agencies, has 
been appointed superintendent of agen- 
cies. He will have responsibility for 
sales management of company’s branch 
offices devoted to estate planning. Su- 
perintendent of agencies James L. Cole 
will continue in charge of sales man- 
agement of branch offices specializing 
in sales through independent brokers. 
Albert G. Strong, formerly an adminis- 
trative assistant, is promoted to assist- 
ant secretary, Group sales. 

Mr. Parish, a Yale graduate and 
World War II naval officer, joined the 
company in 1935 as a Philadelphia 
agent and then became a member of 
its management staff in that branch. 
Prior to his appointment as superin- 
tendent of agencies in 1950 the spent a 
year with the sales research department. 

Mr. Nicholson a graduate of Univer- 
sity of Vermont with B.A. and M.A. 
degrees and who was a World War II. 
officer in the Marine Corps, joined Con- 
necticut General in 1942 as an agent 
and staff member in Montpelier, Vt., 
and was also in Buffalo before being 
transferred to the home office. He be- 
came assistant Superintendent of agen- 
cies in 1950. Mr. Strong, who was a 
World War II. naval officer, and a 
graduate of Wharton School, joined the 
company in its Group sales department 
in 1941. In 1950 he became administra- 
tive assistant. 


Bankers of Iowa Increase 

New business issued and paid-for in 
3ankers Life of Des Moines for the 
month of April totaled $20,243,853, an in- 
crease of 18% over last year. Ordinary 
insurance accounted for $14,744,620, an in- 
crease of more than 18%. Group sales 
amounted to $5,499,233, an increase of 
more than 16%. 

Volume for the first four months of 
1954 totaled $75,895,987 of which $49,- 
287,107 was for Ordinary and $26,608,880 
was Group. 

Life insurance in force reached the 
new high of $1,979,574,277. Ordinary in 
force now stands at $1,460,112,995 and 
Group at $519,461,282. 





Book on Investment Cos. 

The 14th edition of Investment Com- 
panies issued each year since 1941 by 
Arthur Wiesenberger, senior partner of 
a New York Stock Exchange firm, a well 
known work in the research field, con- 
tains a completely new chapter on 
“Estate Building for Life—and Death.” 
The chapter describes various types of 
insurance policies and their objectives. It 
emphasizes that life insurance is an im- 
portant requirement of any _ soundly- 
formulated financial plan. “An _ invest- 
ment program can’t take the place of 
life insurance for the purposes the latter 
serves best,” says Arthur Wiesenberger. 


Made Associate Actuary 

The London Life Insurance Co. has 
appointed Russell E. Munro as associate 
actuary. He joined the company in 1929, 


THOMAS M. HENSEY DEAD 

Thomas M. Hensey, manager of the 
Hartford district office of the John 
Hancock died recently. 

Mr. Hensey had served the company 
with distinction for more than 30 years, 
having started as an agent at Water- 
bury, Conn., in 1924. He was advanced 
to assistant district manager at Water- 
bury, in 1926, and served in that ca- 
pacity until his appointment as district 
manager at Haverhill in 1935. He was 
transferred to Hartford in 1938. 


Union Mutual Claims Mgr. 

Union Mutual Life, Portland, Me., has 
appointed Edward T. Fitzgerald, re- 
gional claims manager for New York. 
Formerly claims representative for the 
company’s Midtown New York agency, 
Mr. Fitzgerald has been associated with 


the Union Mutual since January, 1951. 

A native of Brooklyn, N. Y., Mr. Fitz- 
gerald now resides in South Farming- 
dale, Long Island, N. Y. His studies at 
Brooklyn College were interrupted by 
the wartime draft in 1942. 


Richard Daskais Appointed 


Richard Daskais, an associate of the 


Society of Actuaries, has been named 
assistant actuary of West Coast Life, 
Aor: 


and actuary. 


San Francisco, according to Dr. 
Olshen, 


Mr. Daskais will assume actuarial re- 
sponsibilities in the Group department. 
A graduate of the University of Chi- 
cago, he holds a Ph.D. and a B.S. in 
mathematics. 


vice president 


Taft Moody President of 
Equitable Agency Heads 


The General Agents and Managers 


Association of Equitable 
elected Taft Moody, Harrisburg man- 
ager, president to succeed A. R. Cassidy, 
Florida. The 


group 


Society has 


Jacksonville, 
“Old Guard” 
A. Ferns, 
ricks, 


unit manager respectively. 


Society’s 
also named Thomas 
and J Hend- 


‘ 
and honor 


Akron, Maurice 


Tulsa, as honor agent 











The Family... 
our greatest asset! 


The happiness, 


family is essential to our way of life. The first 
responsibility of life insurance is to provide 


security and protection for this greatest of our 


.. the family. 


assets . 











well-being and security of the 


Because, through life 


portant obligation. . 


insurance, the family can be protected against 


the financial hazards of the future. 


And so the life insurance agent has an im- 


. to provide this essential 


service to the people of his community. He 


is truly a man dedicated to doing something 


for others. 


Canada. 


of this continent the Great-West Life 


As one of the leading life insurance companies 


carries 


a great responsibility to hundreds of thousands 


of families throughout the United States and 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 
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INSURANCE AND ATOMIC ENERGY 

Insurance protection for the use of 
atomic energy and radioactive materials 
by private industry can be provided by 
private carriers if the answers can be 
found to several big questions, such as 
the part the Government can handle 
in catastrophe losses. This is the sum- 
mary, by The Spectator, of statements 
from a group of insurance executives to 
appear in the July issue of that maga- 
zine. 

There are, however, wide differences 
of opinion expressed in these statements 
prepared for that newspaper. One ex- 
ecutive wrote: “We have not encoun- 
tered any insurmountable obstacles in 
connection with atomic energy opera- 
tions.” Another, feeling that “the prob 
lem may be beyond the capacity of pri 
vate carriers,” suggested that “the best 
solution would be for the property in- 
surance industry to provide protection 
with the Federal Government providing 
catastrophe reinsurance on an excess 
basis.” 


n this issue will 


Other statements 
recount action already taken by fire, 
marine and casualty carriers to protect 
private industry in its present and future 


applications of atomic energy. 


HEART DISEASE RESEARCH 

One of the most worthwhile affiliated 
activities of the insurance business is 
the Life Insurance Medical Research 
Fund which has awarded to date $6,300,- 
QOO in grants and fellowships to be 
devoted to heart disease research. This 
vear the amount of new awards was 
$878,000, 

The grants enable scientists to study 
the cause of heart failure, high blood 
pressure, virus infections of the heart, 
hardening of the arteries, obesity and 
similar diseases in a health field where 
the mortality is very high. Scientists 
are encouraged to discover new leads 
justifying confidence of the public that 
the great problem of controlling heart 
diseases and circulatory ailments may 
eventually be solved. 

Life Insurance Medical Research Fund, 
which receives contributions from 140 


large and small U. S. and Canadian life 
insurance companies, is the pioneer 
agency supporting the scientific study 
of diseases of the heart and blood. Its 
scientific director is Dr. Francis R. 
Dieuaide. Chairman of the LIMRE is 
M. Albert Linton, chairman of Provi- 
dent Mutual Life. 


John T. esti, general manager of 
North American Life of Toronto, has 
retired from the presidency of the Citi- 
zens Research Institute of Canada after 
holding that post for five years. He is 
succeeded by Reuben Wilmer Bolstad, 
vice president of Famous Players Cana- 
dian Corp. Citizens Research Institute 
is 35 years old. A non-partisan, non- 
profit organization, it is backed by 650 
members and subscribers from all parts 
of Canada. It maintains a continuing 
study of government—Federal, provin- 
cial and municipal, by a qualified pro- 
fessional staff. 





Mary Pickford (center) and 
Mr. and Mrs. Oswaldo Riso 


Americans who will attend the Fifth 
Hemispheric Insurance Conference in 
Rio de Janeiro, in August, will meet 
Oswaldo Riso, prominent Brazilian in- 
surance executive. Mr. and Mrs. Riso, 
shown above with Mary Pickford, were 
among the guests at a dinner at the 
tery esses Embassy in Rio given recently 
by James S. Kemper, United States am- 
bassador to Brazil 








RAYMOND J. DRY 


Raymond J. Dry has been named tecli- 
nical assistant to the director of research 
with the Life Insurance Agency Man- 
agement Association. Mr. Dry thas been 
a research assistant with the selection 
and evaluation unit of the Association’s 
research division since May of 1951. A 
1943 graduate of Alfred University, Mr. 
Dry was in the Navy for two and one- 
half years, attaining the rank of lieu- 
tenant j.g. He attended Harvard Uni- 
versity, receiving his master’s degree in 
1950. Mr. Dry taught school in New York 
state for two years before joining the 
Association. 

x 

Jack D. Yarin, son of Harry Yarin, 
Eastern Life’s vice president, and Mrs. 
Yarin, was married June 17 to Marcy 
Joan Silberman, daughter of Mr. and 
Mrs. Arthur M. Silberman of Philadel- 
phia. The wedding ceremony and recep- 
tion were held at Har Zion Temple, 
Wynnfield, Pa., with Rabbi David Gold- 
stein officiating. The bride is a graduate 
of Pennsylvania State University and 
Mr. Yarin was graduated from Univer- 
sity of Pennsylvania’s Wharton School. 
He is a member of Tau Epsilon Phi 
fraternity and Beta Gamma Sigma, the 
national honorary scholastic fraternity. 

* * * 

Lawrence Francis Corroon, assistant 
secretary of R. A. Corroon & Co., Inc., 
a national insurance brokerage concern 
with headquarters in New York, and 
Constance Duffy will be married in the 
autumn. Miss Duffy, a graduate from 
Manhattanville College of the Sacred 
Heart, is daughter of Mrs. Stephen Vin- 
cent Duffy of this city. Mr. Corroon, 
who served in the Army in Greenland 
during World War II, is son of the 
chairman of R. A. Corroon & Co., Ine. 

* * x 

Robert I. Stevens, of the home office 
staff of Home Life of New York, was 
recently elected commander of the 
Mitchell Squadron of the Air Force As- 
sociation. During the Korean activity he 
was Wing Adjutant of the 514th Troop 
Carrier Wing, being released with the 
rank of major. During World War II 
he was executive officer of the 8th Troop 
Carrier Squadron, noted for its work 
with the Greek, Yugoslavian and Italian 
partisans behind enemy lines. 

* * x 

Isadore Samuels, general agent in 
Denver for New England Mutual Life, 
was recently presented with a citation 
award by Colorado Woman's College 
honoring him for his work for better 
education for the children of Denver. 
Currently Mr. Samuels is serving as 
president of the School Board. 


GLADDEN W. BAKER 


Gladden W. Baker, vice president and 
treasurer and member of the board of 
directors of the Travelers Insurance 
Companies, has received an honorary 
LL.D from Washburn University, To- 
peka on June 6. Mr. Baker took his 
A.B. at Washburn in 1916, and received 
his Ph.D. at Yale in 1922. Vice presi- 
dent and treasurer of the four Travelers 
Companies since 1941, and treasurer since 
1934, Mr. Baker joined the Travelers in 
1926. Prior to that he had been associ- 
ated with the Federal Reserve Bank in 
New York and the financial department 
of the International Telephone and Tele- 


graph Corp. 
Bee: 


J. Sanger Brown is supervisor of archi- 
tectural work for the real estate and 
mortgage loan department of New York 
Life with title of assistant architect in 
the housing department. After gradua- 
tion from University of Michigan he 
became an architect in this state and 
was one of the group of architects who 
designed Williamsburg, the first large 
scale public housing development in the 


United States. 
x 


Alice M. Chellberg, assistant secretary 
of the American Mutual Alliance, Chi- 
cago, has been elected president of the 
Women’s Bar Association of Illinois. A 
graduate of the University of Illinois, 
she also holds the following posts: sec- 
retary of the insurance law committee 
of the Chicago Bar Association; secre- 
tary of the Chicago Chapter of the So- 
ciety of Chartered Property and Casu- 
alty Underwriters; and secretary of the 
Health Insurance Council. 

roe, oe 


Robert C. Dennett and Harry E. 
Newell, two veteran assistant chief en- 
gineers of National Board of Fire Un- 
derwriters, who have been made con- 
sultants of that organization, are life 
members of the American Society of 
Civil Engineers. 

x ok OF 


Charles E. Becker, president of Frank- 
lin Life of Springfield, Ill, will be the 
commencement speaker at graduation 
ceremonies at his alma mater, Creighton 
University at Omaha, when he is sched- 
uled to receive the honorary degree of 
Doctor of Laws in recognition of his 
contribution to American business. 


x * Ok 
Harold J. Cummings, president of 
Minnesota Mutual Life, St. Paul, has 


been named chairman of the Greater St. 
Paul Community Chest and Council, Inc. 
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Most Famous Director Dies 


Adams, 87, former 
Secretary of the Navy under President 
Herbert Hoover, who died June 11, not 
only belonged to more boards of direct- 
ors in business than any man in the 
Hub but more than any person in the 
United States. 

During a big business investigation | 
attended in Washington some years ago 
the subject at one session was the influ- 
ence of directors. A clerk of the com- 
mittee was asked to read the board 
memberships of some well-known di- 
rectors. He began by reciting the names 
of the boards on which Charles Francis 
Adams was serving. As there were sev- 
eral pages of typewriting it took the 
clerk about three minutes to get through 
them. Adams at the time was one the 
most important financial figures in New 
England, was directing or controlling 
head of several banks, was on boards of 
many of the country’s largest institu- 
tions including John Hancock Mutual 
Life. Furthermore, his philanthropic 
and welfare interests were also numer- 
ous. At one time he was an officer in 
43 corporations and a director or trustee 
of numerous causes which he felt would 
interest mankind. 

Anyway, when the Congressional clerk 
got through reading the directorates of 
Mr. Adams, and he had pages of boards 
of other directors in his hand, the chair- 
man called a halt. “We can’t spend the 
entire day listening to names of these 
corporations and other institutions,” he 
said, and the name reading was dropped. 

When Mr. Adams became Secretary 
of the Navy he discontinued most of his 
corporation and business tie-ups, but in 
1933 when he went back to Boston he 
again assumed some of these responsi- 
bilities. He kept attending the annual 
meetings of the John Hancock Mutual 
Life until about two years ago, and was 
a consistent attendant at board meetings 
for a long term of years. He got a great 
kick out of those meetings. 

There is no more distinguished family 


Charles Francis 


in the United States than the one of 
which Charles Francis was a member. 
His great-great-grandfather was John 


second President of the United 
States. His great-grandfather was John 
Quincy Adams, sixth President. His 
grandfather was Minister to Great Brit- 
ain during the Civil War. 

Regarded as one of the nation’s out- 
standing yachtsman, Charles’ Francis 
Adams won many cups. In 1939 those 
included the King’s, Astor and Puritan 
Cups, the three most coveted domestic 
racing trophies, a feat for a single sea- 
son characterized as without parallel. 


Adams, 


i aed ee 


Thomas Jefferson Held Actuaries 
in High Esteem 


The prestige of actuaries as far back 
as Thomas Jefferson’s time is illustrated 
by the comments he made on the sub- 
ject of copyright in a letter he wrote 
to James Madison, dated September 6, 








Jefferson, writing on the principle 
‘the earth belongs to the living and 


1789. 
that ‘ 
not to the dead,” rejected perpetual 
monopolies “in commerce, the arts and 
sciences” and advised Madison with re- 
spect to the proposed copyright law 
(subsequently the ret Federal copy- 


right act of May 31, 1790). Wrote Jef- 
ferson: 

“Establish the principle also in the 
new law to be passed for protecting 


copyrights and new inventions by secur- 
ing the exclusive right for 19 instead of 
14 years. Besides familiarizing us to 
this term, it will be an instance of more 
of our taking reason for our guide in- 
stead of English precedent. . 

Jefferson used an actuaries’ table to 
fix the term of debt and of copyright 
at 19 years, which, according to his let- 
ter, was the further span of a man’s 
life after reaching the age of 21. He 
was, therefore, in effect proposing a 
“life of the author” principle for the 
duration of copyright, assuming it was 
to begin, as did British copyright at 
that time upon the date of publication, 
and also assuming an author’s flowering 
of creativity to coincide with his at- 
taining his majority. In this instance 
Jefferson’s advice was not followed. The 
original Federal copyright law as finally 
enacted followed the English precedent 
of a 14-year term, although it departed 
from that law in other respects. 


* * * 
Award to Erie Insurance Men 


_ Erie Insurance Exchange of Erie, 


Pa., became the first commercial concern 
reg receive the Brotherhood of Children 
Award when Erie’s mayor Thomas 
Flately presented it to H. O. Hirt, Ex- 
change president last week. The_na- 
tional honor is awarded by Foster Par- 
ents’ Plan for War Children, Inc., upon 


approval of its general committee and 
is given “for the innumerable tangible 
evidence of brotherly love and help which 
your efforts brought to the peoples and 
children of devastated Europe and 
Korea.” Former recipients include 
Trygve Lie, J. B. Priestly, Art Linklet- 
ter, Nancy Craig and Ann Sothern. 

Since 1949, when Erie’s group “adop- 
tion” plan went into effect, more than 
30 children have been helped by con- 
tributions of over $17,000 through 
monthly payment of $15 each. Twenty 
children are still being aided. When a 
child has been “graduated” from the 
Plan, the is replaced by another in need 
of help. Ten children who were origi- 
nally under the care of Erie Insurance 
Exchange are now on a self-sustaining 
basis. 

Although they had the prerogative of 
specifying the age, sex, race and religion 
of each child they “adopted,” the Ex- 
change Foster Parents asked the Plan 
to select the children on the basis of 
need. As a result, the eight nations 
in which Foster Parents’ Plan for War 
Children operates— Belgium, England, 
France, Western Germany, Holland, 
Italy, Greece and Korea—are_ repre- 
sented. 


Movie About “Big Business” 

With the exception of “The ¢ Conquest 
of Everest,” the heroic story of the 
climbing of the highest mountain in the 
world, no really great moving picture 
has been produced and exhibited in the 
first half of the year 1954. But some 
have been given a considerable ballyhoo. 
One of these is “Executive Suite,” a 
narrative describing clash of executive 
personalities in a fight to head the con- 
trol of a large business concern after 
the president dies. 

This picture, in which appears eight 
stars of the cinema, is described by 
critics as the best reflex of big business 
internal politics which has ever been 
projected by a movie drama. And, as 
far as I could detect, the dialogue is 
accurate. It is therefore, drawing at the 
big Music Hall in Rockefeller Center, 
New York, and elsewhere in the coun- 
try, audiences which include many busi- 
ness executives of those cities. 

3ut despite the accuracy of the dia- 
logue, the wire pulling and the various 
office maneuvering, including that of the 
secretaries, | found this picture a bore. 
Principal reason: nearly all of the char- 
acters are so unsympathetic that the 
audience resents rooting for any of 
them. And as all the shenanigans are 
centered about a furniture factory the 
reaction is who cares who will run the 
plant. 

In my opinion the best movie with a 
similar theme—only in its case the 
struggle is between two men for an offi- 
cial position in a bank is Marquand’s 
“Point of No Return.” Marquand can 
paint a sympathetic figure, and the hero 
in “Point of No Return” was a man 
who wins the affection of the audience 
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Home Produces Sales Film on 
New Earnings Coverage 

The Home Insurance Co. has just pro- 
duced an excellent sound slide film en- 
titled “E Day,” which features sales pro- 
motional ideas on earnings insurance for 
agents and brokers to use in selling local 
The slides are highly inter- 
esting and form also a colorful back- 
ground for the running commentary on 
the need for earnings insurance by 80% 
or more of small merchants. 

This film was prepared by the Home’s 
public relations department, filmed by 
Transfilm, with Vice President T. Mor- 
gan Williams responsible for developing 
the idea. He presided at a preview of 
this sound slide film at the Home’s home 
office last week. 

Mr. Williams said this 15-minute film 
is dedicated to visual-audio education 
and will be available to producers, local 
boards and other organizations. It aims 
to stimulate thinking on the subject of 
earnings coverage. 

“E Day” is the second of a series of 
films created by the Home in support 
of the American Agency System. It is 
designed to assist representatives in the 
production of new and profitable busi- 
ness. The first film offered by the com- 
pany, “Systematic Profits,’ has already 
been exhibited to a wide audience and, 
it is reported, has met with enthusiastic 
response. A third film on agents’ rela- 
tion at community levels is being filmed. 


merchants. 
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Canada Public Relations Men 
Key All Canada Insurance Federation 
public relations officers are announced. 
George B. Kenney is chairman and J. B. 
Humphrey is vice chairman. 

Mr. Kenney for many 
served on fire and automobile 
committee of Canadian Underwriters As- 
and twice was chairman of the 

Joard Automobile Committee. 
Troy, N. Y., he started in home 
Falls, then went to Chi- 
cago office of that company and to its 
Columbus, O., branch as special agent 
in charge of "central Ohio. In 1930 he 


years has 
insurance 


sociation, 
Dominion 
Jorn in 

office of Glens 


was transferred to Toronto to take 
charge of Glens Falls Canadian opera- 
tions as chief agent in C an ida and he 


became Canadian manager in 1943. 

Mr. Humphrey is president of the In- 
dependent Automobile and Casualty In- 
surance Conference. A native of Eng- 


land he started his insurance career with 
the British Prudential in 1924; came to 
Canada in 1928 to join a Vancouver ad- 
justing concern, later having experience 
as adjuster in Hamilton and London, 
Ontario, with Morden and Helwig, Ltd. 
In 1934, he joined the claims department 
of American Automobile Insurance Co. 
in Toronto and in 1939 was transferred 


to its American head office. After war 
service of four years with the British 
\rmy in India he returned to Canada 
to help establish American Automobile’s 


Toronto office and in 1952 became its 
branch manager there. 
x * 5 


Bennett Cerf’s Speed Trip 


Bennett Cerf, book publisher, colum- 
nist of Saturday Review and of This 
Week, and one of nation’s leading hu- 


Ames, 
that 


was way behind time at 
weather was such 


morists, 
lowa, and the 
airplane flights were canceled. 

“There was only one way to get to 
Ames 108 miles away,” he wrote, “and 
that was to hire a taxicab. I was due at 
lowa State College to deliver an evening 


lecture. Dan Quinn volunteered to drive 
me to Ames. Dan, it developed, drove 
like a combination of Barney Oldfield 


and the winner of the All-American hot- 
rod championship for 1954. He skittered 
over the ice so fast that we wound up 


in Ames a full hour and a half before 
any one expected us.” 
And they wound up without landing 


in a hospital. I hope for Bennett’s sake 
that the lowa State police do not read 
his account of that reckless trip. But 
more than that 1 think the insurance 
companies and his family and business 
associates will be happier if he 
playing up the speeding on the road as 
something of a glamour- building aspect 
in his autobiographical stories and remi- 
niscences. 

| also was somewhat perturbed when 
| looked at Life magazine last week and 
seven pages of pictures of a teen-age 
couple who “are going steady.” That 1s, 
they maintain a social relationship. mo- 
nopoly in each other’s company. One 
of the pictures shows the couple in a 
convertible automobile “cruising through 
town.” She is driving the car and he 
has his arm around her. They haven't 
been in an accident yet. 


stops 


eo * * 


The Average Car Buyer 


Who is the average buyer of new 
cars in the United States? Commercial 
Investment Trust and the Ford Motor 


describes him as a result of 
have made. 
He is in his middle thirties. 
He lives in a community which 
population of less than 25,000. 
He makes between $4,500 and $5,000 
a year. 
The 
mately 
ment of 
nances the 


Co. thus 
surveys they 


has a 


buys costs approxi- 
makes a down pay- 


$1,100 and fi- 


new car he 
$2,700. He 
approximately 
balance. 


* * * 


Compares Old and New Fire Rates 

\. Leslie Ham, manager of the Do- 
minion Board of Insurance Underwrit- 
ers, told the Fire Council of the Under- 
writers Laboratories at annual meeting 
of Canadian Fire Marshals and Do- 
minion Fire Prevention Association how 
fire insurance rates in Canada _ have 
dropped 75% in half a century. This 
drop was from $1.60 per $100 of value 
insured to about 40 cents. He said fire 
prevention activities have been largely 
responsible. 


* * * 


North British Canadian 
Appointments 

Dyer has been made manager 

3ritish & Mercantile for Can- 

D. Taylor is made assistant 


R. A. 
of North 
ada and F. 


manager. With the N. B. & M. 35 years 
Mr. Dyer started in its Canadian head 
office at Montreal and was assistant 
manager at time of his new appoint- 
ment. Mr. Taylor, who has been Tor- 
onto branch manager, began with the 


company in Toronto 25 years ago. 
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Harvey on New Package 
Policies, Deductibles 


NEW ENGLAND AGENTS’ MEET 
New Hampshire oe: President Fears 
Package Forms May Be Too Liberal; 

Cites Need for Deductibles 


Fear that new package policies may 
be too liberal for the premiums chi urged 
was expressed by Pisces Lester S. 
Harvey of the New Hampshire Fire 
Insurance Co., when he addressed the 
summer meeting of the New England 
Association of Insurance Agents at 





LESTER S. HARVEY 


Portsmouth, N. H., last week. He feels 
that “we are approaching the danger 
mark.” 

Mr. Harvey explained various new 
package forms now on the market or 
ready to be approved, and also discussed 
reasons why deductibles have come into 
use despite the natural dislike for such. 
In citing package forms Mr. Harvey 
mentioned those of the Multiple Peril 
Insurance Rating Organization and the 
Interbureau Insurance Advisory Group 
and then went on to explain in detail 
the proposed Inter-Regional Bureau 
form, saying: 

Inter-Regional Form Explained 

“The Inter-Regional Bureau is ex- 
pected to file, through the rating asso- 
ciations, a physic: il damage policy. This 
policy, once again, will cover fire and 
the perils of the extended coverage en- 
dorsement and the additional extended 
coverage endorsement and will be written 
at the fire rate plus the extended cov- 
erage rate plus 6¢. 

“At first glance it would appear that 
perhaps the assured is paying 2¢ over 
and above what the fire and extended 
coverage endorsement and additional ex- 
tended coverage endorsement would cost 
with very little added protection, but on 
close analysis of this form, comparing it 
with the straight fire policy, we find the 
following either added coverages or lib- 
eralization in the form; as a matter of 
fact all the policies are as liberal as to 
the following few exceptions: 


Liberal Features 


“1. Wind and hail, broader as to water 
from sprinkler or other piping. No build- 
er’s risk exclusion. 


“2. Explosion, no qualification at all. 


“3. Sudden and accidental tearing 
asunder, heating systems, no deductible. 

“4. Vandalism, no restriction on trees, 
shrubs, fences and walls and outdoor 
equipment (See exclusion G-AEC) (no 
deductible). 

“5. Riot, broader as to consequential 
loss. 

“6. Vehicles, physical contact not ne- 
cessary. (No deductible.) 

“7. Smoke, broader. 

“8. Falling objects, broader, no exclu- 
sion on trees, walks and shrubs. (No 
deductible.) 

“9. Weight of ice and snow, collapse, 
subsidence not excluded. (No deductible.) 

“10. Landslide, subsidence not ex- 
cluded. (No deductible.) Not covered 
under Interbureau. 

“11. Sudden and accidental tearing 
asunder, hot water appliances, broader, 
cause of accident not required. 

Pag. Freezing of plumbing, heating 
systems and air conditioning systems and 
appliances, no earthquake or flood ex- 
clusion. 

“13. Sudden and accidental injury to 
electrical appliances, devices, fixtures and 
wiring from current artificially gener- 
ated, in Inter-Regional—not AEC. 

“14. Replacement cost without deduc- 
tion. 

“15. Suspension of coverage due to in- 
creased hazards waived. 

“16. Vacancy and unoccupancy broad- 
er as to unprotected property. 

“17, Gives 5% extension on trees and 
shrubs. Not in MPIRO. Specific insur- 
ance in Interbureau. 

“18, Gives 10% extension on additional 
living expense. 


SHO of Fireman’s Fund 


“Tf desired, you may make this Inter- 
Regional policy more like the MPIRO 
and Interbureau by adding comprehen- 
sive liability, glass breakage and limited 
theft endorsements now available through 
the rating associations. The Inter-Re- 
gional Bureau, also is to recommend, 
through the rating associations, the SHO 
policy originated by the Fireman’s Fund. 
This policy differs from all the others 
in that it is a physical damage policy 
insuring all risks with certain exclusions. 
This policy may ‘be issued covering 
buildings only. There is a loading in the 
rate over and above the fire and ex- 
tended coverage endorsements and that 
loading varies as to states. It can be 
used for private dwellings occupied by 
not more than four families. 

“With the endorsements that may be 
attached to these policies, where neces- 
sary, they are much alike. In other 
words, any differences in coverage of 


Hullett Chairman of 
National Service Org. 


ERHARDT IS VICE CHAIRMAN 


Perlet Stresses Promptness With Which 
Multiple Location Accounts Are Being 
Handled by the Organization 


At a membership meeting of the Na- 
tional Insurance Service Organization 
held in New York City on June 10, J. C. 
Hullett, president of Hartford Fire, was 
elected chairman, and J. L. Erhardt, 
assistant U. S. manager Royal-Liverpool 
Group, was elected vice chairman of the 
executive committee. P. J. Priore, U. S. 





jC BULLETS 


manager, Sun Insurance Office, was 
elected treasurer and H. F. Perlet was 
re-elected general manager. 

The report of the general manager 
outlined briefly the growth of business 
of member companies and stressed the 
promptness with which accounts were 
being handled by this organization in 
what is deemed to be an extremely eco- 
nomical operation. 

The membership of the National In- 
surance Service Organization consists of 
the following companies 

American Eagle Fire, American & Foreign, 
Automobile of Hartford, Connecticut, British & 
Foreign Marine, Caledonian- American, Caledoni- 
an, Citizens of New Jersey, Placid 0 
Newark, N. J., Continental, Fidelity-Phenix 
Fire, Firemen’s of New ark, Girard of Philadel- 
phia, Hartford Fire, lowa Fire. 

Also Liverpool & London & Globe, Metropoli- 
tan Casualty, Milwaukee, National- Ben Franklin, 
Netherlands, Newark, New York Underwriters, 
Niagara Fire, Northwestern Fire and M arine, 
Patriotic of America, Queen of America, Royal; 
Standard Fire, Star of America, Sun Insurance 
Office, Sun Underwriters, Thames & Mersey 
Marine, Twin City Fire, and Virginia Fire and 
Marine. 





minor importance, except in the SHO 

and Inter-Regional policies, you have re- 

placement insurance if written 80% to 
(Continued on Page 30) 








72 Wall Street 





FOR RENT 


Space especially adapted for clerical, 
record and supply activities. 


IN THE INSURANCE DISTRICT. 


Efficient layout with high ceilings, capable of accepting heavy 
floor load and enjoying low insurance rate. 


Units available—!,100 - 2,500 - 5,000 - 12,000 square feet. 


FACING CLIFF ST. AND BEEKMAN ST. 
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NAIC Avoids Action on 
Lloyd’s Reinsurance 


TABLES COMMITTEE REPORTS 


Officers Elected as Scheduled; Mid- 
Year Meeting in New York; Uni- 
form Accounting Outburst 


The National Association of Insur- 
ance Commissioners will hold its 1954 
mid-winter meeting on November 29 
through December 3 at the Hotel Com- 
modore in New York City. The 1955 
annual convention will be at the Bilt- 
more Hotel in Los Angeles, May 29 to 
June 4. 

Officers of the association were elected 
last week at Detroit as indicated in these 
columns in the issue of June 11. They 
are: Donald Knowlton, New Hampshire, 
president; C. Lawrence Leggett, Mis- 
sourl, vice president, and Robert B. 
Taylor, Oregon, chairman of the execu- 
tive committee. 

The three members of the executive 
committee at large elected at Detroit 
are Leslie of Pennsylvania, Sheehan of 
Minnesota and O'Connell of Idaho. 


Confusion on Lloyds’ Action 


NAIC undertook at its Detrit con- 
vention to take its hands completely off 
the question of how London Lloyds’ re- 
insurance shall be accounted for by the 
ceding companies in the annual state- 
ments. But there is still some question 
as to whether they managed technically 
to accomplish such riddance. 

What was done was to adopt a resolu- 
tion offered by Murphy of South Caro- 
lina, the outgoing president, to table both 
the majority and the minority reports of 
the subcommittee on the Lloyds re- 
insurance matter. The effect that this 
action was intended to bring about was 
to compeltely neutralize NAIC in this 
respect and to leave the matter strictly 
up to the individual states. 

However, Commissioner Leslie of 
Pennsylvania. who was chairman of the 
committee and who with Hammel of 
Nevada brought in the majority report, 
insisted that the Murphy resolution 
didn’t blank out NAIC influence. He 
contended that the effect of the tabling 
of the two reports was to reinstate the 
resolution of November, 1951, under 
which Lloyds’ was to be put on the same 
footing as any other non-admitted re- 
insurer in the eyes of NAIC, with credit 
disallowed in premium reserve for re- 
insurance with Lloyds’. 

C. F. J. Harrington, executive vice 
president of National Assn. of Casualty 
& Surety Agents, said he had not had 
time to study the Murphy resolution but 
that if Mr. Leslie’s construction of the 


(Continued on Page 32) 


Phoenix of Hartford Plans 
Stock Dividend of 33 1/3% 


John A. North, president of the 
Phoenix of Hartford, announced that 
directors of the company voted to recom- 
mend to stockholders that the capital 
stock of the company be increased from 
$7.5 million to $10 million, by transfer 
of $2.5 million from the surplus account 
to the capital account, and that a stock 
dividend of 3314% be paid. 

The diveriors recommended that a 
special meeting of the company’s stock- 
holders ‘be held in Hartford on August 
2, at which time the proposal will be 
voted. If the proposal is approved, one 
share of new stock will be distributed 
to each three shares now held, payable 
October 15 to holders of record Septem- 
ber 10. 

Mr. North said the new shares will 
not be distributed in time to receive the 
cash dividend to be declared for pay- 
ment on October 1, 1954. However, they 
will participate in dividends declared 
thereafter, he said. It is the hope of 
the board of directors, according to Mr. 
North, to put the dividends on a quar- 
terly rate of 75 cents. 
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Bothwell Confident in the Future 
Strength and Usefulness of LAC 


Irving D. Bothwell, Commercial 
Union Group’s superintendent of print- 
ing and publicity, who has done a fine 
job in the past year as president of 
the Insurance Advertising Conference, 


rendered his annual report on the 


year’s progress at the annual meeting 
organization 


of this held June 13-15 


IRVING D. BOTHWELL 


at Montauk, L. I. Speaking at the 
annual dinner Mr. Bothwell voiced his 
confidence in the conference and said: 
Confidence in Future of IAC 
now experiencing 
interest in our 
We are making 
recognition of 


“I believe we are 
a rebirth of member 
aims and purposes. 
progress toward the 
IAC as the advertising council of the 
fire, marine, casualty and surety busi- 
ness. We are helping to solve some 
of the problems, and to attain some of 
the goals of the industry. 

“I strongly urge the leaders of the 
companies and groups of companies 
represented in the membership of IAC 
to take interest in this membership 
similar to their interest in other indus- 
try bureaus and associations. Encour- 
age your advertising member of IAC 
to take an active part in our affairs 
and permit him the time to do this. 
It should be clear that IAC’s interests 
are the industry’s interests. 

“By originating and sponsoring the 
Annual Advertising Awards to agents 
and brokers, IAC has shown that it 
believes the future of agency produc- 
tion will depend importantly on agency 
advertising. Advertising is a valuable 
means to help the agents tell their 
story—the story of local, specialized in- 
surance services—to the people in their 
communities. 

“In IAC’s advertising awards they 
will find the incentive to excel in the 
use of advertising and thus combat 
competition more effectively. By study- 
ing the advertising methods used by 
the winners of the IAC awards, every 
agent will be assisted to develop his 
sales production capacity to its highest 
level,” said President Bothwell. 


Awards Program Benefits 


“The potential benefits to be derived 
from this awards program are so ap- 
parent that the plan merits and calls 





clearly for strong and active backing 
by all segments of the industry. In 
particular, IAC looks to the companies 
and the agents for their joint interest 
and co-operation with us, which will 
assure the realization of the fullest 
benefits for all. 

“We have been most fortunate in 
this second year’s awards competition 
in having as the awards committee 


chairman, Dwight Ely of the Ohio 
Farmers. Dwight has done a fine, 
efficient job which I believe has _in- 


creased the interest and good will of 
the agents in this program. Working 
with Dwight on this committee were 


James C. O’Connor, editor, F. C. & S. 
3ulletins, and our good friend and 
IAC member, Earl E. Vogt, of Marsh 


& McLennan, Chicago. Our deep grati- 
tude and thanks are tendered to these 
men for the splendid painstaking job 
they did. 

“The sincere thanks of IAC is also 
extended to this year’s panel of judges, 
headed by Walter M. Sheldon, vice 
president of W. A. Alexander & Co., 
and immediate past president of NAIA 
for their excellent handling of the dif- 
ficult job assigned to them. 


Smitheman Chairman 


“IT am very pleased to report that we 
have also been very fortunate in ob- 
taining the acceptance of Clark W. 
Smitheman of the Insurance Company 
of North America, to serve as chair- 
man of the Third Annual Awards Com- 
petition of 1954-55. Clark’s acceptance, 
we all know, is assurance of another 


outstandingly successful awards pro- 
gram. 
“IT want to point out the urgent 


necessity of all IAC members assum- 
ing a definite share of the responsi- 
bility for the future development and 
growth of the awards program. It is 
unfair to leave it all to the committee 
in charge. Dwight Ely has suggested, 
and I heartily concur, that we should 
have numerous member spokesmen 
ready to accept assignments to appear 
on the programs of agents’ meetings, 
particularly the state agents associa- 
tion meetings, to tell the story of this 
program, 

“A very small amount of this has 
been done by a few members but we 
have several other prominent members 
who are continually making such pub- 
lic appearances who could readily in- 
clude in their talks the story of the 
IAC Awards Plan with a strong recom- 
mendation for its support. We have 
received and will increasingly receive 


requests from state associations for 
such speakers. 
“One suggestion which seemed to 


have the backing of more than a few 
members and which ties in with the 
important objectives of arranging 
IAC’s activities to be purposeful and 
constructively helpful to the members, 
has been carried into our current plan- 
ning. This suggestion was that we 
should have more opportunities in the 
form of workshop sessions or seminars 
for our own members to discuss among 
themselves the functions, methods and 
techniques of insurance advertising. 
Practical Seminars 


“The executive committee concurred, 
and on March 1, we had an all day 
; aaa s David 
meeting in New York devoted entirely 
to four elective seminars on practical 
phases of our jobs as insurance adver- 
tising managers. The meeting was well 
attended and the reactions and com- 
ments were predominently favorable to 
the continuance of such meetings. 
“ec 
Another idea, conveyed by member 
suggestion, was that we give consider- 


(Continued on Page 40) 


Ad Cinnfianiinies Elects 
Carlier as President 

DOTY V. P., SCHENKE SECRETARY 

Executive Committee Increased to Six 


Members at Annual Meeting; Careers 
Of New Officers 





Montauk, L. I., June 
Carlier, assistant secretary of Northern 


15—Harry V. 


Assurance, was elected president of the 
Insurance Advertising Conference here 
today at its 3lst annual meeting. Mr. 
Carlier, 
president and program chairman and for 
two years as JAC secretary, 
Erving D. Bothwell, superintendent of 
printing and publicity, Commercial Union 


who served last year as vice 


succeeds 


Group, as president. 

William H. Doty, supervisor, publicity 
department, Aetna Insurance Group, was 
elected vice president of the Conference, 
and Edmund Schenke, advertising man- 
ager, Royal-Liverpool Insurance Group, 
was elected  secretary-treasurer. Mr. 
Doty has given generously of his time 
as secretary this year and prior to that 
as editor of the IAC Bulletin. Mr. 
Schenke, in turn, has served the con- 
ference on its executive committee, as 
membership chairman and as moderator 
at panel discussions. 

By amendment to the constitution and 
by-laws, voted at this morning’s business 





WILLIAM H. DOTY 


session, the executive committee of the 
conference was increased to six members. 
In keeping with this change the follow- 
ing were elected: One year—Alwin E. 
Bulau, advertising manager, Home In- 
surance Co.; W. Winthrop Clement, pub- 
lic relations manager, American Interna- 
tional Underwriters Corp. ; Thomas 
Sherlock, assistant advertising manz ger, 
oe & Deposit. Two years—Lewis 
S. Dabney , advertising manager, the Em- 
ployers’ Group; Leslie F. Tillinghast, 
secretary, Great American Indemnity, 
and Alden M. Taylor, advertising man- 
ager, Phoenix-Connecticut Group. 


Carlier an IAC Member for 29 Years 


President Carlier has been an IAC 
member for the past 29 years and has 
made substantial contributions to the 
progress of the organization. His insur- 
ance career started in 1924 with the old 
Nations il Liberty and, in 1929, when that 
company became one of a large group, 
he joined the Northern Assurance. Pro- 
moted in 1937 to be assistant sec retary, 
Mr. Carlier handles a many-sided execu- 
tive job with the company. He is super- 
visor of its advertising service depart- 
ment, personnel manager, purchasing 





HARRY V. CARLIER 


agent, printing and supply supervisor, 
and real estate operations manager. 

He will observe his 25th anniversary 
with the Northern next October. 


William H. Doty 


Vice President Doty joined the Aetna 
Fnsurance Group last September and is 
right hand man to Assistant Secretary 
F. Sidney Holt. Previously he had been 
the advertising and sales promotion man- 
ager of The Spectator which he joined 
in 1949. 

Mr. Doty has an excellent background 
in public relations, advertising and sales 
promotion. Fie has served in one or 
more of these capacities with the Philco 
Corporation in Philadelphia, Hugo 
Wagenseil & Associates, Dayton, Ohio, 
advertising agency, and Industrial Mar- 
keting, a business magazine in the in- 
dustrial advertising field in Chicago. 

A veteran of World War II, Mr. Doty 
is a graduate of the University of Chi- 
cago and Charles Morris Price School in 
Philadelphia. 

Edmund V. Schenke 


Secretary-Treasurer Schenke recently 
observed his 25th anniversary with the 
Royal-Liverpool Insurance Group. He 
started as assistant to Ralph W. Smiley, 
then advertising manager, who retired 
several years ago. Promoted to adver- 
tising manager of the Globe Indemnity 
in 1944, Mr. Schenke assumed charge 
the following year of the advertising and 
publicity for the Eagle and Royal In- 
demnity Cos. In 1948 he succeeded Mr. 
Smiley as advertising manager for the 
fire companies of the group. 


Awards Given Students of 
Insur. Society of New York 


Vincent Cullen, president of Insurance 
Society of New York, presided at the 
closing exercises of the school year, held 
Tuesday at Chamber of Commerce of 
the State of New York. Certificates and 
prizes to outstanding students were 
presented by Kenneth E. Black, president 
of Home Insurance Co., and Clarke 
Smith, United States head of Royal- 
Liverpool Insurance Group. 

Guest of honor speaker was Dr. George 
N. Shuster, president, Hunter College of 
the City of New York, who spoke on 
the vital role education plays in helping 
America attain its objective of freedom 
and security. 


Willemsen Anniversary 
On June 21 Paul R. Willemsen, presi- 
dent of the Sterling Offices, Ltd., will 
have been 25 years with that organiza- 
tion. He was elected president a decade 
ago. 
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Surety Bond Division 
Initiated by AFIA 


UNDER DIRECTION OF TOELLE 
Will Specialize in Contractors’ Perform- 
ance Bonds; Overseas Construction 
is on Large Scale 





A new surety bond division, special- 
izing in contractors’ performance 
bonds, has been initiated by the Amer- 


ican Foreign Insurance Association, ac- 


cording to L. C. Irvine, general man- 
ager. 

“The growth of overseas construc- 
tion, both private and public works— 
airports, tunnels, ‘hydro-electric install- 
ations, bridges, highways, and other 


vital projects—has improved the mar- 
ket for contractors performance bonds 
considerably,” said Mr. Irvine. 

“We believe we can achieve two im- 
portant objectives by entering this mar- 
ket, in addition to developing an im- 
portant artery of business for ourselves 
and for American brokers. First, we 
can be of considerable assistance to the 
foreign governments in whose terri- 
tories we now operate through pro- 
viding them with vital information on 
American contractors and construction 
practices. Secondly, we can effectively 
write and service, as few other organ- 
izations can, these overseas perform- 
ance bonds for American contractors.” 

Handling All Major Casualty Forms 

The new development will be under 
the direction of R. Maynard Toelle, 
secretary of the association in charge 
of casualty. AFIA, which has quad- 
rup sled its wolves in casualty in the past 


six years, now handles all of the major 
forms of casualty insurance—automo- 
bile, burglary, workmen’s compensa- 


tion, third party liability, plate-glass, 
steam boiler, personal accident, fidelity 
bonds—and now contractors perform- 
ance bonds. 

American Foreign Insurance Asso- 
ciation is the overseas production and 
i organization for 24 American 


service 
insurance companies. 
Doing business overseas since 1918, 


AFIA has developed an intimate knowl- 
edge of local laws and customs, busi- 
methods and procedures. FI/ 
employs 1,500 people in practi- 
cally every region and country in the 
world—with over 250 branch offices 
and 250 agent offices. 


ness 
now 


$500,000 Added to Crop 
Insurance Appropriation 


The Senate in Washington, in adding 
funds here and there to the House- 
passed Department of Agriculture ap- 
propriations bill, slipped $500,000 extra 
into the Federal Crop Insurance Cor- 
poration budget. The administration 
budget had asked $5,700,000 for FCIC, 
and the House approved this figure. But 
the Senate decided $6,200,000 would be 
better. 

The House Appropriations Committee 
had earlier dealt a severe blow to the 


plans of present FCIC officials to make 
the crop insurance program self-support- 
ing eventually, with a gradual shift of 
expenses from the shoulders of the tax- 
payers. As a first move, FCIC proposed 
to take the costs of commissions to 
agents on the writing of new business 
from premium income... but only after 
appropriations for the purpose were ex- 
hausted. The House Committee turned 
thumbs down on the idea. 

The Senate Appropriations Committee 
went a step farther. It earmarked the 
extra $500,000 for the specific purpose of 
paying commissions for new business. 

The appropriations bill goes to a 
Senate-House conference. This will be 
the first stage of its journey through 
the legislative mill in which no new 
funds can be added. At each previous 
step the money bill was fattened. 
could be cut in conference under the 
Senate totals, but the raise in funds for 
FCIC will likely not be opposed. 


Sums 


Belcher Marks 25 Years 
With America Fore Group 
Secretary DeMott Belcher, 
of the general cover department of the 
marked 


in charge 


America Fore Insurance Group, 
his 25th 
tion on 


anniversary with the organiza- 
June 14. On that day he 
guest of honor at a luncheon given by 
a group of America 
his friends at the Lawyer’s Club to sig- 
nal his entry into the Old Guard, Amer- 
ica Fore’s designation for employes who 


Was 


Fore officers and 


have a quarter century of service. 

Mr. Belcher, 
ance business, has been associated with 
the industry since 1907, when he joined 


well-known in the insur- 


Farjeon, Ballin & Co. in New York 
City as a broker. He was later associ- 
ated with Bale-Snedeker Co., Anton 


Sondheim & Son and R. A. Corroon & 
Co., Inc., all in New York City. For 
some years he was assistant secretary 
of the Corroon organization. 


Mr. Belcher joined America Fore in 


1929 as manager of the general cover 
department. His work has centered 
largely in cooperating with agents and 


brokers in the hé andling of multiple lo- 


National Names Checkett 
Special at Garden City 


The National of Hartford Group has 
named Arthur F. Checkett as_ special 
agent at the Garden City, Long Island, 
service office. Mr. Checkett is well- 
known in insurance circles in suburban 
New York, having had many years’ ex- 
perience as a field representative for 
another company. 





YOUNGMAN AT 
Effective delegation 
the financial executive was the subject 
chosen by William S. Youngman, Jr., 
when he addressed the 24th National 
3usiness Conference of the Harvard 
Business School on June 12. Mr. Young- 
man is chairman of the Globe & Rut- 
gers Fire and president of C. V. Starr 
he aso., anc. 


HARVARD 


and control by 





was elected an assistant 
America Fore, and in January, 
was elected secretary. 

A native of Brooklyn, Mr. 
attended New York 
a member of the Massapequa Lodge, 
F. & A. M.; the Long Island Consistory 
in Rockville Centre; Seawane Golf Club 


secretary of 


1948, he 


3elcher 
University. He is 














cation insurance in the entire United in Hewlett, L. I.; the Insurance Square 
States and all of Canada. In 1938 he Club and the Drug and Chemical Club. 
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forms. 


ful agents’ programs. 
part of community life. 
events make good 


tive. Supplemental va 
free write-ups about your business. 


radio shorts are used 


advertising plans. 


The Commercial Union Fire Insurance Co. 


Do You Advertise Consistently? 


It is generally accepted that successful agents advertise. 
their use of advertising, not particularly as to amount, but rather as to 
ideas, consistent planning, and regular continuity, the better the success 


Many forms of direct advertising are found effective by the Local 
Sales letters with related advertising literature enclosed, 
tising literature enclosures in general correspondence to customers, Hand 
distribution of advertising literature on personal calls, Personalized blotter 
mailings, Calendars, and Memorandum pads are some of the more standard 


Local newspaper advertising has an important place in many success- 
The local newspaper is indisputably an important 
In its pages is an excellent place to advertise your 
agency regularly to your local market. 
newspaper copy. 
answers to questions, solving problems or riddles, and 
identities, places or objects, projected in the local newspaper, are effec- 
a is found in the paper’s editorial column, for 


Where local radio broadcasting is available, spot announcements or 
by a growing number of agents. 
script themes can be devised with the aid of the local station. 


The Commercial Union-Ocean Group makes available to the agents 
of its companies at all times, without cost to them, attractive and effective 
printed direct sales aids for the various lines of coverage. 
representatives are prepared to consult with and assist agents about their 


Commercial Union Assurance Company Ltd. 
The Ocean Accident & Guarantee Corp., Ltd. American Central Insurance Company 


Columbia Casualty Company witb sro 


A HT Ss d Mf, 
The California Insurance Co. ey 


2. > 
4uy nse® 


The better 


dver- 


Tie-ins with local happenings and 
Prize contests based on correct 
discovering veiled 


Varied and unique 


Our field 


The British General Insurance Co. Ltd. 


The Palatine Insurance Co. Ltd. 
Union Assurance Society Ltd. 
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ADJUSTERS—SURVEYORS 
INVESTIGATORS—SALVORS 
WORLDWIDE 


DARGAN & CO., INC. 


110 William Street, New York Cit 
Telephone: DI 9-0670 Cables: NAGRA 


We are experts in: 
Fire—Marine—Aviation—W indstorm 
Casualty—Liability—Fidelity 
Automobile—General 
OFFICES 
or REPRESENTATIVES 
IN THE UNITED STATES 
(Inc. Alaska) CANADA, LATIN AMERICA, 
EUROPE, MIDDLE & FAR EAST AND 
THROUGHOUT THE WORLD 














INSTALLMENT RESERVES 


NAIC Committee to Study Question of 

Reserve Against Premiums Under 

Annual Premium Installment Plan 

Steps were taken at the Detroit con- 
vention of the National Association of 
Insurance Commissioners to reopen the 
question of how to account for and re- 
serve against premiums written under 
the annual premium installment plan. A 
resolution was adopted by the fire and 
marine committee to form a subcom- 
mittee to go into this. The question was 
introduced at the instance of the New 
York Department. This may prove to 
be something of an explosive issue. 

In 1951, at the Swampscott meeting 
the decision was, aS a temporary meas- 
one in the interest of interim unifor- 
mity, to specify that such premiums 
shall be treated as if they were written 
on a one-year basis when it comes to 
totting up the income and setting the 
premium reserve. The final decision was 
to await the “outcome of the term rule 
studies that were then in progress. 

New York now raises the point that 
under the temporary plan there is a lack 
of correspondence between the premium 
reserve and the pro rata liability for 
return premium. It is said that on the 
average the reserve is about 16% light 
in this respect. 

As an ex cample, take a five-year policy 
with $400 premium if paid at the outset. 
This would, under the installment plan, 
call for $100 premium the first year and 
under the Swampscott formula a $50 
premium reserve. The second year pre- 
mium would be $78 and the reserve $39. 
At the end of 18 months the insured 
would be entitled on a pro rata basis 
to one-tenth of the five-year premium 
or $41.20 and so the reserve for that 
purpose would be $2.20 shy. 

Also there is involved the contention 
that the Swampscott formula does not 
bring about uniformity. There are cer- 
tain states, notably Pennsylvania, whose 
laws have been construed to prohibit 
reserving and accounting on this basis. 
Also in some states the Swampscott plan 
is optional whereas in others it is man- 
datory. 

New York has suggested that the idea 
be studied of formul: iting a special 
factor to be applied in computing re- 
serves on such contracts. 


Becker New York Special 
For the Central Mutual 


Robert E. Becker has been appointed 
special agent for the Central Mutual. He 
will cover the suburban New York and 
Long Island territory. 

Mr. Becker has worked for the past 
three years as a fire underwriter in the 
Central New York branch office. Prior 
to his joining the Central in February, 
1951, he worked for several years in the 
fire underwriting department of another 
insurance company, also located in New 


York. 


B. V. LESSER DIES 
B. V. Lesser, 63, owner of the B. V. 
Lesser Insurance Company in Warren, 
Pa., which he established in 1910, died 
June 5. He was a life resident of War- 
ren. His wife, two sons and three daugh- 
ters survive. 
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Must Reduce Costs to 
Meet New Competition 


SAYS PRESIDENT HINES, SEUA 





Tells Annual Meeting Also Package 
Policy Idea Is Confused by Multitude 
of New Contracts 





J. F. Hines, of Hines Brothers, At- 
lanta, Ga., president of the South-East- 
ern Underwriters Association, says in- 
surance must act to reduce costs to 
meet the competition of cut-rate in- 
surers. Speaking before the SEUA an- 
nual meeting last week at Hot Springs, 
Va., he mildly criticized the industry for 
getting out so many new package poli- 
cies rather than trying first to achieve 
general uniformity. 

“Much—perhaps too much—has been 
done toward developing and marketing 
package policies,” said President Hines. 
“Unfortunately, instead of simplifying 
the problem, it has been made more 
complicated and confused by the 
multiplicity of policies with differing 
terms and rates. A more unified ap- 
proach would have made it easier to 
promote the program. Your association 
has given much thought to this problem, 
and I feel we will find a course that 
serves all interests, and at the same 
time furnish the public with better pro- 
tection at less cost. It is well for us 
to have different views, but would it not 
make for stability if we could resolve 
them within present organizations rather 
than having those weakened by the 
creation of new ones? 


Public Willing to Forego Service 


“Self-serving merchandising is grow- 
ing in popularity. So are the ‘do-it-your- 
self’ articles. There are now some 6,000 
discount houses in this country enjoying 
average sales of about $1,000,000 each. 
All of this is evidence the public is 
willing—even anxious—to forego service 
when compensated in price. 

“In line with this trend, our business 
is seeing the rapid expansion of a form 
of competition that the president of the 
Western Underwriters termed ‘new and 
strange.’ It should be taken most seri- 
ously by agents and companies that op- 
erate through them. The development 
carries grave possibilities for our method 
of operation. It would be unrealistic to 
believe that this type of competition will 
not be adopted by other chain stores 
and department stores,” said Mr. Hines. 

“Our economic history is a story of 
revolution on top of revolution in manu- 
facturing, transportation, communication, 
and merchandising. The industries that 
were sufficiently alert to see a change 
in its early stages and adjust to it, 
survived. Insurance is somewhat similar 
to merchandising, and we could hardly 
expect to escape the revamping of our 
business. 

“To compete—possibly even to live— 
we must reduce costs. No doubt there 
are many ways of doing this. Elimination 
of the flat cancellation is an example. 
There are others. A research committee 
of agents and companies considering the 
whole subject, could probably _ find 
enough savings to meet this challenge. 
It is most encouraging that companies 
and agents are beginning to become 
aware of the threat, and will, I believe, 
lay aside less serious complaints and 
work together to meet it. Under such 
circumstances we should be able to work 
out a program looking toward narrow- 
ing the spread between our costs and 
those of the direct writers.” 


N. Y. Board Directors 


President T. Morgan Williams has ap- 
pointed the following as members of 
the board of directors of the New York 
Board of Fire Underwriters for 1954- 
1955: 

e4 W. Barnes, vice president, Fire As- 
sociation of Phila.; Thomas D. Hughes, 
secretary, Fidelity-Phenix Fire; David 
S. McFalls, president of R. B. McFalls 
& Son, Ine. 


New Insurance Agency Is 
Organized in St. Louis 
A new general insurance agency, 
3uschman Jennings Trout, Inc., with 
offices at 4245 Lindell Boulevard, St. 
Louis, will start active business on July 
1. Stockholders in the new insurance 
agency corporation will be Edgar M. 
Jennings, former chairman of General 
Insurors, Inc., L. H. Trout, who has 
been president of General Insurors and 
a past president of both the Insurance 


Board of St. Louis and the Missouri 
Association of Insurance Agents and 
presently a member of the metropolitan 
agents committee of the National As- 
sociation of Insurance Agents; C. W. 
Buschman, who has been executive vice 
president of General Insurors; Robert 
Wehner, vice president of General In- 
surors; Jim Trout, son of L. H. Trout, 
and a director of General Insurors, and 
S. A. Dirnberger, who has been super- 
intendent of the casualty department of 
General Insurors. He will be office 


manager for the new agency. 

Buschman Jennings Trout, Inc., will 
occupy a three-story commercial build- 
ing. 

General Insurors, which purchased its 
present business location in 1940, will 
continue in business there without in 
terruption when Jennings, Buschman, 
Dirnberger and the Trouts leave its 
organization to start their own new 
agency. Severance of their long associa- 
tion with General Insurors is due to 
the greater personal opportunities they 
feel are offered them by the formation 
of Buschman Jennings Trout, Inc 





YOU NEED THE RIGHT EQUIPMENT 


TO DO THE JOB... 


That’s why we are furnishing our producers with a new series of “Production for 


Profit” selling kits. To date, two of these kits are available . . . 


Surety, another on Accident & Health. 


one on Fidelity & 


To show our producers how to make money with these kits, we are conducting HOME 
STUDY COURSES, using the kits as texts. Producers who successfully complete the 
courses will receive Certificates of Merit. The first course, on Fidelity & Surety, is 
now under way—the second, on Accident & Health, will start soon. 


If you are interested in getting more business from your present clients . . . adding 
new clients . . . becoming a professional insurance counsellor, you are a candidate for 
these HOME STUDY COURSES. The coupon will bring you full information. 
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FIDELITY ; 


Home Office: 401 California Street, San Francisco 20, California 


Departmental Offices: San Francisco * New York * Chicago * Boston 


Advertising Department, Fireman’s Fund Group 
401 California Street, San Francisco 20, California 


Please send me information about HOME STUDY COURSES. 









































Atlanta « Los Angeles « Seattle * Toronto 


FIREMAN’S FUND INSURANCE COMPANY 





FIREMAN’S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 


NATIONAL SURETY CORPORATION 
NATIONAL SURETY MARINE INSURANCE CORP. 
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cean ae Insurance | 
is a Nationwide Business 


e Chances are that there are manufacturers who ship to foreign 


lands right in your territory—possibly some are clients of yours. 











These manufacturers are also prospects for marine insurance. 
Have you told them you can handle all their marine insurance 
requirements—that you can provide complete insurance 4 
protection from factory siding to the overseas destination? 
You have the full facilities of The Home Marine 


Department to help you service this good business. 





In full-color national advertisements 
like the one on the right, The Home 

is reminding manufacturers, merchants » 
and individuals that you, as a Home 
agent, can offer them “an umbrella of 
insurance protection.” E 


* THE HOME * 
Snsuronce Compoany 


Home Office: 59 Maiden Lane, New York 8, N.Y. 
FIRE °* AUTOMOBILE °¢ MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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THIS SHIP SAILS UNDER AN UMBRELLA! 


It’s an umbrella of insurance protection . . . and it benefits you 

as well as ship and shipper. Under Ocean Marine coverage—one of 
the many classes of insurance written by The Home through its agents 
and brokers—both the hull and cargo can be insured against damage 
or loss. Thus, America’s merchants and:manufacturers—as well as 

her merchant fleet—are sheltered by this umbrella of protection. P.S. to Sunday sailors — 






Sa es 
(eed i 


You don’t have to own a liner to benefit 
by Home’s sea-going insurance. From an 
Department—whether he is located in a seaport or a thousand miles outboard motorboat to a yacht, there’s 

y ; an “insurance umbrella” to fit your craft. 
from the ocean. As always, your local agent is the man to’see! 


Every Home agent can offer the full facilities of Home’s Marine 





ve Your HOMEtown Agent can serve you well—see him now! 


“a 


Ae 


* THE HOME* 
CSusuvaence Company 


FIRE «© AUTOMOBILE + MARINE 


The Home indemnity Company, an affiliate, writes t 
Casualty Insurance, Fidelity and Surety Bonds 
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The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry. 








This ad will appear in full color, full . 
page size in the following publications: 
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. SATURDAY EVENING POST july 

oe har 2 . U.S. NEWS & WORLD REPORT August 20 
WATION’S BUSINESS August 
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Texas Politics Involved in Move 
To Strengthen the Insurance Code 


Texas politics has definitely become 


involved in the movement 
way to revise and strengthen the state’s 
insurance code as a result of develop- 
ments dealing with the state’s suit ask- 


ing for receivership of the 


permanent 
Llovd’s of North 
surance firm headed by Ralph W. 


Houston in- 
Ham- 


America, 


monds. 

Among 
ial, which 
Judge Charles O. Betts, were Gov- 
ernor Allan Shivers, 


Ralph 


those cited to appear in the 


began in Austin before Dis- 





candidates for re- 


election, and Yarborough, his 


principal opponent in the forthcoming 


Democratic primary. 


political figures in the Lloyd’s 





1§ North America suit include John Van 


Cronkhite, former $1,000-a-month public 
relations counsel for the Houston com- 


] 


pany and also former aid to Governor 


livers; Maurice Acers, executive as- 
sistant to the governor; Herman Jones, 
Austin attorney for the company ; Gar- 
land A. Smith, chairman of the Texas 


Board of Insurance Commissioners, and 

W. Blanchard, the board’s chief ex- 
iminer 

Suit by Attorney General 

against the company was 
ttorney General John Ben 
Shepperd, with the company being placed 
in temporary receivership under the 
management of J. D. Wheeler, board 
liquidator. Mr. Hammonds insisted on 
jury trial for the permanent receiver- 


The suit 
brought ‘by 


ship. 
At the moment Mr. VanCronkhite ap- 
be the central figure in the 
political whirlpool. He charged that Mr 
Yarborough “is actually the attorney for 
North America and Ra ph 


ds is using Herman Jones mere 


pears to 





Lloyd's ot 
Hammon 


R. Percy Adams Dies 


Rk. Percy Adams, 74, prominent insur 
ance executive and former mayor of 
Westmount, died June 6 in Montreal, 
Que. A former member of the Montreal 
City Council and of the Montreal Metro- 
politan Commission, Mr. Adams became 
§ Westmount in January, 1945, 


mayor 
‘ government until 


al eaded that city’s 
is retirement in 1949 
Born and educated in Montreal, Mr 





\dams had been in the insurance ‘busi- 
ness for more than 50 years. He formed 
the insurance brokerage firm of Adams 

d Sise in 1921 and was a past president 
and one of the esiahee of the Insurance 
Brokers Association. 


ag se KY. STATE argc 
. H. Forkel, vice president of the Na- 
tional of Hartford Group, has announced 
+ hc eigenen of the W. D. Voorhees as 
state agent fc * Kentucky to succeed Earl 
M. Stauffer, who has resigned to enter 
the local agency business in Louisville 
Mr. Voorhees became associated with 
the National of Hartford Group in 1944 
as an engineer and later was appointed 
special agent for northern Illinois. Since 
1948 he has been assigned to the west- 
ern Michigan field. Mr. Voorhees will 
have headquarters in the National of 
Hartford Group's Louisville office located 
in the Starks Building. 


PARKER-ALLSTON NEW CLIENTS 

Parker-Allston Associates, Inc., insur- 
ance advertising Peg ee 116 pe 
Street, New York, has been retained ¢ 
advertising counsel 7 the Philadelphia 
Contributionship for the Insurance of 
Houses from Loss by Fire, oldest insur- 
ance company in the United States, and 
the National Accident & Health Insur- 
ance Co., both of Philadelphia 


now under 


ly as a front.” This was denied by Mr. 
Yarborough. Mr. VanCronkhite then 
added: “At no time did I ever attempt 
to use any so-called political influence 
with the Board of Insurance Commis- 
sioners, the atorney general or any other 
agency or person, public or private.’ 

The Lloyd’s of North America civil 
case is just one facet of the Texas in- 
surance picture. Criminal indictments 
have been returned against four execu- 
tives of insurance companies in Beau- 
mont and EI Paso, whose trials were also 
scheduled to begin last week in Austin, 
with continuances expected. Concurrent- 
ly the legislative Council has a subcom- 
mittee of five legislators making a 
detailed study of Texas insurance laws 
in the light of 29 proposed changes sub- 
mitted by Attorney General Shepperd. 

Then the insurance business itself has 
spoken out through T. R. Mansfield, 
president of the Gulf of Dallas and of 
the Southwestern Insurance Information 
Service, who said in part: 

“The insurance industry for several 
years has advocated and worked toward 
the strengthening of Texas’ insurance 
laws to keep ‘fly-by-night’ companies 
from organizing in the state, but each 
time we are deafened by a loud hue and 
cry from many sources that the big 
companies are out to gobble up the little 
ones. 

“The sins of a very small segment 
of the industry have given all a_ black 
eye. I certainly fail to see how the 
industry can polite its own house when 
the laws make it possible for anyone to 
organize am insurance company with 
very limited resources. The legislature 
has the sole responsibility for passing 
laws regulating all industries when the 
need is evident.” 
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Lester S. Harvey Talk 


(Continued from Page 24) 


value or better. That is, in case of loss, 
if properly insured, you pay new for old. 
I hope I’m wrong, but I believe these 
policies may be too liberal—I fear we 
are approaching the danger mark.” 


Deductibles 


On the controversial subject of the 
desirability and necessity for deductibles 
Mr. Harvey stated: 

“To cover an assured 
his property by wind without a deduct- 
ible is insuring against a certainty, and 
there is no reasonable rate that can be 


against loss to 
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American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds, Inc. 


MANAGER 
92 William Street, New York 38, N. Y. 


Losses paid exceed Three Hundred Fifty Million Dollars —o—=——memmms 




















charged that will cover against a certain- 
ty. That applies to water damage as well 
in the additional extended coverage en- 
dorsement. Physical damage insurance 
never was intended to cover against a 
certainty. 

“Whenever we speak of this deductible 
we always seem to say $50 deductible and 
of course that is natural, but really it 
doesn’t work out to be a $50 deductible 
in most cases. In 1953 one storm pro- 
duced 3,300 claims and the average pay- 
ment was $26. Then I think you will 
agree that had the deductible been on 
all policies it would have been for less 
than $20 to most assureds. That storm 
produced about the same average that 
has been true in all storms. 

“I’m sure that more agents asked us 
for the deductible in ’53 than opposed it. 
3ut did we do anything that was un- 
reasonable or unfair? J think not. On 
the basis of our final figures in New 
Hampshire we would have been forced 
to charge at least $1.00 for five years for 
the full cover. Would we build up better 
public relations by charging our assureds 
$100 for $10,000 insurance on their dwell- 
ings for removing what has proved to 
be a $20 or $25 deductible when he could 
get the coverage at $36 with a deductible. 


Question of Rate Level 


3anks were asking us 
to do something as they were meeting 
with resistance from their mortgagors 
because of the 12 cent rate. I’m afraid 
that the present rate level may prove to 
be too low, for the expense ratio to the 
companies is higher on extended cover- 
age = un any other part of our business. 
We labored long trying to do something 
other than introduce the deductible with- 
out success. We need and ask for your 
support to keep the rate from going 
higher. 

“We also ask for more aggressive 
action on your part in the sale of the 
additional extended coverage endorse- 
ment. A fire policy with extended cover- 
age endorsement and additional extended 
coverage endorsement is a package pol- 
icy written at a lower premium than any 
other. 

“We still have fallen short in selling 
these extended coverage endorsements. 
One of the selling points of the new 
package policies has been that you need 
not tell your assured that the unusual 
loss that he has suffered is not covered. 
These endorsements cover usual losses. 
Hundreds of claims are being paid every 
day for losses caused by the several 
perils named in one or the other of these 
extensions of the fire policy. Yet every 
tornado, hurricane or windstorm reveals 
a large number of assureds do not have 
the coverage. Presently we have a claim 
where three agents issued policies on a 
dwelling—two attaching extended cover- 
age endorsement and the third not. The 
claim is for hundreds of dollars. One 
agent and his company are in an un- 
enviable position.” 


“The Savings 
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London Assurance Worldwide Gains 
In Premiums and Assets in 1953 


Worldwide premium writing of the 
London Assurance Group, covering al! 
major classes of insurance, totaled £18,- 
243,706 during 1953, an increase of £551,- 
018 over the previous year, R. Olaf 
Hambro, governor of the company, re- 
ports in the latest annual report, just 
received in this country. 

Consolidated assets of the parent com- 
pany and twelve subsidiaries amounted 
to £47,800,611 on December 31, 1953, 
compared with £45,574,075 12 months 
earlier. Consolidated profit for the year 
was £760,791, relatively unchanged from 
the profit of £767,069 reported for 1952. 

In his statement accompanying these 
and other figures, Mr. Hambro directs 
particular attention to a problem disturb- 
ing to underwriters throughout the 
world: “In most territories, the number 
of road accidents and casualties contin- 
ues to increase,” he declares. “The prob- 
lem of mounting casualties is one that 
is causing the greatest concern in all 
countries and in this country (United 
Kingdom) we are cooperating very close- 
ly with the Royal Society for the Pre- 
vention of Accidents in their attempts 
to better the position by the education 
and instruction of the public. 

“To a large extent the reduction of 
road accidents is not so much a technical 
problem as one of self-discipline. Fun- 
damentally, the prevention of road acci- 
dents can only be achieved by instilling 
into the individual driver and the indi- 
vidual pedestrian a greater alertness to 
the dangers of the road, and a greater 
sense of caution and responsibility.” 

Summarizing operations of the various 
underwriting accounts, Mr. Hambro re- 
ported the following major points: 


Fire Premiums Gain 


Premium income for the year amount- 
ed to £7,871,000, compared with £7,797,- 
000 in 1952. “Claims and expenses have 
both moved against us, but on balance 
the amount available for transfer to the 
profit and account after setting 
aside the usual provision for unexpired 
risks amounts to £518,000, which is 
nearly as good as our 1952 figure of 
£538,000.” Referring specifically to 
United States operations, the governor 
noted the unusually heavy tornado 
claims during the year and “the tremen- 


loss 


dous fire at the General Motors Plant 
at Livonia, which cost the insurance 
market $30,000,000.” On “a vast build- 


ing of modern construction, popularly 
classed as ‘unburnable’.” 

“Every year, the insurance companies 
in this country and in the United States 
and elsewhere, spend big sums on the 
study of fire prevention, and there is no 
doubt that their efforts have done a 
great deal in recent years to reduce the 
costly toll of destruction by fire. Un- 
fortunately, it is impossible to produce 
statistics or proof of loss that has been 
prevented by good advice, but a great 
disaster like this fire at Livonia un- 
doubtedly does help to focus attention 
on the work done by the companies in 
that sphere, and on the importance of 
paying attention to fire prevention in the 
design and construction of buildings.” 


Marine Account 


Mr. Hambro reported that “the old 
problem of delayed repairs continues to 
make it very difficult to get a clear pic- 
ture of results on the hull account.” He 
declared that conditions remain “very 
competitive, both at home and abroad” 
but observed that the extraordinary 
series of total losses which had afflicted 
the market towards the end of 1952 and 
the early part of 1953 had not been fol- 
lowed by further major casualties during 
the second half of last year. Marine 
premiums for the year amounted to 
£3,541,000 as against £3,597,000 for 1952. 
After a transfer of £350,000 to the profit 
and loss account, the marine fund at the 
end of the vear totaled £5,266,000, equal 
to 148% of premium income, compared 


with 140% at the end of 1952. 
Casualty Business 
Premium income amounted to £4,898,- 
000, compared with £4,452,000 the previ- 
ous year, with a large part of writings 
in this class represented by motor insur- 
ance. 


The increase in premium income is to 
a large extent accounted for by the 
fact that the number of cars on the 
road is continually increasing, both in 
England and abroad, Mr. Hambro point- 
ed out. “In addition, rates in certain 
territories have been adjusted to meet 
the heavier claims experienced.” The 
governor also warned that the claims 
cost in employer’s liability writings, 
the second major portion of accident 
business, is continually rising. 

Life Account 

Premium income showed a substantial 
increase at £1,932,000 against £1,845,000 
for 1952 and interest earned also in- 


creased. In addition, Mr. Hambro re- 
ported, the company during 1953 was 
“singularly fortunate in that claims have 
been well below the normal expectation.” 

The London Assurance, organized in 
1720, has been entered in the United 
States since 1872. The United States 
branch is under the supervision of Wal- 
ter Meiss, United States manager, who is 
also president of the Manhattan Fire and 
Marine, an affiliated firm. James C. Hitt 
is manager of the Pacific Coast depart- 
ment and vice president of the Manhat- 
tan. Chubb & Son are marine managers 
for the London Assurance in this coun- 
try. 





The advance in aviation 
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has kept PaCe with the progress made in insurance during that time. In 1903, 
stock fire insurance companies wrote $200,488,351; in 1953, the premiums 
amounted to over $3,500,000,000. Aviation insurance alone accounted for more 


than $18,000,000. 


We are proud to say that two of our companies, the United States Fire Insurance 
Company and the North River Insurance Company, are charter members of the 
UNITED STATES AIRCRAFT INSURANCE GROUP, which is now celebrating its 
TWENTY-FIFTH ANNIVERSARY. 


UNITED STATES FIRE 


Insurance Company 


THE NORTH RIVER 


Insurance Company 


CRUM & FORSTER,MANAGER 
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DEPARTMENT PACIFIC 


ILLINOIS 


WESTERN 
FREEPORT 


eI REET . 


DEPARTMENT 
SAN FRANCISCO. CALIFORNIA 


SOUTHERN DEPARTMENT VIRGINIA 
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Thelma C. Fleming Heads 
Union County, N. J., Agents 


For the first time in its more than 
20-year history the Union County, N. J., 
Association of Insurance Agents has a 
woman president. Thelma C. Fleming of 
Plainfield was elected to that office at 
the annual meeting of the association at 
Plainfield Country Club on June 8. Mrs. 
Fleming has long been identified with the 
general insurance business in Plainfield, 
being president of Brouard-Fleming 
Company of which her late father, John 
E. Curtis, was a co-founder. She suc- 
ceeds Norman E. Smally of Martinsville 
as head of the association. 

Edwin M. Rothberg, also of Plainfield, 
was elected vice president; Russell E. 
Bauer of Summit, treasurer and Henry 
S. Gilbert, Westfield, was re-elected sec- 
continues as a trus- 


retary. Mr. Smalley 

tee and Peter A. Dug hi and William 
Hanna, Westfield, and Bertram S. Reit- 
man, Elizabeth were also elected to the 


board of trustees. 

A golf outing was enjoyed by the 
members and their guests in the after- 
noon, prizes being awarde for low gross, 
low net and a kickers handicap. 


N. J. Women to Install 


New Officers Tomorrow 

The Insurance Women of New Jersey 
will hold their final monthly meeting 
of the season on June 19 at a luncheon 
at the Berkeley Carteret Hotel, Asbury 
Park. Installation of the new officers 
will be held. They lare: 

Anne Shalloo, president; Marie A. 
Ford, first vice president; Ida H. Kraft, 
second vice president; Claire J. O’Toole, 
recording secretary; Mary Connor, cor- 
responding secretary, and Margaret 
Keegan, treasurer. 

Trustees for the three year term: 
Helen K. Frankel, Nancy Luciano and 
Eleanor Nipken and to fill the unex- 
pired term of Anne Shalloo, Selma Ray- 
bert. 

A group of the members will be leaving 
after this meeting to attend the conven- 
tion of the National Association of In- 
surance Women at New Orleans on 
June 22-25. 





Clauss Backs Newspaper 
Crusade for Safety 


Emil T. Clauss has recommened that 
the state government adopt The Courier- 
Express’ Crusade for Safety and make it 
an official statewide project. Mr. Clauss 
of Buffalo, past president of the New 
York State Association of Insurance 
Agents and a national director of the 
National Association, declared such state- 
wide adoption of the newspaper’s life- 
saving campaign would bring a solution 
to the problem of traffic accidents. 

HOME QUARTERLY DIVIDEND 

Kenneth E. Black, president of the 
Home Insurance Company, announces 
that directors of the company declared a 
quarterly dividend of 50¢ a share pay- 
able August 2 to stockholders of record 
July 1. This dividend is at the $2 annual 
rate established by directors of the Home 
on March 9, 1953. 


E. M. GRIGGS IN HOSPITAL 

E. M. Griggs, associate general coun- 
sel of National Board of Fire Under- 
writers at Chicago, is recovering satis- 


ROBERT E. BARRETT DIES 





Illinois Insurance Director Was 45 Years 
Old; Had Attended Commissioners’ 
Convention Last Week 

Robert E. Barrett, Illinois Insurance 
Director, died early Monday morning at 
his apartment home in Chicago. His age 
was 45. He had apparently had no warn- 
ing of trouble. During the Detroit 
NAIC convention the previous week he 
had been on hand for the sessions and 
had worked in several golf games. 

Mr. Barrett had been in office since 
January 1, 1953. Prior to that he was 
engaged in the private practice of law 
with the Chicago firm of Barrett, Bar- 
rett, Costello & Barrett. One of his 
brothers is George Barrett who was 
formerly Illinois Attorney General and 
is now chairman of Prudence Life and 
Prudence Casualty of Chicago and an- 
other brother Thomas Barrett is also 
an officer of the Prudence companies. 

Robert Barrett’s son, Peter, graduated 
in the insurance course of University of 
Pennsylvania and is now in Northwest- 
ern University law school. There are 
also two daughters. 


Garden State Pond Names 
Robert Stumpf as MLG 


The Garden State Pond of Blue Goose 
held its annual golf outing and election 
of officers at Springbrook Country 
Club, Morristown, N. J., on June 11. The 
meeting was attended by 112 ganders 
and the following officers were elected: 

Most loyal gander, Robert F. Stumpf, 
General Adjustment Bureau; supervisor 
of flock, Walter Sheldon, Niagara Fire; 
custodian of goslings, Fred F. Bross; 
guardian of pond, Calvin Baile; keeper 
of golden goose egg, Edward Barrett; 
wielder of goose quill, Edward J. Peiffer. 





Mr. Stumpf succeeds George Albiez as 
head of the pond. 
factorily from an abdominal operation 


was was performed Monday at St. Fran- 
cis Hospital, Evanston, III. 


NAIC Convention 


(Continued from Page 24) 


matter were correct, the matter needs 
clarification. 
Bisson Report 

Bisson of Rhode Island was author of 
the minority report. He favored adop- 
tion in principle of the so-called Cali- 
fornia Bruce report. This was a strong 
statement in behalf of special considera- 
tion being granted to Lloyds reinsurance. 
The Bisson report also asserted the 
principle that each Commissioner should 
act according to the requirements of his 
own statute and in response to the 
“peculiar problems” of his companies. 

The laws of the states are exceedingly 
various on the score of non-admitted re- 
insurance and many observers felt that 
an NAIC resolution one way or the 
other would have practical significance 
in only a few states in which discretion 
is granted to the Commissioner. NAIC 
action usually has to wait until a con- 
sensus can be devolped and it was ob- 
vious that nothing approaching a con- 
sensus was possible. National Assn. of 
Independent Insurers had submitted a 
brief recommending that NAIC retreat 
from this hassle and establish a hands 
off policy. 


Opposition to Blanks Proposals 


The three recommendations of the 
NAIC blanks committee that stirred uni- 
fied opposition from the industry were 
put over for further study in the final 
convention action, this on motion of 
Taylor of Oregon. Rarely before has a 
blanks committee action been upset. One 
of the controversial recommendations 
was that schedule O, Part 1 should be 
expanded to include 10 fire and marine 
lines. This is the schedule calling for 
developed loss experience of various 
casualty lines other than liability and 
workmen’s compensation. 

The second proposal that was objec- 
tionable to the industry was to insert a 
footnote to Schedule T which would re- 
quire spreading certain types of rein- 
surance by states and lines of business. 

Thirdly, drawing fire from the indus- 
try side was the proposal to establish a 
separate major line of insurance called 
“other physical damage.” According to 
National Board of Fire Underwriters 
this would consist largely of elevator 
collision which has a countrywide pre- 
mium of about $35, 

Fischer on Salbownn Accounting 

A red hot exchange on the subject of 
uniform accounting held the attention 
of a big crowd at the June 9 session of 
the Commissioners. Charles R. Fischer 
of Iowa in his quiet way of speaking 
poked his finger squarely in the eye of 
the New York Department when he 
spoke at the uniform accounting com- 
mittee meeting. Everybody thought that 
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uniform accounting had been put to rest 
for keeps last December at the NAIC 
midyear meeting in Miami. 

However, it cropped up again in De- 
troit and a parade of industry people ap- 
peared to send it back to its grave, in- 
cluding Vestal Lemmon, general man- 
ager, National Association of Independ- 


ent Insurers; Ed Seymour, president, 
National Association of Insurance 
Agents; C. F. J. Harrington, executive 


vice president, National Association of 
Casualty & Surety Agents; J. Ray Berry, 
general counsel, National Board of Fire 
Underwriters, and others, 

In picturesque fashion Mr. Fischer 
made his remarks about New York 
which has been the hotbed of uniform 
accounting. He said they could never 
get a uniform accounting law in Iowa in 
100 years even though there is'one in 
New York State. Furthermore, he 
didn’t care what kind of a law New 
York has. He said he wasn’t going to 
put on a flock of payrollers to snoop 
around and see what slots the insurance 
companies put their expenses in. While 
all that was going on the companies 
could be doing other things with their 
money that would be important. 

The evening after he made his sting- 
ing talk Commissioner Fischer collapsed 
on the lobby floor of the Sheraton-Cadil- 
lac just as the NAIC banquet was about 
to be serviced. At first his condition 
was thought to be serious but word 
came from his doctor before the banquet 
was over that he had felt justified in 
leaving Mr. Fischer’s side at the hos- 
pital. To every one’s relief the attack 
was less serious than had at first ap- 
peared. 

Decision of the NAIC uniform ac- 
counting committee was to table the 
item on the UA agenda in relation to 
rate making. There were seven other 
UA questions on the agenda and the de- 
cision to refer them to a subcommittee 
of full commissioners, not to technicians. 
This was a pointed distinction and was 
construed as a feather in the cap for 
Mr. Fischer. 
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FIREMEN‘S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1953 














ASSETS 
Cash $ 5,912,197.98 
Mortgage Loans on Real Estate 995,304.57 
*Bonds and Stocks 116,551,150.52 
Interest due and accrued 146,025.98 
Premiums not over 90 days due 5,116,346.70 
Real Estate 3,341,000.00 


All other Assets. 10,047,631.78 


Total admitted Assets_$142,109,657.53 


LIABILITIES 
Reserve for Losses. $ 16,723,394.59 
Reserve for Unearned Premiums 57,852,314.71 
4,108,133.00 
6,385,449.65 
11,575,000.00 
45,465,365.58 


Reserve for Taxes and Expenses 
Reserve for other Liabilities 
Capital 
Net Surplus 


Total —______._$142,109,657.53 


SURPLUS TO POLICYHOLDERS $57,040,365.58 


Securities carried at $3,094,994.84 in the above 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


DECEMBER 31, 1953 




















ASSETS LIABILITIES 

Cash $ 675,016.05 Reserve for Losses $ 1,747,220.33 
Mortgage Loans on Real Estate 2,398.55 Reserve for Unearned Premiums 6,427,869.68 
*Bonds and Stocks —___—  10,936,351.46 Reserve for Taxes and Expenses 459,593.00 
Interest due and accrued 35,716.80 Reserve for other Liabilities__. 99,051.56 
Premiums not over 90 days due 1,636,387.84 Capital _—____—_- 1,000,000.00 
Real Estate _ are 170,000.00 Net Surplus 3,802,558.78 
All other Assets 80,422.65 

Total admitted Assets__$13,536,293.35 Total __$13,536,293.35 


SURPLUS TO POLICYHOLDERS $4,802,558.78 
Securities carried at $769,147.96 in the above stat t are deposited as required by law. 





MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1953 








ASSETS LIABILITIES 

Cash $ 1,323,464.85 Reserve for Losses $ 4,742,455.18 
Mortgage Loans on Real Estate 365,927.41 Reserve for Unearned Premiums 16,405,880.27 
*Bonds and Stocks 30,253,368.57 Reserve for Taxes and Expenses 1,263,131.00 
Interest due and accrued 68,148.84 Reserve for other Liabilities ___ 24,341.29 
Premiums not over 90 days due 2,806,477.72 Capital _ —_____- 3,000,000.00 
All other Assets 209,099.66 Net Surplus 9,590,679.31 

Total admitted Assets_$35,026,487.05 Total $35,026,487.05 





SURPLUS TO POLICYHOLDERS $12,590,679.31 
Securities carried at $2,616,996.36 in the above stat t are deposited as required by law. 





THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1953 
LIABILITIES 


Reserve for Losses 


ASSETS 


Cash $ 2,727,709.52 $17,267,043.00 

















Mortgage Loans on Real Estate 58,827.13 Reserve for Unearned Premiums 12,541,373.93 
*Bonds and Stocks — 35,814,363.79 Reserve for Taxes and Expenses 3,048,186.22 
Interest due and accrued ____ 104,544.19 Reserve for other Liabilities___ 460,813.73 
Premiums not over 90 days due 3,145,227.05 Capital _.._—«1,500,000.00 
All other Assets 584,756.36 Net Surplus __ 7,618,011.16 

Total admitted Assets_$42,435,428.04 Total _______$42,435,428.04 


SURPLUS TO POLICYHOLDERS $9,118,011.16 
Securities carried at $4,241,375.40 in the above stat t are deposited as required by law. 
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are as required by law. 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1953 








ASSETS LIABILITIES 

ene? ee eee Reserve for Losses __________$ 1,747,220.33 
*Bonds and Stocks 10,865,004.08 Reserve for Unearned Premiums 6,044,271.68 
Interest due and accrued ___ 34,486.89 Reserve for Taxes and Expenses 458,393.00 
Premiums not over 90 days due 1,658,891.85 Reserve for other Liabilities ___ 61,551.67 
Real Estate 75,000.00 Capital _ 1,000,000.00 
All other Assets 95,235.45 Net Surplus 4,166,329.04 

Total admitted Assets_$13,477,765.72 CF 


SURPLUS TO POLICYHOLDERS $5,166,329.04 


Securities carried at $1,714,939.27 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1953 











ASSETS LIABILITIES 
Cash —_$ 32,782.26 Reserve for Taxes and Expenses_$ 1,270.17 
Bonds and Stocks —.__-_____._ 393,120.34 Capital 100,000.00 
Interest due and accrued ____ ._—>s—_: 3, 510.00 Net Surplus 357,405.24 
Premiums not over 90 days due 17,262.81 
All other Assets —_.__ _ 12,000.00 
Total admitted Assets___ $458,675.41 Total $458,675.41 


SURPLUS TO POLICYHOLDERS $457,405.24 


Securities carried at $55,600.15 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1953 








ASSETS LIABILITIES 

Cash $ 2,264,188.01 Reserve for Losses _ $20,702,575.00 
Mortgage Loans on Real Estate 481,408.74 Reserve for Unearned Premiums 14,097,900.49 
*Bonds and Stocks — _. 42,081,155.04 Reserve for Taxes and Expenses 2,776,597.41 
Interest due and accrued ___ 98,969.31 Reserve for other Liabilities____ 844,774.37 
Premiums not over 90 days due 3,163,109.50 Capital _ = -==—=——-—s« 2, 000,000.00 
Taher Ak 481,861.81 Net Surplus _._..___—s—ss—- 8, 148,845.14 

Total admitted Assets_$48,570,692.41 Tote? 2 $48,570,692.41 


SURPLUS TO POLICYHOLDERS $10,148,845.14 
Securities carried at $1,504,929.02 in the above statement are deposited as required by law. 


*Valuations on basis prescribed by National Association of Insurance Commissioners. 


HOME OFFICE 


Western Department 
120 So. LaSalle St., Chicago 3, Illinois 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Pacific Department 
220 Bush St., San Francisco 6, Calif. 


Foreign Department 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


102 Maiden Lane, New York 5, New York 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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EUA Meetiné 


(Continued from Page 1) 


had been processed by this committee 
during the period. 

Special mention was made of the ac- 
tivities of the rating organization meth- 
improvement study group, which 
consists of the rating manager of the 
seven rating organizations in EUA terri- 
tory, who have joined voluntarily in ex- 
plorations and studies of processing vi iri- 
ous items within rating organizz ition 
work, and many improved techniques 
have been suggested as a result of these 
studies. 


ods 


Public relations committee chairman, 
John R. Robinson, deputy U. S. manager 
f the Phoenix Assurance Co., Ltd., set 


forth the work of the field clubs in con- 





Fabian Bachrach 
MILLER 


HARRY W. 


nection with public relations support of 
the National Bi vard’s program. Mr. Rob- 
inson pointed out that a field clubs 


gave 716 talks and made 1,320 film show- 
ings before an audience of approximate- 
ly 200,000 persons, including many school 
children. The pending review of field 
club activities, include realistic study of 
new forms, rules and cl was 
outlined. 


auses also 


Marketing Methods 
Mr. Miller 


multiple peril 


discussed further the 
approach to current situa 
tions when he told the meeting that this 
new era “in which our marketing 
methods in selling our policies to the 
public are being subject to objective 
scrutiny. Changes appear to be needed 
in the mechanical handling of the pieces 
of paper that flow through our 
day by day. 

“Some say that the middleman in our 
business is not paid enough for handling 
some classes of business written by our 
member companies and that he received 
entirely too much return for other classes 
written. This may be evaluated as part 
of the new marketing method that will 
come with chain store and mail order 
sale of fire insurance. The thinking men 
in the ranks of the organized agents in 
every state and at the national level are 
coming to a realization that we are ina 
new era too 

“This an an era in 
jurisdictions, it is easier 
to make and have approved a so-called 
deviating or independent filing than it 
is for a regularly constituted rating or 
ganization to accomplish a like filing for 


is a 


offices 


which, in some 
company 


lor a 


its members and subscribers. There 1s 
also the recent challenge of a limited 
subscribership of fire rating organiza 
tion and, of course, there is the present 
rate and coverage scramble for the in 





business of the homeowner 

egulatory bodies and 
company management may find that they 
have been giving too little attention to 
the element of reasonable underwriting 


surance 
“In this era, 


profit provided for in the all industry bill. 

“We are in an era where the old con- 
cepts of perils to be insured and methods 
of protecting values and indemnifying 
the public are undergoing changes. Our 
fieldmen are changing their activities to 
a muliple peril basis and now are par- 
ticipating in accident prevention and 
highway safety programs in addition to 
fire safety work. 

“The pulse of our business will flow 
from protection sold at the grass roots 
level, and no one is more qualified to 
vive his views and support them with 
sound recommendations than the field- 
men of our member companies who are 
traveling the territory. 

“These men are our ‘eyes and ears’ 
and we should make full use of their 
special talents through the well-organ- 
ized field ciub. It is impossible to detail 
in this short report to you those hun- 
dreds of creditable performances at- 
tributed to the fieldmen and the organ- 
ized field clubs in the territory of our 
association. The worthy efforts to im- 
prove the worth of these field organiza- 
tions on a multiple peril basis have re- 
ceived the most full and complete sup- 
port of our members. 

“I urge again as I have urged in the 
past that executives of member com- 
panies support the activities of field 
clubs and instruct their fieldmen to take 
part in all activities. At the moment | 
am informed that not more than 25% 


of the fieldmen are actively participating 
in this program. I can not emphasize 
this point too strongly. 


Pace Rapid in New Era 


“The pace is rapid in this era. More 
important changes have taken place in 
the past decade than any similar period 
in the history of our business. Decisions 
are made today that might be reversed 
tomorrow. All revolve around the new 
order of things which has been best 
described at the moment as ‘organized 
chaos.’ With all this seeming disorder, 
it is our duty to convert chaos into 
order and ch: inge undue haste to calm, 
so that the insurance business will 
progress. 

“Our able management, staff and com- 
mittee members who give unselfishly of 
their talents and time are creating a new 
concept of responsibility to the public, 
the producer, the stockholder and to the 
business. Our companies support this 
organization and the others throughout 
the country which are trying to develop 
an orderly yet speedy treatment for all 
the best of the innovations that come 
with such rapidity in this era.” 


B. J. CARPENTER DIES 
Byron J. Carpenter, 84, insurance man 
in Gouverneur, N. Y., for 40 years, died 


June 7. 











stands ready to help. 


situation. 


matter. 


In our 112 


you when you are in trouble. 


Baltimore + Boston 
Indianapolis 
Pittsburgh 


+ Chicago + Cincinnati - 
+ Los Angeles + Milwaukee - 
Portland Richmond 





Things every Insurance Buyer should know—No. 73 


“Middleman” 
To Guy Tusurance 


We believe that the services of a carefully chosen, independent pro- 
fessional—an agent or broker—are indispensable when buying your 
property and liability protection. Here are a few reasons— 


v The insurance agent or broker usually knows his 
clients personally and is therefore in the best position 
to evaluate their individual insurance requirements, 
His services are not restricted to office hours; whenever 
you need him, and under whatever circumstances, he 


v Because he is not limited to a single company, the in- 
dependent insurance agent or broker is familiar with 
the products of many companies and can select the 
company and policy that best fits your particular 


vy If there should ever be a difference of opinion between 
you and your insurance company, your insurance agent 
or broker represents your interests in settling the 


years’ experience, we have found that there is no ade- 
quate substitute for a competent, independent agent or broker in 
securing insurance protection to meet your needs and in assisting 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
49 Wall Street « New York 5 


Cleveland + Dallas + Detroit - Grand Rapids - Houston 
Newark + 
St. Louis 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 

















Oakland - 
Seattle 


New Haven - 
San Francisco 


Philadelphia 
Syracuse 




















This advertisement appears in leading newspapers throughout the country. 





AVAILABLE 


Executive officer of fire and marine in- 
surance company desires to change to an- 
other company or preferably as manager of 
casualty and/or fire-marine branch office. 
Interesting record furnished. Box 2254, The 
Eastern Underwriter, 93 Nassau Street, New 
Yor 











_ coming year. 


GAB CHANGES IN EAST 
Stetter Manager of Brooklyn Office; 
Kling, Jr.. Manager at Jackson 
Heights; Rooney at Wheeling 
In a series of changes by the General 
Adjustment Bureau effective June 15, 
William A. Stetter will be appointed 
manager of the Brooklyn branch office, 
and Leo L. Kling, Jr., will be appointed 
to succeed Mr. Stetter as manager of 
the Jackson Heights branch. John F. 
Rooney will succeed Mr. Kling as mana- 

ger of the Wheeling, W. Va. branch. 

Mr. Stetter, who will succeed Robert 
C. Robinson, resigned, has been mana- 
ger of the Jackson Heights branch since 
that office was opened in 1952. A mem- 
ber of the New York bar, Mr. Stetter 
joined the bureau in 1945 after seven 
years’ experience as an insurance attor- 
ney and claims manager. 

Mr. Kling joined the bureau in 1937. 
After service in the Armed Forces, he 
continued in adjustment work, re-joining 
this organization in 1948. He has served 
as staff adjuster in New York City, Al- 


bany, and Newark, N. J. He was ap- 
pointed manager of the Parkersburg, 
W. Va., branch in 1949 and was trans- 


ferred to Wheeling in the 
in 1950. 

Mr. Rooney has been a member of 
the bureau staff since 1948, when he 
joined the adjusting staff at Clarksburg, 
W. Va. In 1950 he was transferred to 
the Wheeling branch office, where he 
became senior staff adjuster. 


same capacity 


O’Rourke St. Louis Manager 
For Atlantic Companies 


Robert J. O’Rourke has 


: been ap- 
pointed manager of the St. 


Louis office 


of the Atlantic Companies, it has been 
announced by Miles F. York, president 
of the Atlantic Mutual and Centennial. 


Mr. O’Rourke has been inland mana- 
ger for the companies in St. Louis since 
December, 1951, and prior to that time 
was with the Continental Casualty in 
Chicago. He was educated at Loras 
College in Dubuque, Iowa, and during 


World War II served in the United 
States Marine Corps in the South Pa- 
cific area 


The St. Louis office is under the juris- 
diction of the midw est division, of which 
Robert M. Perce is general manager, 
with headquarters in Chicago. 


Dowdell Brown Dies at 78 
_ Dowdell Brown, Sr., 78, Atlanta, Ga., 
insurance man, died last Thursday at a 
private hospital. A native of LaFayette, 


Ala., Mr. Brown grew up in Talbotton, 
Ga., and had lived here since he was 15 
years old. He retired seven years ago 


as manager of the Southern department 
of Commercial Union Assurance Co. 

He began in the insurance business 
with the Atlanta Home. He then was 
associated with the Jerome & Brown 
General Agents which he founded. In 
1921 he took his position with the Com- 
mercial Union. 

Mr. Brown served for two terms as 
president of the South-Eastern Under- 


writers Association. Surviving are his 
wife; a daughter, Mrs. Robert Carter 
Davis; a son, Dowdell Brown, Jr., and 


eight grandchildren, all of Atlanta. 


DAYTON WOMEN ELECT 
Insurance Women of Dayton, 
have elected new officers for ‘the 
They are: president, Wini- 
fred 3arnes; vice president, Violet 
Gilcher; recording secretary, Samantha 
Dafler; corresponding secretary, Mildred 
Bailey and treasurer, Geraldine Miller. 


The 
Ohi , 
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Senate Committee Revises New Tax 


Proposals Affecting Insurance Cos. 


The Senate Finance Committee has 
voted to relieve fire, casualty, title and 
marine stock insurance companies of 
restriction included by the House in the 


omnibus tax revision bill which would 
have denied the new dividend credit 
given individual stockholders of other 


types of stocks to those holding stocks 
of these types of insurance companies. 
But the committee retained the restric- 
tion with regard to life insurance com- 
pany stock dividends. 

The House also had provided for elim- 
ination of the 85% dividend granted 
corporate ‘holders of insurance company 
stocks, but the Finance Committee 

earlier had agreed to remove this provi- 
sion in the cases of all insurance compa- 
nies—including stock life insurance com- 
panies. 

Some Provisions Rejected 


The Finance Committee also rejected 
most of the new House provisions relat- 
ing to the qualifications of pension, 
profit-sharing and stock bonus plans, and 
in general restored present law. The 
House bill provided specific rules with 
regard to determination of whether or 
not a plan qualified for special tax treat- 
ment, instead of leaving it to the dis- 
cretion of the Commissioner of Internal 
Revenue. 

The committee did, however, accept 
certain House provisions with regard to 
the treatment of such plans, and, in some 
instances made _ further changes of a 
highly technical nature. 

The Finance Committee also decided 
in favor of present law for the most part 
with regard to the taxation of proceeds 
of life insurance contracts payable by 
reason of death; but liberalized the new 
House provision limiting the interest ex- 
clusion in connection with life insurance 
installment proceeds, giving the widow 
a $1,000 interest exclusion instead of $500, 
and removing the exclusion entirely for 
other beneficiaries. 

The committee further revised the 
House provisions affecting taxation of 
accident and health plans by eliminating 
all requirements relating to qualified 
plans; providing that the exclusion is to 
apply only to amounts received by an 
employe as reimbursement for medical 
expenses, whether under an insurance 
plan or under a self-insured employer 
plan, and removing the House limitation 
on the exclusion of $100 a week, the re- 
duction for payments under nonqualified 


plans and the waiting period require- 
ment, extending the exclusion for reim- 
bursement of medical expenses to include 
expenses of the employe’s wife and de- 
pendents. 

The committee knocked out of the bill 
entirely sections providing more favor- 
able tax treatment on foreign earnings 
of most corporations. Insurance com- 
panies were excluded from this more 
favorable treatment under terms of the 
House bill, and life, fire and casualty 
companies asked the Senate Finance 
Committee to put them on the same 
basis in this respect as other companies. 

The House had provided a tax rate 
14% points lower on foreign earnings 
and had also provided that taxes on 
earnings of foreign branches need not 
be paid until the earnings are actually 
remitted. 

Other types of corporations excluded 
along with insurance companies had also 
asked that they be included, and the ac- 
tion of the committee in tossing out the 
more favorable treatment entirely was 
merely to permit the Senate to reconcile 
conflicting views in time for the Senate- 
House conference, and did not mean that 
the committee was opposed to the more 
favorable foreign-earnings tax treatment. 





Marine Office of America 
Opens New Canadian Office 


The Marine Office of America has 
announced opening of the new Canadian 
office at 111 Richmond Street West, 
in Toronto, Canada. John A. Potts, who 
has had many years of experience in 
marine insurance in Canada, has been 
appointed manager. 

This new Canadian office is equipped 
to render full service throughout Canada 
with the exception of British Columbia. 


Marine Rates Reduced 


Marine underwriters in London, Eng- 
land, have reduced insurance premiums 
on ships trading to St. Lawrence River 
and Atlantic Coast ports. Extra pre- 
miums are abolished during the months 
June 1 to October 31 and reduced one- 
half for the remainder of the year for 
vessels not more than 15 years old which 
are equipped with radio direction finding 
apparatus. The new rates do not apply 
to Labrador waters or west of Montreal. 














“Even in my 
best armor 
plate I feel 
safer with 

BABACO.” 


BABACO ALARM SYSTEMS, INC. 


| WARNING 


l NOT UNDER 
DRIVER'S CONTROL , 








723 WASHINGTON ST. «> NEW YORK 14, N.Y. 
Nationwide Service 








SILAS R. FRANZ CO. 
Inland Marine Reports 


» 4 


96 fulton St., New York 38 - 


WoOrth 4-6141 








Fireman’s Fund Opens 


San Francisco Branch 

The Fireman’s Fund Insurance Group 
is augmenting its underwriting and serv- 
ice facilities for local brokers and agents 
by establishing a San Francisco branch. 
Stuart D. Menist, assistant sec retary, has 
been named manager of the new unit. 

The San Francisco branch, to be 
located at 401 California Street, home 
office location of Fireman’s Fund, will be 
staffed by more than 50 employes. The 
entire facilities will be designed to pro- 
vide complete multiple line underwriting 
and service facilities. 

James F. Barron will continue as 
superintendent of the automobile and 
Bred unit of the new branch. Armand 

. Michitti will be superintendent of the 
fie underwriting unit. Robert P. Webb 
will continue to provide specialized 
services on fire provisional forms. The 
inland marine underwriting unit will be 


under the supervision of A. R. (Roy) 
Thomson, Jr. Included in the San Fran- 
cisco branch will be complete fidelity 


and surety service facilities. 


Paine Marine Special for 


Fire Association Group 
Dwight S. Paine has been appointed 
marine special agent for New England 
by Fire Association of Philadelphia and 
Reliance. Mr. Paine, a native New Eng- 
lander, is a resident of Concord, Mass., 
and will mz ike headquarters as a member 
of the staff of Resident Manager Wal- 
lace D. Williams at 141 Milk Street, 
Boston. 

Mr. Paine joined the United States 
Navy as lieutenant, junior grade, upon 
graduation from Trinity College (Hart- 
ford), in 1943. Upon separating from the 
Navy in 1946, he became a special agent 
for another company in the New Eng- 
land area, specializing in the marine side 
of the business. 


Cyrus Avery Dies 

Cyrus H. Avery, secretary of the New 
York Underwriters Insurance Co., died 
last week at his home in Westfield, N. J. 
He joined the company in 1941 as state 
agent for Alabama, became assistant 
secretary in June, 1950, and secretary in 
February of this year. Mr. Avery was 
in charge of automobile underwriting 
and a member of the Automobile Under- 
writers Club. 


Murray Marine Supt. for 


Fire Association Group 
Archibald 1 Eh 


has joined the Fire Association of Phila- 


Murray, of Summit, 


delphia and Reliance at the head office 


in Philadelphia, where he will take up 
duties as marine superintendent. 

Mr. Murray entered insurance in 
October, 1935, and has been associated 
with several of the leading inland marine 
writers in New York City and in the 
northern New Jersey territory. He was 
educated at Rutgers University and has 
completed additional courses at New 
York University and the Insurance 
Society of New York. 


O’Neil Fireman’s Fund 
Special in New York Area 


The Fireman’s Fund Insurance Group 
has named William P. O’Neil as special 
agent in its New York metropolitan de- 
partment, northern suburban area. The 
territory includes the counties of West- 
chester, Rockland, Orange, Putnam, 
Ulster and Dutchess. Mr. O’Neil will 
make his headquarters at 116 John 
Street, New York City, Eastern depart- 
ment ‘headquarters of Fireman’s Fund. 

Special Agent O’Neil has had several 
years’ experience in claims work and 
other phases of casualty insurance. He 
is a graduate of Fordham University and 
holds a BS and LLB degree. 


Book on Insur. Accounting 
The Spectator Co. has published a text 


book, “Insurance Accounting, Fire and 
Casualty,” written by members of the 
Insurance Accounting and Statistiical 


Association. The authors point out: 
“The trend to and from decentraliza- 
tion seems to run in cycles, and the 
present tendency has been somewhat in 
favor of branch offices accounting; but 
this may well shortly reverse itself as 
electronic equipment becomes available 
with its fantastic capacity for absorbing 
extremely large volumes of data.” 


AGRICULTURAL DIVIDEND 
A dividend of 40 cents a share was 
eri by the Agricultural Insurance 
Company, payable July 1 to stockholders 
of record on June 15. 





FRANK J. ROGERS AGENCY, INC. 


45 JOHN STREET 


Representing the following companies for New York City, 
suburban and countrywide: 


Caledonian Ins. Co. 
Connecticut Indemnity Co. 
Twin City Insurance Co. 


Marine Office of America 
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NEW YORK 38, N. Y. 


Northern Assurance Co., Ltd. 
Glens Falls Insurance Co. 
American Employers’ Insurance Co. 
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Dinner To Pioneer Mutual 
Casualty Cos’. Writing Comp 


Utica Mutual, to 
silver gift was given and who made the 
principal talk of the evening. Comment- 


Forty years ago the New York State 
legislature first authorized the establish- 
ment of domestic mutual casualty insur- 
ance companies in this state, and they 
began to write a new cover which had 
appeared in the country—Workmen’s 
Compensation. Fifteen of the companies 
were organized by interests associated 
with various segments of the New York 
State’s industries. Since that time several 
of the original 15 companies have volun- 
tarily departed from the scene or be- 
come merged with other companies. 

At Hotel Astor on June 9 the New 
York State Association ‘of Mutual Casu- 
alty Companies gave a dinner in honor 
of the eight surviving companies of those 
founded in 1914. They are Bakers Mu- 
tual, Exchange Mutual, General Mutual, 
Interboro Mutual, Lumber Mutual, New 
York Printers and Bookbinders Mutual, 
Utica Mutual and Utilities Mutual. 

While 
pioneer mutual casualty companies were 
major testimonial 
John L. 


presidents of all the eight 
at the banquet the 


talks were directed at Train, 


Insurance Grows Stronger 


After Probes, Says Train 

In his talk at the dinner commemorat- 
ing the start of Workmen’s Compensa- 
tion Insurance in this state 40 years 
ago John L. Train, president of the Utica 


Mutual gave some interesting reminis- 
cences. Before going with the Utica 


Mutual Mr. Train was an examiner in 
the New York State Insurance Depart- 
Superintendent at 
the time William H. Hotchkiss 
whom he characterizes as the best Su- 
perintendent in the history of the busi- 
ness. At the time Mr. Train took his 
examination so did the late Leon S. 
Senior who later became the first man- 
ager of the Compensation Insurance 
Rating Board. When Mr. 
asked to serve as manager Mr. 
was on the first governing committee of 
the Board. Both of them, extraordinarily 
efficient examiners, are a tradition at the 


ment, the Insurance 


being 


Senior was 
Train 


Department. 

Of the first 15 mutual companies which 
started Workmen’s Compensa- 
tion in this state the Utica eventually 
took over a number of them, but not the 
Mutual Insurance Co. When that 
company got into difficulties the Utica 
tried to protect the policyholders. “At a 
meeting to consider the financial diffi- 
culties of the companies,’ Mr. Train 
said the other night, “a guarantee was 
signed by other companies but they were 
never called upon to pay on this guaran- 
group of self-insurers can 
organize a mutual, but it has to be done 
with skill and economy. There was a 
question of a deficit of $20,000, and a 
meeting was called at the Astor to take 
care of that deficit. We agreed to put 


writing 


First 


tee. Any 


president, whom a 


ing on Mr. Train Joseph P. Craugh, 
president of NYSMCC, said: “They—the 
mutual casualty companies—have had to 
contend with many difficulties and dis- 
couragement—the threat of a state 
monopoly of Workmen’s Compensation 
insurance, the great depression of the 
30’s and innumerable legislative obstacles. 
Down through these years their spokes- 
man and champion has been John L. 
Train, president of Utica Mutual, one 
of these eight pioneer companies repre- 
sented here.” Mr. Craugh called atten- 
tion to a statement made by Mr. Train 
before a legislative committee some years 
ago highly praising the claim payment 
record of these companies. 


Toastmaster of the dinner was John 


J. Wicker, Jr., Richmond, Va., counsel 
of American Mutual Alliance. Among 
other speakers were Mary  Donlon, 


chairman, Workmen's C ompensation 
Board, and James B. Haley, supervising 
examiner, mutual and fraternal bureau, 
New York State Insurance Department. 
A number of members of New York 
State legislature also were on the dais. 
Among dinner guests were some execu- 
tives of stock insurance companies. 





up $10,000 if the directors of the First 
Mutual would put up the same amount. 
As it turned out, some of the directors 
were very wealthy men who after they 
had time to think it over decided to pay 
their own deficit. Later some of these 
assureds called up and asked if we, 
the Utica, would insure them. 

“Afterwards, we organized the reinsur- 
ance pool to take care of catastrophes. 
That pool is still running. 

“Later, when a revival of the idea of 
a state monopoly was brought up, due 
to the fact that some stock companies 
were failing in 1935, I advocated a secur- 
ity fund after many conferences were 


held. The stock companies were not too 
favorable towards it, but the bill was 
finally agreed upon, and then after a 
meeting with Governor Lehman he 


agreed to withdraw the State Fund bill 
and the Security Funds to take care 
of Workmen’s Compensation claimants, 
for both stock and mutual companies, 
became the law. It seems to me from 


(Continued on Page 49) 


General Re. Votes 20% 
Capital Stock Dividend 


SHARES INCREASED TO _ 660,000 


45 Cent Quarterly Cash Dividend Also 
Declared; Lowry Says 1953 Under- 
writing Experience Satisfactory 


The directors of General Reinsurance 
Corp. on June 10 declared a stock divi- 
dend of one share of the corporation’s 
capital stock for each five shares pres- 
ently outstanding. This action will in- 
crease the number of issued and out- 
standing shares from 550,000 to 660,000. 
The stock dividend will be payable on 
June 30 to stockholders of record at the 
close of business on June 21. 

The board also declared a quarterly 
cash dividend of 45 cents per share pay- 
able on June 30 to stockholders of record 
at the close of business on June 25. The 
cash dividend will, therefore, be paid on 
the new shares issued as a stock divi- 
dend as well as on the shares presently 
outstanding. Previous quarterly divi- 
dends have been 40 cents per share. 


53 Underwriting Experience Satisfactory 


In commenting on the board’s action, 
Edward G. Lowry, Jr., chairman of the 
board, stated: “The action taken by the 
board reflects the continued progress of 
the General Reinsurance Group. The un- 
satisfactory underwriting experience in 
the last few years in the casualty lines 
was reversed last year and both General 
Reinsurance Corp. and North Star Re- 
insurance Corp., its fire affiliate, had a 
satisfactory 1953 underwriting experi- 
ence. 

“Underwriting experience in 1954 to 
date has been characterized by good 
casualty underwriting results, although 
the underwriting profit margin in the fire 
lines has been lower than for the past 
several years. Investment income con- 
tinues to grow satisfactorily.” 

Mr. Lowry further pointed out that 
the 45 cent quarterly dividend currently 
declared is at the annual rate of $1.80 
per share on the 660,000 shares which 
will be outstanding after the payment 
of the stock dividend. 

This represents an annual dividend 
distribution at the rate of approximately 
45% of the General Reinsurance Group’s 
estimated annual investment income on 
its present investment portfolio before 
Federal income taxes and a disbursement 
at the rate of approximately 63% of 
such income after deducting Federal in- 
come taxes at applicable rates. 


NAIC Picks Los Angeles 


Detroit—National Association of In- 
surance Commissioners will hold its 1955 
annual meeting at Los Angeles on May 
29-June 3 at the Biltmore Hotel. 

The 1954 winter meeting is scheduled 
at Hotel Commodore, New York, Novem- 
ber 29-December 3. 
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A. & H. Leaders Cautious 
On Martin’s Program 


GETS NAIC ENDORSEMENT 


Louisiana Official Wa Wants Cancellation 
Provisions on Page 1, Trial Period for 


Insureds; UTP and URUI Acts 


A rip roaring debate on major issues 
facing the A. & H. industry in which 
Wade O. Martin, Jr., Louisiana Insur- 
ance Commissioner, was the principal at- 
traction featured the NAIC session June 
9 of the Commissioners’ accident and 
health committee in Detroit. An over- 
flow crowd attended including many 
company executives. 

Commisioner Martin spoke solemnly in 
offering a definite program of action for 
the industry, apparently feeling that it 
was the only way to save the business 
from Federal encroachment. 

He recommended (1) that the cancel- 
lation provision should be printed prom- 
inently on Page 1 of the A. & H. policy; 
(2) that there should be a requirement 
in all policies giving the policyholder a 
trial period in which to examine the pol- 
icy and get his money back under certain 
conditions; (3) that an adequate unfair 
trade practice act as well as uniform 
reciprocal unauthorized insurers act be 
adopted in each state. 

The Commissioners’ A. & H. commit- 
tee voted to endorse the Martin pro- 
gram virtually intact. Reportedly, this 
did not set well with the industry rep- 
resentatives. 


Worried About Policyholder Complaints 


Mr. Martin showed concern over the 
number of complaints on A. & H. which 
have been multiplying; also Washington 
is hot on the necks of the states. He 
vouchsafed that it is not unnatural for 
such problems to arise in view of the 
unprecedented growth of the line. Most 
of the complaints, he said, are due to 
misunderstanding on the part of the 
policyholder of the nature of his cover- 
age. “He believes he is getting health 
insurance on a prepayment basis,” said 
Mr. Martin, “and that his protection 
will continue so long as he pays the 
The aim should be then to all 


premium. 
but require the policyholder to read his 
policy.” 

Hence Mr. Martin offered a_resolu- 


tion favoring state laws to require that 
in all advertising in which benefits are 
outlined that the major limitations should 
also be stated and that if the policy is 
subject to cancellation or non-renewal 
by the insurer that this should be noted 
in the ad. 

The speaker pointed to the second 
most numerous source of complaints as 
being the rejection of claims on the 
ground of preexisting conditions. A law 
recommended by NAIC would take care 
of this, he explained, providing that 
after three years the insurer can’t con- 
test on the ground of preexisting condi- 
tion unless fraud can be demonstrated. 
Hence Mr. Martin offered a resolution 
to say this is still a dandy idea. 


Wants Power to Regulate Misleading 
Advertising 


Mr. Martin warned that Federal Trade 
Commission is ready to move in quick 
where certain conditions are not present. 
To bar the exercise of jurisdiction by 
FTC, according to Mr. Martin, there 
must be an adequate statute giving the 
Commissioner power to regulate mis- 
leading advertising. The Commissioner 
must have jurisdiction over the company 
doing the advertising. If these condi- 
tions are not present, FTC, he said, has 
given notice they intend to exercise 
jurisdiction. In urging that there must 
be an adequate unfair trade. practice act 
in each state and also a-uniform reci- 
procal unauthorized insurers act, Mr. 
Martin said the latter is the measure 
providing that a company in a state may 
not transact an unlicensed business in 
any other state that has a uniform reci- 
procal unauthorized insurers act. 

Mr. Martin spoke as if all would be 


(Continued on Page 49) 
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Supt. Approves Comp. 
Rate Reduction of 8.3% 


$42,500000 ANNUAL SAVING 





$25,000,000 Decrease; Absorption of 
$17,500,000 Cost of Increased Workers’ 
Benefits; Effective July 1 





Approval of a substantial reduction in 
workmen’s compensation insurance rates 
in New York State was announced June 
14 by Superintendent of Insurance Al- 
fred J. Bohlinger, effective July 1 on 
new and renewal business. Mr. Bohlinger 
stated that the reduction amounted to 
an annual saving of $42,500,000, made up 
of a $25,000,000 reduction in rates and 
the absorption of the cost of increased 
benefits for workers which will amount 
to $17,500,000. The rate level reduction 
is 8.3% after giving effect to the in- 
creasing benefits. 

The higher benefits which workers will 
receive effective July 1 amount to ar 
a week in disability cases and $40 : 
week in death cases. 


Loss Experience Improvement 


The reduction, Mr. Bohlinger stated, 
resulted from a marked improvement in 
loss experience during the past year and 
recommendations made by Moreland Act 
Commissioner Archie O. Dawson, who 
was appointed by Governor Thomas. E. 
Dewey to study the cost of workmen’s 
compensation in New York State. 

The rate filing specifically recognized 
as one of the factors upon which the 
substantial decrease was predicated, the 
material changes in the medical and 
claims procedures recently instituted in 
the state at the behest of the Moreland 
Act Commission. 

Governor Dewey in a special message 
to the legislature last January recom- 
mending the increased benefits for in- 
jured workmen which become effective 
July 1 anticipated the substantial re- 
duction in rates. At that time Governor 
Dewey stated: “I recommend that your 
Honorable Bodies increase the statutory 
benefits for workmen’s compensation to 
a maximum of $36 a week in disability 
cases and $40 a week in death cases at 
this session of the legislature.” 

In his message the Governor added: 
“I am hopeful that the increase will be 
absorbed and a net reduction in cost 
achieved as a result of the Moreland 
Act investigation.” 

Reduction of 8.3% 


Employers in this state, Mr. Bohlinger 
said, will benefit from the rate level re- 
duction which after giving effect to in- 
creased benefits amounts to 8.3%. 

The final determination of the rate 
level was made at a conference in which 


Commissioner Dawson, Superintendent 
Bohlinger, members of their staffs and 
representatives of the Compensation 


Insurance Rating Board participated for 
the purpose of reviewing proposed re- 
vised rates. 

In approving the rate filing Superin- 
tendent Bohlinger directed the rating 
organization to submit a program for the 
elimination of wide fluctuations in the 
rate level. In this connection he observed 
that in the most recent five year period 
one year showed a 15% underwriting loss 
while another year showed a 17% under- 
writing gain. 

The Moreland Act Commission is con- 
tinuing its study of the cost of work- 
men’ s compensation including insurance 
ratemaking procedures. 


Appointed Special Agent 

The Employers’ Group Insurance Com- 
panies announced the appointment of 
Thurston E. von der Tann as special 
agent for the Harrisburg, Pa. branch. 

Mr. von der Tann attended Lafayette 
College and served in the United States 
Army during World War II. He has 
had many years of varied insurance ex- 
perience with other companies prior to 
joining the Employers’ Group on May 1. 


American Surety Makes 
Two New Appointments 


The American Surety Co. has an- 
nounced the appointment of Harry F. 
Bott to the position of assistant manager 
of its contract department and Robert 
W. Reynolds as special agent at its 
Washington, D. C. branch office. 

Mr. Bott was employed in July, 1935. 
He has been an underwriter in the con- 
tract department since 1948. He is a 
graduate of Pace Institute where he 
majored in accounting and _ business 
administration. 

Mr. Reynolds was employed in March, 
1953 as a loss prevention representative 
in the Washington, D. C. branch office. 
He was transferred to the position of 
special agent trainee in March of 1954 
and received his appointment upon com- 
pletion of the training program. He is a 
graduate of the University of Maryland. 


EMPLOYERS’ APPOINTMENTS 

The Employers’ Group of Boston has 
appointed George R. Ross as bond man- 
ager of the Michigan department and 
Loring Hemenway as special agent for 
the Philadelphia city area. 


K. W. Pierce Sales Manager 
Of Hill’s Reports, Inc. 


Kenneth W. Pierce, who has been as- 
sociated with Mutual of Omaha in its 
Chicago inspection division for the past 
four years, has joined Hill’s Reports, 
Inc. of Chicago as sales manager. In this 
capacity he will be responsible for all 
sales activities and public relations of 
this inspection agency. 

Mr. Pierce’s previous experience was 
with Retail Credit Co. as special and 
claims inspector for three years prior to 
joining Mutual of Omaha. He attended 
Northwestern University and Nebraska 
State Teachers College, following which 
he saw World War II service with the 
Army Air Forces. His outside interest is 
the National Hockey League in which he 
has been a minor official since 1948. 


Krafft Elected Director 


Walter E. Krafft, vice president of 
Continental Casualty Co., Chicago, has 
been elected director of the Exchange 
National Bank of Chicago, increasing its 
board from 10 to 11 

Mr. Krafft, vice president in charge 
of fidelity & surety for Continental has 
been with the company since 1919, having 
been made vice president in 1940. 





WANTED: A & H specialist to develop 
A & H Department for large insurance 
brokerage office in Eastern Pennsylvania. 
Must be well-organized, college graduate, 
self-starter, low pressure, under 40, good 
team player. Give complete background, 
salary required, photo. Box 2255, The 
— Underwriter, 93 Nassau Street, New 
or! 

















Valuable FREE Booklet for Contract Bond Agents 


“How To Analyze A 


Contractor’s Financial Statement’”’ 


Here's a booklet, written by a contract bond specialist for agents who 
are interested in contract bond business. It removes the mystery and 


confusion from an important phase of bond underwriting ... 


tells 


just how to “read between the lines” of a financial statement to get a 
true picture of a contractor's working capital. One agent says: “It 
gives clearly and precisely the information so many agents want to 
know but are unable to learn because of lack of data on the subject.” 


Another writes: 


“One of the most understandable and constructive 


articles | have read on this subject in many years.” 


The booklet is written in simple, everyday language; in big, clear 
type and livened with cartoons illustrating the main points. 16 Pages. 
For your free copy, just write to the Fidelity and Surety Department. 


American Casualty Company 


READING, PENNSYLVANIA 





Providence Washington 
Decreases Expenses 


PROGRESS 


Personnel Reduction; Underwriting Re- 
sults Improved; 1953 $746,000 Loss & 
Loss Reserve Inadequacy Restored 


RELEASE REPORT 





Claude R. Branch, chairman of the 
board of directors of the Providence 
Washington Insurance Co. has 
a progress report to all stockholders, 
agents and employes of the company, 
the purpose of which is to acquaint 
them with steps which have been taken 
since receipt of the annual report. 

Mr. Branch pointed out that recent 
reductions in personnel, both of officers 
and employes, had been made which 
will result in a substantial decrease in 
expenses in 1954 and even greater de- 
creases in subsequent years, in which 
the full impact of the changes will be 
reflected, and that studies are being 
continued with a view to further econo- 
mies, some of which will undoubtedly 
be accomplished soon. 

In speaking for the directors, he 
commented on how favorably im- 
pressed they were with the manner in 
which the officers were attacking the 
problems and felt that the company 
was well staffed. Mr. Branch continued 
in his letter: “The morale of our per- 
sonnel appears to be excellent, and 
only one agent whom we would have 
wished to retain has severed relations 
with us.” 


issued 


Better Underwriting Results 


In reviewing the underwriting re- 
sults for each of the companies for the 
first four months of 1954, he reported 
that they had been decidedly better 
than those of the same period in any 
of the last four preceding years. How- 
ever, it has been determined that the 
loss and loss expense reserves set up 
at the end of the last three years were 


not adequate. The indicated inade- 
quacy for the 1953 year-end reserves is 
approximately $746,000. 


With the approval of the board of 


directors, the officers have increased 
the pure loss reserves and loss ex- 
pense reserves in the amount of 
$1,305,658. This increase not only re- 


stores the indicated inadequacy of 
$746,000, but in addition puts the loss 
reserves on the same basis as those of 
other sound conservative companies. 

The securities held by the companies 
have increased materially in market 
value since the end of 1953, the increase 
amounting, at the end of April, to ap- 
proximately $1,756,961. Furthermore, 
the net investment income is currently 
running somewhat ahead of last year. 

Reflecting all of the above factors, 
including the above addition to the 
loss and loss expense reserves, the sur- 
plus to policyholders of the company 
at April 30, 1954, with securities car- 
ried at market value, amounted to 
$14,035,820 compared with $13,759,740 
at December 31, 1953. 


Cameron Named 


Assistant Secretary 

The Loyalty Group has appointed 
Robert D. Cameron as assistant secre- 
tary of the Metropolitan Casualty and 
Commercial Insurance Co. 

Mr. Cameron will serve as claims man- 
ager of the two casualty companies in 
the metropolitan New York territory, 
succeeding the late George J. Barney, 
whose principal assistant he was for 
many years. 
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Ellis H. Carson Asks For Revival 
Of Industry’s Faith And Morale 


Speaking at the annual banquet held 
by the Insurance Advertising Conference 
at the Montauk Manor, Montauk, L. 1, 
june 14, Ellis H. Carson, president, Na- 
tional Surety Corp. and vice president, 
Fireman’s Fund Insurance Companies, 
strongly urged a revival of faith within 
the insurance industry and as a conse- 
quence of this restoration, the necessar} 
raising of needed morale. Mr. Carson 

serted that “we must have faith in our 
business, in the way our particular seg- 
ment of its functions, and in our essen- 
tial role in the realm of insurance as 

ell as in the whole economic life of 
our country.” His address was entitled, 
“Faith and Morale 

He pointed out to the assembled ad- 

managers that their function of 


ver tising 
companies assumes 


popularizing their 
both an internal as well as external as- 
yect. Mr. Carson made it clear that 
much could be accomplished among the 
personnel of companies and producers 
and among the public at large who might 
be minded to consider insurance as a 
career. “You have constantly recurring 
tyrone he continued, “of demon- 

trating to those who work in our indus- 
try as well as to those we hope to 
atrract and to serve, a faith in the 
soundness of our institutions, and a live- 
ly appreciation of the way in which we 
shoulder and discharge our responsibili- 
ties.” 

As to the reason why these matters 
should be taken seriously, Mr. Carson 
emphasized that the pessimism of the 
industry is nearing a point where it 
could begin to sap its enthusiasm. 


Propose “Our Place in the Sun” Series 


Further along the spe: iker declared 
that if he were currently responsible for 
directing institutional advertising on be- 
f of the industry, he would initiate a 
campaign composed of what he would 

sMoquiz illy refer to as “Our Place in the 
Siar Series.” “Even without going to 
such lengths or to such expense it 1s 
timely that we should take inventory 
of such fundamentals as we are here and 
now considering,” he said. 

During his talk, Mr. Carson also 
brought out the important fact that im- 
pressions c — by the industry on the 
public at large are directly responsible 
for prospective insured’s selection of car- 
riers. The impression created on such 
insureds, he stressed, must include a 
flavor of permanence. 

It is for this reason,” Mr. Carson 
continued, “that companies go to such 
pains in their advertising to emphasize 
how long they have been in business. 
They are not infrequently made the butt 
yf jibes for this persistence. While 
perhaps this can and may have been 
»verdone, we should not overlook the 
importance of this impression of endur- 
ince. It is a distinguishing feature of 
many, many companies that can 
laim to tbe of the bedrock of the prop- 
erty and li ability insurance business in 
this country at the present time.” 


Performance Record of 14 Old Line Cos. 


Mr. Carson went on to supply his 
audience with what might be described 
as an analyst’s picture of a typical stock 
fire and casualty company operating 
secre a agents and brokers. He indi- 
cated that the statistical palette he would 
use “is streaked with colors from the 
performance records of the 14 old line 
ympanies,” each of whom wrote in 1953 
more than $100,000,000 of premiums ex- 
cluding life. 

i Almost without exception these 
14 companies are truly multiple-line in 
the composition of their writings. 

<é The sear organization of each 
group was founded prior to the turn of 
the century. 

. The average 








age of these parents 


ELLIS H. CARSON 


is” 103 years. 
. Nine of the 14 are centenarians. 
The youngest is 57; the oldest 
is 160 years of age. 

2 Twenty-five years ago these 
same » companies were in the lead, though 
in the interim their relative rankings, 
measured by volme of business alone, 
have altered somewhat.” 

Mr. Carson continued that: “taking 
into account all kinds of companies, 
there were 22 which wrote $100,000,000 or 
more of premiums in 1953. These com- 
panies wrote in the aggregate $4,500,- 
000,000. Of this total the share of the 
14 agency stock companies was $3,250,- 
000,000, or 70%. Only two out of the 
devas eight could in any sense be 

garded as multiple line and only one 
has been in business more than 50 years. 

“Utilizing this colorful material it can 
be claimed that maturity of background, 
diversity of insurance interests, consist- 
ency of performance and maintenance 
of the lead in over-all progress combine 
to typify our leading stock companies. 


Tribute to Agents and Brokers 


“As we are justly proud of the reputa- 
tion and standing of the companies we 
serve,” stressed Mr. Carson, “we also 
readily and sincerely pay tribute to the 
agents and brokers of this country who 
have had a preeminent part in our 
growth. 

‘As company men we prize our pro- 
ducers’ friendship and loyalty most high- 
ly and not altogether unselfishly. They 
contribute so much to our standing and 
success. These same abiding qualities 
are inherent in producer-customer rela- 
tions. They beget the confidance which, 
together with their professional qualifi- 
cations, causes so large a proportion of 
the insurance-buying public to seek and 
rely upon their services as intermediaries 
in the placing and handling of their 
insurance requirements. 

“Case histories which immediately 
spring to the mind bear adequate testi- 
mony to these comments. As an exam- 
ple am able to give you some quite 
personal details of an agency—not an 
unduly large one—which recently com- 
pleted half a century of service. The 
basic company contacts of the agency 
are all long-term, one or two being 
as old as the partnership. The service 
of the four people who have been long- 
est with the firm aggregate 160 years. 
One of these is an original employe. 
Now I should like to quote the present 

(Continued on Page 49) 





Company-Agent Team 
Can Decide Future 


COMPLETE COOPERATION VITAL 


Sheldon Addresses IAC Meet; Cites 
Present Problems; Sell the 
Industry As a Whole 


As the featured luncheon speaker June 
14, before the annual meeting of the 
Insurance Paar ee ga es a at 
Montauk Point, L. I., N Walter 4 
Sheldon, executive vice. sauierae W. 
Alexander & Co., Chicago, and fanart 
ate past president of the National As- 
sociation of Insurance Agents, told a 
large and attentive audience that the 
future of local agency production wil! 
only be found through the unselfish give 
and take of the two partners in the 
American Agency System, the companies 
and their agents, and then only after 
many days of thoughtful deliberations 
carried on in a spirit of complete co- 
operation, if not complete harmony. Mr. 
Sheldon’s talk was entitled, “What Is 
The peels 

The speaker commented that a quick 
look at the insurance business today 
reveals many _ situations that clearly 
indicate discord is present. Some com- 
panies, he said, are trying to gain an 
advantage, while others are fighting to 
hold their position against the direct 
writer or specialty company. He pointed 
out that this is being done in the follow- 
ing Ways: 

The Present Situation 


“1. Commissions that appear to be on 
the high side are being offered, and, re- 
gretably, are sometimes being accepted. 

“2 Deviation filings are all too often 
oe made. 

Agents are representing companies 
uae have a certain price for their poli- 
cies and at the same time other com- 
panies that theoretically, at least, offer 
the same policies at a lower price. 

“4. Companies through ownership of 
other companies or through reinsurance 
of another company are selling policies 
that appear to offer the same protection 
to the policyholder, at a lower price. 

To complete this picture, Mr. Sheldon 
said: 1. “supervisory authorities are en- 
deavoring to regulate our business more 
closely. 

2. “no one can deny that our legis- 
latures, at both national and state levels, 
have in the past years, intruded further 
and further into our business. 

“finally, and in my judgment, we 
agents and companies alike have done 
a very poor job of telling our story to 
the public. Call this advertising or pub- 
lic Lacie sali or both, as you like.” 


Buyer’s Interest The Goal 


In the solving of these problems, the 
speaker emphasized that “we must keep 
as our goal, the interests of the insur- 
ance buying public. The second we for- 
get the interests of the buyer,” he said, 
“we find ourselves in trouble.” Mr. 
Sheldon told his audience that “this is 
the one thing that we have not always 
considered in the past, and I am sure 
that it has contributed to our present 
crisis.’ 

Hailing the passing of the lush years 
of the business as a healthy sign for 
members of the American Agency Sys- 
tem, the speaker had praise for the 
advent of renewed sales effort. Far 
too often in the past the agent after 
making the original sale, thas forgotten 
the importance of continuing contact 
with that customer. 

In regard to sales opportunities, Mr. 
Sheldon stated that there will always be 
a segment of the market that agents will 
never be able to touch. This segment, 
he said, consists of the individual whose 
normal premium payments, if he carried 
insurance, would be very small. He con- 
tinued: 

“This segment is the current buy er of 
chain store merchandise and it is only 
reasonable to assume that this type of 
buyer will be interested in insurance 





WALTER M. SHELDON 


‘d at a lower price over the counter 
Ile is not accustomed to service when 
he buvs from chain stores; therefore, it 
is difficult for him to see the value of 

he service of the Socal agent.’ * eosin 
Mr. Sheldon explained, that by this 
assertion he did not mean to advocate 
the abandonment of all but the “c: arriage 
trade”. On the contrary he said: “I feel 
that the vast majority of Americans 
appreciate, rely upon and are willing to 
pay for true agency service.” 

Method of Merchandising Challenged 


It was pointed out by Mr. Sheldon 
that the present strife confronting the 
agents does not lie solely in the auto- 
mobile line. He made it clear that non- 
agency companies are making a con- 
certed effort in all lines of property 
damage and liability coverages. He 
stated: “I agree with President Bruno 
C. Vitt of the American Insurance Co., 
when he recently said in addressing the 
North Carolina Association of Insurance 
Agents that: ‘The fight is not an auto- 
mobile fight, not a comprehensive per- 
sonal liability fight, not a fire dwelling 
fight, but a challenge against our meth- 
ods of merchandising our product’.” 

Coming to the subject of proposed 
institutional advertising, Mr. Sheldon de- 
clared that he agreed with the remarks 
of Clay Johnson, deputy United States 
manager of the Royal-Liverpool Group, 
who in February, 1953, while addressing 
the midwest territorial conference of 
the National Association of Insurance 
Agents, stated: “I think we should ad- 
vertise the insurance business as a whole, 
make the public understand the many 
good aspects of the business and forget 
about our separate institutions and asso- 
clations. 

“The important thing is to have the 
‘insurance story’ told to the public in 
simple, effective terms and not to identi- 
fy the story with any particular group 
of companies, with any particular seg- 
ment of the business, or with any par- 
ticular association, or organization, but 
merely with the insurance industry as 
a whole. What is good for the insurance 
business is good for each of us eng: aged 
in it and we should be single-minded in 
our objective.” 

Better Use of Advertising Tools 


In addition to institutional advertising, 
Mr. Sheldon said that he believed much 
can be accomplished by better use of 
the advertising tools the industry now 
has at its command. He pointed out: 

“First, I am convinced that much of 
the present type of individual company 
advertising would change and change 
quickly if those in charge of advertising 
would spend time regularly with their 
fieldmen in their agents’ offices across 
the country for it is only in this way 
that they can get a first hand knowledge 

(Continued on Page 49) 
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Thomas E. Wood, Inc. 
Wins IAC Grand Prize 


FIVE OTHER AGENCIES HONORED 


Advertising and Direct Mail Exhibits of 
Winners on Display at Montauk, 
L. I. Meeting of Conference 


Montauk, L. I., June 14—In the spot- 
light at the 3lst annual meeting here 
today at Montauk Manor of the Insur- 
ance Advertising Conference are the ex- 
hibits of the winning agencies (by pre- 
mium classification groups) in IAC’s 
second annual “best use of advertising” 
competition. In some cases these agen- 
cies are represented — by their key- 
men, especially Thomas E. Wood, Inc., 
Cincinnati, winner of the grand award, 
whose vice president and general mana- 
ger—Leslie C. Graham—is the guest of 
IAC with all expenses paid. Honorary 
membership in the Conference has been 
conferred upon Thomas E. Wood, Inc., 
and Mr. Graham will take home with 
him the bronze statuette that was pre- 
sented to him at the IAC banquet this 
evening. 

Other winning agencies in this compe- 
tition included Raymond Denomme, 
Danielson, Conn., class 1—less than $25,- 
000 premium volume; Thompson Insur- 
ance Agency, Wrens, Ga., class 2—$25,- 
000 to $50,000; Herb Velser, West Allis, 
Wis., class 3—$50,000 to $100,000; Roger 
Clarke, Fredericksburg, Va., class 4— 
$100,000 to $250,000, and Latham-Stevens 
Co., Harrisburg, Pa., class 5—over $250,- 
000 in premium volume. Pertinent facts 
about these agencies and their personnel 
follows: 


Thomas E. Wood, Inc. 


Thomas E. Wood, Inc., which observed 
its 50th anniversary in 1952, is one of 
the leading multiple line agencies in Cin- 
cinnati. Its founder was the late Charles 
E. Wood whose guiding principle was 
the “homely horse-and-buggy” philoso- 
phy that “service is the foundation of 
success”. His son, Thomas E. Wood, 
heads the agency today, and his wide- 
spread prominence as an ‘industrialist and 
business leader has guarded well the 
heritage of ‘his father. 

Mr. Graham was Mr. Wood’s first 
employe some 30 years ago. For over 20 
years he has been the sole executive 
officer of the organization and as such 
he has been responsible for the impres- 
sive premium increase of over 1,000% 
which the agency has made during that 
time. 

George S. Salzman and Arthur M. 
O’Connell, vice presidents of Thomas E. 
Wood, Inc., are in charge, respectively, 
of direct and solicitor production. Both 
are members of the Ohio Bar and have 
had long experience as company claim 
attorneys, underwriters and as agency 
advisers. In addition, Mr. O’Connell is 
on the executive committee of the Na- 
tional Association of Insurance Agents 
and a frequent speaker at agency gather- 
ings. 

These executives, with superiors of the 
various departments in the agency, form 
the committee that surveys, analyzes and 
recommends action on the insurance 
problems of the firm’s clients. 

Thomas E. Wood, Inc., has a staff of 
about 50 employes and is represented by 
75 solicitors who must place their Ohio 
business in the office wherein their 
license originates. 

The agency represents the following 
leading companies: American Equitable, 
Boston, Buckeye Union Casualty, Cam- 
den Fire, Commercial Union, Eureka- 
Security F. & M., Fidelity & Deposit, 
Fire Association, Fireman’s Fund, Gen- 
eral Accident, Hartford Accident & In- 
demnity, Hartford Steam Boiler, Home 
of New York, Insurance Co. of North 
America, Maryland Casualty, Mercantile 
Insurance Co., National Fire, New 
Hampshire Fire, Ohio Farmers, Ohio 
Farmers Indemnity, Potomac, Providence 
Washington, Rochester American, Switz- 
erland General, Travelers, United States 

& G. and Yorkshire. 


The handsomely prepared exhibit sub- 
mitted by Thomas E. Wood, Inc. in- 


cludes some attention-getting new spaper 


ads which run regularly. The agency 
also puts to good use radio and _tele- 
vision, billboards and direct mail. 


Raymond Denomme 


Raymond Denomme, class 1 winner, 
a World War II veteran, started his 
active career as an insurance agent in 
late 1949 although he became keenly 
interested in insurance subjects during 
his U. S. Army service by virtue of asso- 
ciation with an agency man. He first 
tried to purchase an agency but found 
that the asking price was more than he 
could afford to pay. So, in 1952, he 
established his own agency in Danielson, 
Conn. 

Starting as he did “from scratch” Mr. 
Denomme decided by necessity that his 
requirements should include multiple 
aims and goals with a balanced adver- 
tising and public relations program. He 
set three goals: (1) to create immediate 
attention in his community by announc- 
ing that the agency was in business; (2) 
to build quickly sufficient public interest 
and confidence so as to obtain a speci- 
fied volume of business; (3) to create 
a desire for his “product” by widespread 
recognition of agency service, through 
advertising and community activity. 

Putting into operation every possible 
public relations and advertising media, 
Mr. Denomme is capitalizing on the fol- 

| 


Jowing: A weekly column in the weekly 


local newspaper called “Consult” which, 
he believes, has paid for itself. Civic and 
community activities—Boy Scouts, Red 
Cross, ambulance and nurse. services: 
Advertising material—monthiy pictorial 
magazine sent to centers of influence; 
calendars, house-to-house distribution of 
various “flyers”; institutional ads in 
school, church, fair and civic programs; 
posters; pencils, blotters, etc. to business, 
schools and bank houses, and to the local 





post office. 

Public relations—distribution of fire 
and accident prevention posters; spon- 
sorship and prize awards to winners in 
school essay and poster contests; motion 
picture showing to schools and adult 
groups, personal greeting cards to clients 
and prospects, and presentation of safe 
driver awards. 

Mr. Denomme’s affiliations in Daniel- 
son and vicinity include the Godreau- 
McMahon Post 91 of the American 
Legion in which he has served in every 
capacity except commander; the Knights 
of Columbus, Windham County Sheriff 
Association; various chairmanships in 
the School Association; member of vari- 
ous local trades and sports associations. 
He also belongs to the National Business 
Brokers and National Business & Prop- 
erty Exchanges. An Army sergeant in 
World War II with over two years of 
foreign service, he was awarded ten med- 
als and ribbons including the Purple 
Heart and Bronze Star. 

His agency represents the following 
companies : National of Hartford Group, 
Home of New York, Phoenix-London 
Group, Mill Owners, Grain Dealers, 
Lynn Mutual and Merchants Fire. 


Herb Velser 


Herb Velser whose agency in West 
Allis, Wis. is in the premium volume 
group of $50,000 to $100,000, centers his 
civic “yeeros around the Lions Club, 
Y.M.C.A., American Legion, the Dis- 
ak V eterans Organization and the Oid 
Time Baseball Association. 

He represents the following compan- 
ies: Ohio Farmers, Employers’ Liability, 
Empire State Insurance Co., General 
Casualty of Wisconsin, Northern Assur- 
ance Co. of America and Phoenix In- 
demnity. 


Roger Clarke Agency 


This agency has the distinction of hav- 
ing won the top award for its premium 
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volume division for the second time. hav- 
ing been one of the winners in IAC’s 
competition ‘last year. 

Regarded as the largest agency in 
¥rellericksbe rg, it was operated by Mr. 
Clarke as sole proprietor for 24 years 
following July 1, 1927, when he pur- 
chased the Smith-Dodd Agency and 
merged it into his own organization. 
Due to increased volume G. H. Story, 
Ir. became associated with the agency 
in May, 1950. The following April, Roger 
Clarke was sidelined by illness which 
has rendered him inactive in the agency 
since that date. 

To his credit, Mr. Clarke devoted 
many years of service to nearly every 
Civic organization in town as well es 
being active in the Virginia Association 
of Insurance Agents of which he is a 
past president. He was a speaker at 
TAC’s annual meeting a few years ago 
at Old Point Comfort, Va., and made 
big hit. 

Perry Eackles joined the agency in 
1952 to help share the load of work 
thrust upon Mr. Story by Mr. Clarke's 
illness. The following January Mr. Story 
became a partner with Mr. Clarke and 
the agency became known as_ Roger 
Clarke, Insurance, under which it oper- 
ates today. 

Messrs. Story and Eackles have identi- 
fied themselves with the civic life of 
the community in wholchearted fashion 
Mr. Story is presently co-chairman of 
the Community Fund drive and is a past 
president of the Junior Chamber of Com 
merce. He was recently awarded the 
Stock Fire Insurance Field Club award 
for his work as chairman of the fire 
and allied lines committee of the Vir- 
ginia state agents’ association. Mr 
Eackles is also active in the local C. of 
C., being its vice president and presi- 
dent-elect for the coming year. He is 
also a director of the local soap box 
derby. 

3efore coming to Fredericksburg Mr. 
Story was an examiner for the State of 
Virginia in the home sar of the Aetna 
Insurance Group. Mr. Eackles was spe- 
cial agent for the same group, operating 
out of Richmond. 

The advertising and direct mail done 
by Roger Clarke, Insurance is effectively 
personalized. Most popular piece is the 
folder entitled “Know Your Insurance 
Agents” containing pictures of the ag zen- 
cy’s principals. It proved invaluable in 
introducing Messrs. Story and Eackles 
to the Fredericksburg community. In 
cooperation with the Farmers and Mer- 
chants State Bank the agency distributed 
500 automobile credit cards last Febru- 
ary to residents of Fredericksburg. As 
a result of these cards the agency re- 
ceived enough business to more than 
pay for the expense involved. 

Newspaper advertising is considered 
the best media by Messrs. Story and 
Eackles. A “picture” ad runs on Tues- 
days and “Now You Know” ad on 
Thursdays, always at the bottom of page 
two. A distinctive trademark has been 
designed and appears on all the agency’s 
stationery, policy stickers, statements, 
business cards, etc. In its direct mail 
campaign, initiated last September, a 
personalized blotter in three colors and 
the “Insurance Pictorial” were used 
These were both well received but new 
business as a direct result of this effort 
has been disappointing. 

The agency considers as one of its 
best advertising and confidence building 
services a personal survey, sent to clients 
with a personal letter. Clients are ad- 
vised of their present coverage and 
recommendation made as to. further 
coverages and limts which they should 
have. This survey, appreciated by in- 
sureds, has been successful in produc- 
ing coverage increases and new busi- 
ness. A direct mai] campaign on the 
extended medical payments coverage 
which became available last February 
in Virginia, also produced rewarding re- 
sults. 

Companies represented by the agency 
include: Aetna Insurance Group; In- 
surance Co. of North America, Home 


(Continued on Page 50) 
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Joint Session With Agents Proves 
Profitable at LAC Annual Meeting 


Company Ad Men Urged to Attend More Agency Conven- 
tions; to Feature Agents in National Advertising; IAC Com- 
mittee May “Sit in” With NAIA at July 11 Gathering 


By Wat ace L. CLapp 


Montauk, L. I., June 14—Members of 
the Insurance Advertising Conference in 
their annual meeting here at Montauk 
Manor got off to a fine start today when 
they compared notes with leading insur- 
ance agents on “The Future of Agency 
Production.” At the morning session 
Charles J. Unger, secretary-treasurer, 
New Jersey Association of Insurance 
Agents, was the moderator and keep 
things moving. He faced squarely the 
concern felt in some quarters over the 
future of the American Agency System, 
price competition and need for a change 
in merchandising methods by quoting 
from the recent platform remarks of 
well known speakers: President E. J. 
Seymour of the NAIA; James M. Cahill, 
secretary, National Bureau of Casualty 
Underwriters; James F. Crafts, presi- 
dent, Fireman’s Fund Group; Kenneth 
Ross, NAIA executive committeeman, 
and John C. Stott, past president of 
NAIA 


Having expertly set the stage for the 
morning’s speakers Mr. Unger intro- 
duced Richard Gilmartin, leading agent 
of Montauk and secretary of the local 
Chamber of Commerce, who turned out 
to be the “hit” of the meeting. Display- 
ing a keen sense of humor, he prodded 
the company ad men on a number of 
points but did it in such a cooperative 
manner that no one objected. Ellis H. 
Carson, president of National Surety 
Corp., who was an attentive listener at 
this session, later expressed his keen 
pleasure in having listened to quality 
agent speakers such as Mr. Gilmartin; 
Arthur O’Connell, vice president, Thomas 
Wood, Inc., Cincinnati; G. H. Story, Jr., 
of Roger Clarke, Insurance,, Fredericks- 
burg, Va., and Ernest D. Latham, presi- 
dent, Latham-Stevens Co., Harrisburg, 
Pa., who were the chief agent guests 
at this session. 


O’Connell’s Suggestion Welcomed 


One of the best suggestions coming 
out of this exchange of viewpoints was 
that of Mr. O’Connell who is an execu- 
tive committeeman of NATA. Respond- 
ing to the earnest plea of the ad men 
for opportunities to be of greater help 
to producers, he urged that TAC form 
a contact committee which, he said, 
would receive an invitation to attend the 
NAIA executive committee meeting on 
July 11 in New York. He also promised: 
“We will also be glad to help you in 
making contacts with state associations 
for speaking engagements.” Speaking 
for the conference, Harry Carlier, 
Northern Assurance, who is newly 
elected IAC president, voiced the ap- 
preciation of the organization for this 
suggestion. 


Session Produces Many Helpful Ideas 


Summarized, the most helpful sugges- 


tions received at the morning session 
are as follows: 
Dick Gilmartin—In both your sales 


literature and national advertising try 
to slant your copy so that it will not 
overlook the basic, down-to-earth qual- 
ity and tone most helpful to insurance 
agents in the average size and smaller 


towns. Mr. Gilmartin kidded about pol- 
icy phraseology and multiplicity of en- 
dorsements, and how difficult it was for 


the average agent or insured to refold 
the policy after it was opened up. “Some 
policies are just like an Egyptian tomb,” 


he facetiously remarked. He wondered 
why companies couldn’t make up what 
he called “a pictorial account of the 
policy coverages” and attach the slip 
to the outside of the policy. 

He is a believer in direct mail, but 
prefers to map out his own program 
(with guidance of special agents) ac- 
cording to client needs as he sees them. 
“I’m dead set against sending out a 
batch of leaflets at one time. It’s far 
better to send just one—such as an 
understandable explanation of the 80% 
coinsurance clause—with a personal re- 
minder to the client or prospect about it.” 

The ad men were glad to hear him 
say that he will use the material sent 
to him as part of an intelligent, coor- 
dinated effort in his community. Up to 
recently he hasn’t been too sold on 
national advertising of the companies as 
the agent and his community usefulness 
was not featured. But, as was pointed 
out to him by Alwin E. Bulau, ad 
manager of the Home Insurance Co., 
and others, the trend is now in the 
direction of featuring the agent. 

Mr. Gilmartin and others who spoke 
this morning urged again and again that 
company ad managers get out in the 
field more often “to get the feel of 
things” and attend agent conventions 
as often as possible. They depicted the 
difficulty the ad writer “in his ivory 
tower” must have in writing copy to get 
agents to sell when they do not have 
“person to person” chats with producers 
out in the field. 


Says Ads Are Supposed to Sell Policies 


Arthur O’Connell made the telling 
point that “advertising material is sup- 
posed to sell merchandise. Let’s not 
overlook that fact.” He is qualified 
to talk with the ad men “in their own 
language” as he has full charge of the 
advertising done by Thomas Wood, Inc., 
which was the grand award winner in 
1AC’s “best use of advertising” contest. 

Estimating that fire and casualty 
companies now spend about $5,000,000 
on national advertising, Mr. O’Connell 
posed the question as to whether these 
advertising dollars are being spent with 
the best interests of the American 
Agency System in mind. He pointed to 
the difficulty he first experienced with 
the ad agency that handles the Wood 
agency account. “They wanted to de- 
pict the seven hills of Cincinnati in a 
lofty institutional message, whereas we 
wanted to sell insurance,” he said. 

He made the point that such national 
ads should be 75% devoted to the local 
agent and 25% devoted to the company. 
“In planning it that way you will be 
doing a much better copy job,” he de- 
clared. 

Mr. O’Connell put in a plug, in speak- 
ing of public relations, for the excellent 
TIS (Trained Insurance Specialist) pro- 
gram conducted by the New Orleans 
local board. After local accidents, fires 
or disasters photographers are on the 
scene. They take pictures of the insured 
and the damage done. Then news stories 
are given to the daily papers which 
feature the part played by the local 
agent and his company in preventing 
financial grief. 

The speaker said that this type of 
program (and the TICS project of the 
Passaic County, N. J. Agents Associa- 
tion) were big steps in the right di- 


rection. But what gripes him is that 
there are so many agents around the 
country who are content with the status 
quo and will not contribute any of their 
money to such projects. “We will always 
have these free riders,” he remarked. 


G. H. Story’s Pet Peeve 


G. H. Story, Jr., who represented 
Roger Clarke at this meeting to receive 
his agency’s class 4 award in the IAC 
advertising competition, expressed his 
“pet peeve” which was directed at the 
average local agent rather than at the 
company ad men. He said: “The aver- 
age agent waits for the company to do 
his advertising for him. I attend a lot 
of meetings and I grow weary listening 
to agents cry about competitive condi- 
tions and the direct writers. They deal 
in negatives instead of taking a positive 
approach in telling their story to the 
public. There will always be an oppor- 
tunity to buy insurance cheaper. The 
companies could be of more help to us 
in developing the positive approach in 
the selling of our product.” 

To illustrate his agency’s use of this 


approach Mr. Story put on display a 
striking half page ad which Roger 
Clark, Insurance, ran in  Fredericks- 
burg’s leading daily newspaper. Its at- 
tention-getting headline read: “Con- 
fused? If you are... we are not sur- 
prised!” The point was then made: 


“Many people have been reading and 
listening to the advertisements of the 
‘mail order’ and ‘cut-rate’ insurance 
companies and wondering ‘which is best 
for me and my family ?’ 
“Let’s face the facts. 
when you buy any form of 
you should consider all the facts: 
erage Local Representation : 
Company Underwriting Policy ... Claim 
Service .. . not just the cost.” The rest 
of the ad, which commanded unusually 
good readership in Fredericksburg, 
listed the facilities available from the 
agency “without additional cost.” 


Long Island Agent Gets Too Much 
Material 


We believe that 
insurance 


Cov- 


Ambrose Bullen, who called himself 
“just a small town Long Island agent,” 
informed the ad men: “We agents are 
individualists. We think we know what 
we want. Frankly, I receive too many 
company leaflets and folders. The stuff 
piles up. I believe in local advertising 
and am anxious to make mailings. But 
sometimes I wish that with all the ‘high 
paid talent’ at the home offices that 
agents could be given advice and coun- 
sel on how best to spend their own 
money. | probably let a lot of money 
go to waste because my direct mail ef- 
forts are not expertly directed.” 

Both Robert FE. Brown, Jr., Aetna 
Life Affiliated Companies, and Edwin E. 
Sterns, Travelers, responded later to 
this well directed point. They made 
clear that their respective departments 
are both helping agents to plan and co- 
ordinate their local campaigns, and other 
companies are doing the same. The 
procedure followed is to send the agent 
a questionnaire which, when fully an- 
swered, will give the home office expert 
the necessary information to render 
helpful advice. 


Latham Sees Agents at Higher Level 


Mr. Latham, whose Harrisburg agency 
was the Class 5 winner in the IAC com- 
petition, said that after looking over the 
advertising exhibits displayed at this 
meeting “we can all realize that the age 
of the handshaking agent is a thing of 
the past.” He went on: 

The agent’s standing has been raised 
to a high level, and his advertising is 
only one part of a coordinated agency 
program... . / All too often we think too 
much of selling instead of ‘buying’ for 
the insured.” 

As to the amount an agent should 
spend on advertising Mr. Latham said 
that an agency of his size should figure 
on about 2% of its annual gross pre- 


mium volume. On the other hand, 
Thomas Wood, Inc., of Cincinnati an- 
nually invests one-half of 1% of its 
gross income on advertising. 

Some questions as to the possibility of 
a television program for agents were 
raised at this point. The Wood agency 
has gone into TV flashes ($70 a flash) 
but considers it too expensive. 

Charles J. Unger told about the ap- 
pointment of a special committee by the 
NAIA, representing 12 states “which is 
considering TV advertising on a group 
basis.” It would run about $500,000 for a 
15-minute news program for 26 weeks. 
On a localized basis the cost would go 
up considerably. If NAIA _ individual 
members divided up the cost, he esti- 
mated it would be about $35 per mem- 
ber. However, apportioning the cost 
would be the biggest problem. 


Company Ad Men Heard From in 
Afternoon 


The agents relaxed a bit in the after- 
noon as the TAC members, under the 
able chairmanship of T. Ramsay Taylor, 
United States F. & G,, replied to some 
of the points made by the producers. 

They agreed with the agents that they 
should attend agency conventions and 
mingle with the crowd. A few ad men 
do so regularly—Rhea Hurd, American- 
Associated Companies; Wm. Traynor, 
North British & Mercantile; James 
White, Maryland Casualty; Harry Helm, 
Glens Falls Group—but the participa- 
tion should be greater. At the same 
time the agent groups should include 
panel discussions on advertising. 

Mr. Unger readily agreed to this sug- 
gestion and said that he would pass it 
along to other state association secre- 
taries and would bring it up at the 
NAIA convention in Chicago this fall. 
The New Jersey association, he _ re- 
marked, has held advertising panel dis- 
cussions in the past among its own 
members but will have more of them in 
the future with IAC people on the pro- 
gram. 

Ramsay Taylor gave his sizeup of 
“cooperation with agents” as follows: 
“No company can know all of its in- 
sureds as does the independent local 
agent. We feel that it is to the best 
interests of the insurance buying public 
to get protection from the local agent 
rather than from a direct writer. I feel 
that the kind of insurance we sell is 
best sold through local agents. The fu- 
ture from this standpoint looks good but 
there are definite competitive factors 
and developments we should consider so 
as to serve the best interests of the 
American Agency System.” 

Mr. Taylor saw room for improve- 
ment in company advertising so as to 

(Continued on Page 47) 
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ation to the elimination of recreational 
features at our annual meetings, ex- 
cepting for the ladies, in favor of a 
fuller program of constructive insur- 
ance advertising matters. The desir- 
ability of more adequate time for our 
business meeting to permit broader dis- 
cussion of JAC affairs was also 
stressed. 

“Here again,” said President Both- 
well, “believing that these suggestions 
are thoroughly sound and will enhance 
TAC’s standing in the industry, the ex- 
ecutive committee concurred and 
planned this meeting accordingly. 

“We have had important contacts 
through the year with the National 
Board of Fire Underwriters and the 
National Association of Insurance 
Agents which I believe have strength- 
ened our good will with these organ- 
izations on the part of both as to the 
desire and ability of IAC to cooperate 
advantageously with them on matters 
of common interest and importance to 
the industry.” 
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John G. Galloway Wins “Man of Year” Leonard A. McKinnon of Flint Elected 
Award of Chicago A. & H. Assn. 


Omaha, June 15—John G. Galloway, 
general agent of Provident Life & Acci- 
dent in Birmingham, Ala., who has served 
in the past two years successively as 
president of International Association of 
A. & H. Underwriters and as its execu- 
tive board chairman, was presented here 
this evening at the convention dinner 
with the Harold R. Gordon 1954 
Memorial Award, an annual recognition 
paid by the Chicago Accident & Health 
Association to “the man of the year” 
considered most worthy to receive the 
industry’s Oscar. 

In making the presenti ution on behalf 
of the Chicago association, Albert H. 
Wohlers of Youngberg-Carlson Co., Chi- 
cago, who is past president of that or- 
ganization and a director of the Inter- 
national, said that the “man of the year” 
had been picked with the aid of almost 
7,000 A. & H. agents, company officers 
and insurance newsmen who had cast 
secret ballots. Robert W. Tivan, Chi- 
cago, is chairman of the memorial com- 
mittee but could not be present at 
Omaha to do the honors. 

This is the sixth annual award made 
by the Chicago association to perpetuate 
the memory of the late Harold R. Gor- 
don, managing director of the Health & 
Accident Underwriters Conference. Re- 
cipients of the award from 1949 to 1953 
were Edward H. O’Connor, Insurance 
Economics Society of America; V. J. 
Skutt, Mutual of Omaha; William E. 
Lebby, Massachusetts Indemnity, the 
late Bert A. Hedges, Business Men’s As- 
surance, and E. H. Count Mueller, Mil- 
waukee general agent. 

Galloway’s Illustrious Career 

The citation of the Chicago associa- 
tion pointed to the following business 
and industry accomplishments of Mr. 
Galloway: 

“He attended Howard College for less 
than three years, yet attained a degree 
in 1929. He entered the insurance field 
as a producer. He was attracted to the 
accident and sickness business and its 
potential for the man who was willing 
to give his time and effort to its pro- 
duction. Over the years he has estab- 
lished one of the most successful agen- 
cies in the country. In 1943 he went into 
active military service and was in com- 
bat overseas in the European Theatre 
with the 207th Engineer Battalion. Three 
years later he was honorably discharged. 

“Our selection for the 1954 “Oscar” 
was one of the original organizers in 
1949 of the Birmingham Association of 
Accident and Health Underwriters, 
which in 1950, gave birth to the Ala- 
bama association. He organized the 
Mississippi Association in 1951. That 
year he also developed the first hos- 
pital admissions plan in the U. S. A. 
which was later accepted by the 
Health Insurance Council and_ has 
been adopted with only minor modi- 
fications in many areas throughout this 
country. This plan has enabled thou- 
sands of policyowners to gain hospital 
admittance without the necessity of 
monetary deposits. We are not unmind- 
ful of what this contribution alone has 
done for the insured, insurer and the 
producer. 

His Year As President of International 
Association 

“In 1951 also, he was elected to the 
executive board of the International As- 
sociation, serving in that capacity one 
year before becoming president of this 
association. 

“While president of the International, 
Mr. Galloway traveled almost 40,000 
miles addressing associations and meet- 
ing with people interested‘in our busi- 
ness all over the United States and 





GALLOWAY 


JOHN G. 


Canada. He led a membership campi 1ign 
that reached an all-time high in the 
Association’s history to that date. The 
prestige of the International Associa- 
tion attained new unprecedented heights. 
His work with DISC, and as a member 
of the disability insurance coordinating 
committee, with the Health & Accident 
Underwriters Conference, the Health In- 
surance Council, the A. & H. committee 
of N.A.L.U., has been commendable and 
praiseworthy beyond our ability to dis- 
cuss. He is active and has been for a 
number of years, in the Benevolent and 
Protective Order of Elks serving now 
as Exalted Ruler of Homewood Lodge 
in Birmingham. 

“These direct quotations from nomi- 
nating ballots we would like to repeat: 

“We feel that he has contributed 
more to the Accident and Health Insur- 
ance Industry and to the association 
than any other individual in America. 
We know he has promoted the interests 
of the association on an international, 
national, state and local level, even to 
the detriment of his own personal busi- 
ness.’ 

‘*In the state of Alabama, his name is 
synonymous with the Accident and 
Health Association. He is regarded as 
the individual that can always be counted 
on to assume the leadership in any 
worthwhile endeavor for the association 
or the Accident and Health Industry.’” 


Hoosier and Time Honor 


Callahan and McKinnon 


Omaha, June 14—The Hoosier Casualty 
and Time Insurance Co. joined together 
this afternoon here at Paxton Hotel in 
staging a party for Tom Callahan, Mil- 
waukee, and Leonard McKinnon, Flint, 
Mich., respectively outgoing president 
and incoming presidents of the Interna- 
tional Association of A. & H. Under- 
writers. 

Mr. Callahan, who has done a fine job 
in the past year in advancing the scope 
and prestige of the International Asso- 
ciation, is the leading producer of Time 
Insurance Co., while Mr. McKinnon, 
1953-54 vice president of the organiza- 
tion, heads the largest agency of Hoosier 
Casualty. 

Hosts at the party were S. L. Horman, 
Time’s vice president and superintendent 
of agencies, and Harold A. Moore, man- 
ager, A. & H. claim department, Hoosier 
Casualty. 


President of International Association 


Omaha, June 15—Leonard A. McKin- 
non, president of McKinnon & Mooney, 
Flint, Mich., leading general agency 
of the Hoosier Casualty, was elected 
president of the International Asso- 
ciation of A. & Underwriters 
at its annual council meeting here 
this morning. He has served during 
the past year with distinction as vice 
president in charge of public relations. 
Prior to that he served (since 1950) as 
a member of International’s board of 
directors. 

This year marks Mr. McKinnon’s 30th 
anniversary year in the life and A. & H. 
insurance business, having made his start 





ae 


Omaha, June 15—In addition to Leon- 
ard McKinnon as president other Inter- 
national A. & H. Association officers 
elected today were: Cliff McDonald, 
International Fidelity, Dallas, vice presi- 
dent; Howard Nevonen, Washington 
National, vice president; Jay DeYoung, 
oe Chicago, control- 
er. 








in 1924 with the Home Life of New 
York followed by a district agency ap- 
pointment in 1926 for National Life of 
Vermont. In 1929 he and Walter J. 
Mooney organized the McKinnon & 
Mooney Insurance Service at Flint and 
in the succeeding years since that time 
the agency has grown to a sizable multi- 
ple line organization, departmentalized, 
with a manager for each department. 
Mr. McKinnon’s association with the 
Hoosier Casualty dates back to 1932 
when his agency was appointed general 
agents of that company. In addition to 
being its largest producer, Mr. Mc- 
Kinnon was one of the organizers and 
the first president in 1947 of the Hoosier 
Casualty General Agents’ Association. 
W hen this organization started the com- 
pany’s premium volume was $1,563,665 as 
compared with $3,800,000 production in 
1953. Hoosier credits its general agents 
for a considerable portion of that growth. 


Has Many Civic Activities 


Mr. McKinnon is one of the most 
active business men in Flint. He is a 
member of the local Chamber of Com- 
merce; has served as finance chairman 
of the Tall Pine Council of the Boy 
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Scouts and treasurer of the Genesee 
County Red Cross chapter. For the past 
20 years he has been a member of the 
Flint Civitan Club, having served suc- 
cessively as its president, as district 
governor and as Civitan International 
vice president. He is a 32nd degree 
Mason and a member of the Shrine, and 
also belong to the Elks and Knights of 


Pythias, being past chancellor com- 
mander of the latter organization. He is 
an active participant in many com- 


munity drives for funds. 

His insurance association activities in- 
clude service as president of the Flint 
Life Underwriters Association, president 
of the local Life Managers Association, 
vice president of Michigan Life Under- 
writers Association, and life membership 
in the Michigan Life Insurance Leaders 
Club. 

Indicating the volume of business done 
by McKinnon & Mooney its A. & H. 
collections are annually around $300,000, 
its life insurance production tops the 
$2,000,000 mark and in general casualty 
lines its volume is around $1,000,000 an 
nually. 





Praise Extended at Omaha 


To Convention Committee 

Omaha—Much of the 
smooth running of the 
tion here this week of the International 
Association of A. & H. Underwriters 
was credited to the local convention 
committee under the co-chairmanship of 
Ray Wicker of World Insurance Co. 
and William Reinsh, Massachusetts 
Bonding. Assisting them in planning 
for this large gathering of A. & 
producers were George L. Harding, 
Massachusetts Protective; E. Dean Mil- 
ler, Central States Life; Robert D. 
Marcotte, Mutual of Omaha; George D. 
Chamberlain, National Casualty; Ralph 
Voecks, Monarch Life; J. H. Conover, 
Guarantee Mutual; L. J. Marcotte, Mu- 
tual of Omaha; Frank Tesar, Guarantee 


success for the 


annual conven- 


Mutual; James Farlee, Mutual of 
Omaha; E. F. G. Vaughan, Washington 
National; R. W. Gilbreath, New York 


Life. 

In addition to the speaking program 
the convention features included Omaha 
Centennial entertainment, a chuck wagon 
steak fry, college world series and a 
special program of activity for the 
ladies. 


Vv. J. SKUTT BREAKFAST HOST 


Honors Callahan and Scherr, Respectively 
International Assn. and H. & A. Con- 
ference Leaders 

Omaha, June 15—V. J. Skutt, president 
of Mutual of Omaha, did an outstanding 
job this morning at the industry break- 
fast which he gave here at Fontenelle 
Hotel in, honor of Tom Callahan, leading 
agent of Time in Milwaukee, who has 
been president in the past year of Inter- 
national Association of A. & H. Under- 
writers, and J. W. Scherr, Jr., executive 
vice president, Inter-Ocean Insurance 
Co., who is president of Health & Acci- 
dent Underwriters Conference. 

This breakfast gathering, instituted by 
Mr. Skutt several years ago when John 
Lambert, Mutual of Omaha in Cleveland 
was president of the International Asso- 
ciation, has ‘become a traditional feature 
Attendance 


of each year’s convention. 
is truly representative of the A. & 
industry with company executives and 


producers mingling in good fellowship. 
The talks are short but reflect the keen 
desire on the part of both sides to co- 
operate in coping with major problems. 
Mr. Skutt takes particular pride in these 


get-togethers, certain that they accom- 
plish much in good will and prestige 
building. 
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Tom Callahan Presents Awards For 
Outstanding Performance In Past Year 


Recognizes Officers and Committee Chairman of the Interna- 


tional; 


Proud of State Assn. Increase to 32 and 


Success of “Membership Monday” Campaign 


Omaha, June 15—Tom Callahan of 
Milwaukee, president of the Interna- 
tional Association of A. & H. Under- 


writers who is Time’s leading agent, put 
the spotlight here today on leaders of 
the organization who this year have 
done an outstanding job in enabling the 
International to achieve the goals set 
at its 1953 convention a year ago in 
Chicago. These included: (1) the activa- 
tion of an aggressive public relations 
program; (2) an increase in committee 
activities commensurate with Interna- 
tional’s anticipated growth; (3) an in- 
crease in state associations from 16 to 
30; (4) the imitation of a one-day mem- 
bership campaign during which a con- 
certed effort would be made nationwide 
to “get out the vote,” and (5) to ac- 
celerate the growth of International’s 
monthly magazine, “The Accident and 
Health Underwriter.” 

Happy to report to the executive 
council of the International Association 
that these goals have been realized, and 
particularly the increase in state asso- 
ciations to 32 as of June 1, Mr. Calla- 
han took pride in presenting awards to 
the following: Leonard McKinnon, gen- 
eral agent of Hoosier Casualty at Flint, 
Mich., and vice president of the asso- 
ciation who has done a yeoman job as 
head of International’s public relations 
committee; Robert W. Osler, vice presi- 
dent of the Rough Notes Co., who as 
publicity director of the International 
has “assisted us in extolling the virtues 
of the voluntary way of providing 
against sickness or injurv’; Earl Ben- 
nett, general agent in Tampa of the 
Provident Life & Accident and a di- 
rector cf the association who as general 
chairman of the “choose the plan” proj- 
ect devised a concise set of procedures 
for its installation. 


MacDonald, Ernst and King 


Also, Roy A. MacDonald, 
company relations, Health & Accident 
Underwriters Conference, who was in- 
strumental in providing the association 
with a list of over 300 qualified speakers, 


director of 





TOM CALLAHAN 


located, to service most 
Mr. MacDonald 
International’s 


geographically 
of the local associations. 
is general chairman of 


speaker’s bureau. Carl Ernst, St. Paul 
manager, North American Life & Casu- 
alty, a past president of IAAHU who 


handled the associate company member- 
ship program this year. Robert H* King, 
vice president of the Associated Insur- 
ers, Inc., Raleigh, N. C., a director of 
the International and chairman of its 
legislative committee. (In his unavoid- 
able absence from this convention at 
Omaha Mr. Callahan gave his award 
to Edward H. O’Connor, managing di- 
rector, Insurance Economics Society, a 
member of his committee, for forward- 
ing.) 
Robb, Halley, Levine and McMillon 


President Callahan then pointed to the 
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excellent job done by James Robb, gen- 
eral agent at Minneapolis of the Mutual 
of Omaha, in building up the Interna- 
tional’s circulating library of the best 
sales talks and inspirational addresses. 
Having these recorded and made avail- 
able to members on wax records at 
rental fee of $2, “enables local units to 
solve the problem of maintaining an 
up-to-date educational program,” said 
Mr. Callahan. In recognizing Mr. Robb 
he said: “Jim was one of our ‘finds’ of 
the year.’ 

Louis C. Halley, vice president of Se- 
curity Life & Accident, Denver, Colo., 
educational chairman and a director of 
the International, was recognized for his 
contribution in providing the association 
with a completely revised disability in- 
surance sales course (DISC). Mr. Cal- 
lahan said: “Lou Halley, an eminently 
qualified teacher of insurance, has been 
working on a prorgam to enlighten the 
public with respect to the A. & H. busi- 
ness. His plan will function in schools 
and seminars at all levels—beginning 
in preparatory schools and _ following 
through into colleges.” 

Mr. Callahan thanked Mr. Halley “for 
carrying on in the footsteps of that 
great insurance teacher, the late Bert 
Hedges of Business Men’s Assurance, 
who was the originator of DISC.” A 
telegram was sent from the convention 
to Mrs. Hedges, advising her of the 
association’s gratitude for her husband’s 
great service. 

Next to be recognized were Henry 
Levine, general agent of Washington 
National in Newark, N. J., and Robert 
L. McMillon, Abilene, Tex., a leading 
producer of Business Men’s Assurance, 
as co-chairmen of the Leading Producers 
Round Table. Mr. Callahan said that 
they teamed up “to provide us with one 
of the best administered leading pro- 
ducer’s round table committees in the 
history of the International. Mr. Levine 
contacted all eligible producers and 
checked with companies for probable 
candidates. Mr. McMillon made over 50 
speeches throughout the United States 
and Canada, preaching the gospel of 
success through belonging to our elite 
production club.” 


McDonald Credited With State 
Association Program 

Mr. Callahan had much to say about 
the state association program, conducted 
under the able direction of Clifford Mc- 
Donald of International Fidelity Insur- 
ance Co., Dallas, who is vice president 
of the association. He noted that Mr. 
McDonald had earned his appointment 
by virtue of his proved talent as the 
organizer and administrator of the HIP 
plan throughout Texas. 

Calling attention to the 16 new state 
associations launched in the past year, 
Mr. Callahan stressed that this feat 
demonstrated the value of having max- 
imum cooperation from zone chairmen 
and directors of the International. On 


behalf of the organization he presented 
awards to the following in appreciation 
of their efforts: 

Oakley Baskin, associate general agent, 
Mutual of Omaha, Buffalo; Charles 
Breslin, general agent, Craftsman’s, 
Somerville, Mass.; Sig Bjornson, state 
agent, State Auto and Central Standard 
Life, Moorhead, Minn.; John Dugan, 
supervisor of ee General Ameri- 
can, St. Louis; O. D. Harlan, San An- 
tonio, Tex.; George E. Lehman,, general 
agent, National A. & H. Insurance Co., 
Newark; Kenneth Mersereau, Monarch 
Life, Baltimore; Robert G. Meyers, gen- 
eral agent, Massachusetts Protective 
and Paul Revere Life, Cincinnati; How- 
ard E. Nevonen, general agent, Wash- 
ington National, Los Angeles; Spafford 
Orwig, Indianapolis; Harry K. Reid, 
general agent, Inter-Ocean Insurance 
Co., Birmingham, Ala. 


Big Job Done by Coursey 


In connection with the creation of 
these new state associations Mr. Calla- 
han extended praise to William G. 
Coursey, managing director of IAAHU, 
who, he said, demonstrated his versatil- 
ity “in welding people and personalities 
into an inspired unit.” Mr. Coursey de- 
cided that a clear- cut program would 
need to be planned in advance and with 
dependence upon the voluntary help of 
“willing workers in the International 
Association.” He segregated the United 
States and Canada into four main areas 
of operation—the southeastern states 
(13) which were the scene of the first 
project; the northwestern states (9); 
the southwestern states (8), and the 
northeastern states (19). Contacts were 
made with local units and if locals did 
not exist, members-at-large or volun- 
teers for the new state unit were se- 
lected from key spots in the given state. 
Every effort was made to form a com- 
patible nucleus. These appointees acted 
as temporary directors and a temporary 
state chairman was appointed. Working 
together they determined the time and 
place for a sales congress at which the 
new association was formed and _ its 
officers elected. 


Membership Monday Campaign 


Finally, Mr. Callahan announced the 
awards for the best results obtained in 
International’s nationwide one-day mem- 
bership campaign which took place on 
“membership Monday” May 3, 1954. He 
called to the platform Kemp Wood, vice 
president of the National Fidelity of 
Kansas City, and presented him with 
the “president of the year” award for 
his organizational and administrative 
effectiveness in this campaign. Mr. 
Wood’s organization produced 8&2 new 
paid members. Said Mr. Callahan: 

“Due to Kemp’s absence on the big 
day, Maurice Fisher, general agent of 
the World Insurance Co., Kansas City, 
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Nevonen Leads Panel on 
Group and Franchise 


HELLGREN, SCHMIDT AND BOLER 





Discussion Embraced Current Group Re- 
tention; Major Medical Expense and 
Franchise Sales Techniques 


Omaha, June 16—Howard E. Nevonen, 
of Los Angeles, one of the leading gen- 
eral agents of Washington National, 
served as moderator of the panel on 
“en e a s ” : 

Group and Franchise” at this after- 
noon’s sales session of International A. 
& H. Association’s annual meeting. Mr. 
Nevonen introduced the panelists—J. E. 
Hellgren, third vice president, Lumber- 
mens Mutual Casualty; Jack Schmidt, 
agency supervisor, group department, 
Washington National—who_ discussed 
current problems in group underwriting 
and selling practices, followed by John 
Boler, franchise manager of Mutual of 
Omaha, who presented current franchise 
operations and problems. 

The discussion covered such problems 
as the current retention on group insur- 
ance and whether it is practical; prob- 
lems encountered in writing major med- 
ical expense insurance and its possible 
future, and the approach the agent 
should take in discussing such trends 
with his client. The objective of partici- 
pants, which was also reflected in the 
question and answer period, was to de- 
cide the question: Where is the group 
business going and what is the best road 
to take? 

Boler Forsees Healthy Franchise Growth 


Mr. Boler foresaw a healthy develop- 
ment and growth of franchise insurance 
in the next few years. He made the 
point that it has only been in the past 
few years that the industry has equipped 
itself to handle this type of business. 

He stated that since the experience of 





Mutual of Omaha had been with small 
groups in regard to franchise coverage, 
he would confine his discussion to this 
section. 

A point brought out was that the sale 
of coverage to the small group is open- 
ing a new field to the health and acci- 
dent underwriter. According to statistics, 
continued Mr. Boler, 60% of all business 
firms are classified as small businesses, 
yet only 40% of all businesses are cov- 
ered by group insurance. He pointed out 
that small firms with 25 or more em- 
ployes can offer group insurance as a 
fringe benefit to their employes and as 
a means to attract new personnel. 

The speaker went on to declare that 
the need and market for such coverage 
has been established. In relation to the 
securing of business, he laid down the 
following which are used by his com- 
pany’s underwriters: (1). Cold canvass; 
(2). Lead letters; (3). Preapproach, by 
letter, by telephone. 


Cold Canvass Method Easier 


The cold canvass method for small 
groups was found easier than canvassing 
for individual business, he said. Mr. 
Boler pointed to the value of this method 
as a means of selling not only individual 
coverage to the employer but of en- 
compassing his employes in a worthwhile 
franchise plan. 

The lead letter was indicated by Mr. 
Boler as a good means of finding places 
to go but, he added, it requires time. 
However, he said that difficulties can 
arise if the underwriter encounters the 
“employer shopper” or if the answer to 
his letter is not from the employer him- 
self but rather, a subordinate. 

In commenting on the preapproach 
method, the speaker said that this was 
the most important. It was his opinion 
that the preapproach letter or the pre- 
approach telephone call was an excellent 
way to arrange appointments, in fact he 
maintained that these are the “door 


openers” so to speak. 
Affords Daytime Selling 


As an attraction to prospective sales- 
men of small group coverage, Mr. Boler 
pointed out that this type of sales af- 
fords not only daytime selling but it 
can be done by underwriters during the 
working day instead of the usual lunch- 
time appointments. 

As another approach of interest to all 

underwriters, he pointed out the field of 
what he termed “True Group Plans”. 
It results, he said, in additional cover- 
age for key personnel or supplementing 
present group plans. However, he said, 
these companies are not going to come 
to you but you as the underwriter must 
develop these cases as you would an in- 
dividual sale. 
_ Mr. Boler was quick to answer ob- 
jections he had encountered by many of 
his company underwriters who say that 
their reason for not writing small groups 
was that the premiums were not suffici- 
ent to be profitable. He said that they 
also feel if they are going to concentrate 
on group they would much prefer to 
write the large group. 

“Perhaps they are right,” he said, “but 
we have seen many small groups with 
low monthly premiums grow to large 
groups with sizeable premiums. Another 
factor to consider is that they stay on 
the books longer. You can also use these 
small groups as working centers from 
which you will draw for individual cases. 
You'll be amazed at the number of leads 
they can develop for you if worked 
properly.” 

Service Most Important 


Having covered prospecting and sell- 
ing, Mr. Boler then came to what he 
considered the most important point of 
any franchise plan. This, he declared, 
was service. He made it evident that 
lack of sufficient service has lost more 
groups than any other reason. 

“Any franchise plan,” he emphasized, 


“must be serviced or you are going to 
be faced with a group whose participa- 
tion has dropped, and with that you 
know what follows—a high loss ratio.” 
He maintained the only way to keep 
harmony in the group, to build good 
public relations for you and the company 
you represent is through courteous ser- 
vice. 

Mr. Boler was not indifferent in pre- 
dicting a great future for franchise in- 
surance. “We have found that our per- 
sistency is higher and out ratio 
lower than individually written business,” 
he commented. “To you as the under- 
writer, you will find that this business 
builds prestige for you and your com- 
pany.” In conclusion he stated: 

“We at Mutual are finding more and 
more of our underwriters are turning to 
the field of small groups. Over 500 of 
our underwriters have placed at least 
one group and some as high as 30 during 
the period of a little over a year that 
we have kept a record of their sales 

“Tt is our aim to build stronger sales 
tools to develop a sales presentation and 
to train as many of our qualified people 
as possible. This is a field that holds a 
great future, and one that you are going 
to find interesting and a way of being 
of great service to the people whom you 
see.” 


loss 


Executive Board Election 


Omaha, June 15—The International 
Association at its executive board meet- 
ing here today elected the following to 
the board: Frank W. Frambes, Cedar 
Rapids, president of the Iowa State 
Association; E. J. Coffey, Portland, Ore., 
vice president of that association; Emer- 
son Davis, Dallas, past president, Texas 
State Association, and John G. Gallo- 
way, Birmingham, Ala., International’s 
immediate past president. Two remain- 
ing vacancies will be filled later. 











JOIN THE PACEMAKERS! 
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“MUTUAL OF 







A HOUSEHOLD WORD 
Here's Why: 
HUNDREDS OF RADIO STATIONS . . . 


featuring favorite radio personalities, have brought Mutual of Omaha’s 
friendly messages into practically every American home. This has continued 
month after month... year after year. 

NATIONAL NETWORK T-V PROGRAMS... 


have brought famous T-V stars right into the living rooms of most of the T-V 
equipped homes of the country, to introduce Mutual of Omaha. 


NEWSPAPER AND MAGAZINE ADVERTISING ... 
have reached more millions of people to tell them about Mutual of Omaha’s 
FAMILY SECURITY PLAN. Some of Mutual of Omaha’s magazine cam- 
paigns have received national awards for outstanding public service. 


MILLIONS OF DIRECT MAIL PIECES... 


stream out from the home office as well as from 300 local offices. This infor- 
mational material is distributed, year after year, to make still closer the tie 
between Mutual of Omaha’s national campaigns and its local representatives. 


There’s unlimited opportunity for you...if you are qualified... representing 
. . THE LARGEST EXCLUSIVE HEALTH AND ACCI- 
DENT COMPANY IN THE WORLD. Write today to Agency Department. 


MUTUAL BENEFIT HEALTH & ACCIDENT 


CANADIAN HEAD OFFICE: TORONTO 


OMAHA” 


ASSOCIATION 
HOME OFFICE: OMAHA, NEBR. 


V. J. SKUTT, President 




















Congratulations fo 


THE INTERNATIONAL ASSOCIATION OF 


ACCIDENT & HEALTH UNDERWRITERS 


for its outstanding accomplishments, particularly in 
public relations, educational work and in strengthen- 


ing producer-company relationships. 


HOOSIER CASUALTY COMPANY has encour- 
aged its field representatives to join state and local 
units. We are especially proud of our own Leonard 
McKinnon, Vice President of your organization in 


the past year and now your President. 


The Officers and Directors 
HOOSIER CASUALTY COMPANY 


Indianapolis, Ind. 
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John Galloway Points the Way to 


Better International Association 


Omaha, June 13—In his report here 
today as chairman of the executive board 
of the International Association of Acci- 
dent & Health Underwriters, John G. 
Galloway, general agent, Provident Life 
& Accident, Birmingham, Ala., made 
over-all recommend: itions to increase the 
strength, membership and industry use- 
fulness of the organization which were 
well received. He felt that the Interna- 
tional should be more sensitive to the 
needs and demands of its members; that 
it should make poi" ren known to 
the rank and file of A. & H. people “as 
the man on the Boats: is yew yet feeling 
the impact of its work.” ; 

While the past year has been one of 
considerable progress Mr. Galloway 
pointed out in his report that local pres- 
idents and officers of state associations 
are not fully indoctrinated in what the 
International Association is doing and 
trying to do, and that “they do not share 


the zeal of our challenge.” He continued: 


Gives Credit to Coursey 


“This last year has seen much personal 
work done by our managing director, 
calling from office to office, and he 
has proven that this gets memberships. 
This should never be necessary because 
it’s too expensive. It should be done by 
local officers, fired with the ideals of 
our organization, and devotion to the 
improvement of it, local officers and 
committees who realize the importance 
of working together for the betterment 
of each, raising the professional stand- 
ards of each, enlarging the vision and 
importance of each and the field of op- 
portunity and service, both to themselves 
and the public.” He continued that: 

“The agent on the street is one of the 
most important segments of this great 
business His attitude, conduct, knowl- 
edge, and performance so vitally affect 
all who are above him as well as the 
public he serves. He shares heavily in 
the criticisms of the ‘business today, 

1rough failures in underwriting, through 
avarice in compiling commissions and 
lack of good public relations. In spite 
of record years of achievement, the 
agent is on the defensive today. Just as 
private schools have not educated the 
masses, but found the demoer: icy of pub- 
lic schools more nearly the answer, so 
it is that private companies cannot fully 
e -ducate their agents. These agents must 
gain some educ ation on common grounds 
with other agents, and companies must 
pool cated facilities to some extent to 


acgomplish this. 
Suggests Mid-Year Meetings 


It was suggested by Mr. Galloway that 


mid-year meetings be held in order to 
breed more enthusiasm in locals and put 
them in closer contact with the Inter- 
national. 

During his report, Mr. Galloway ex- 
pressed his hope that the International 
would become thoroughly organized and 
functioning as a unit, smoothly in all 
segments of its operations. “As an agen- 
cy organization,” he said, 
the rights and voice of the life and cas- 


represents 


ualty agent in the disability field.” He 
went on to declare that he would like 
to see this voice have the highest respect 
and authority, throughout the industry. 
To accomplish this, Mr. Galloway set 
forth the following requirements: 

“It requires first the earning of its 
power through a program of ideals and 
things to accomplish. It should never 
fail to have a multitude of projects, of 
things to do, problems to help solve, and 
at the same time, raising each of its 
members higher in the standards of op- 
portunity and service. To command re- 
spect and confidence throughout the 
industry requires constant vigilance and 
the highest caliber of performance and 
devotion to duty of its officers and lead- 
ers. Successful salesmen never lack in 
imagination, and so our organization 
should never be timorous in approach- 
ing the realm of possibilities, and richly 
endowed with things we might do to 
help our membership and the industry.” 


Conference and Bureau Cooperation 


It was Mr. Galloway’s opinion that the 
move towards closer cooperation be- 
tween the Health & Accident Under- 
writers Conference and the Bureau of 
Accident & Health Underwriters and 
the multiplicity of “organizations within 
organizations” on the part of comp: nies 
is doing much to help the A. & H. indus- 
try. He said that one of the most re- 
vealing and rewarding opportunities of 
his official capacity was the privilege of 
attending these meetings and witnessing 
the great efforts being exerted by ‘our 
home office leaders in this industry.” He 
went on to say that a far greater under- 
standing of the problems and approaches 
to their solutions was gained by such 
attendance. 

“T could only wonder at the amazing 
amount of thought, time and expense 
being exerted to improve the business, 
its development, its public relations, its 
problems and the lot of the agent. Sure- 
ly we can develop our organization to 
the point that our leaders and board 

(Continued on Page 50) 





Count Mueller Pays Tribute to Mead 
At Luncheon on Opening Day 


Omaha, June 14—Two outstanding 
personalities among the A. & H. pro- 
ducers of the country—Dwight Mead of 
Seattle and E. H. Count Mueller of 
Milwaukee—shared the spotlight at the 
International A. & H Association's 
luncheon here today which was one of 
the features of its annual meeting. Mr. 
Mead, the guest of honor, has completed 
over 50 years in the business and is still 
active as head of his own agency. He 
has represented the Pacific Mutual Life 
since 1910 and, in point of service, is 
the oldest living general agent of that 
company. 

It was Connt Mueller’s honor to in- 
troduce Mr. Mead to the convention and 
in so doing he recounted events in his 


career which have made an_ indelible 
mark on the A. & H. business as well 
as people with whom Mr. Mead has had 
contact. Forty years ago he was presi- 
dent of the Seattle Life Underwriters 
\ssociation and 19 years ago he served 
as president of International's Hee aT] 
sor—the National Association of A. & H. 
Underwriters. Speaking of his service 
to the organization Mr. Mueller said: 
Solidified Loosely Knit Organization 
“During the year that Dwight Mead 
was president of our association, I know 
that he traveled extensively throughout 
the United States, at his own expense 
in order. to solidify a loosely knit or- 
(Continued on Page 50) 


Washburn on Hospital 
Underwriting Problems 


INTERNATIONAL MEET PANELIST 


Declares Good Risks Must Be Sold; 
Predicts Changes in Individual and 
Small Group Coverage 


Omaha, June 16—Declaring that the 
present-day problem is not how to write 
hospital insurance but how to under- 
write it, William deV Washburn, presi- 
dent, American Health Insurance Corp., 
Baltimore, stated to the large audi- 
ence attending the International Asso- 
ciation of Accident & Health Confer- 
ence here today that by this is meant 
the attempt to issue a coverage which 
will minimize the adverse effects that 
come from violating fundamental insur- 
ance principles. Mr. Washburn spoke 
as a hospitalization panelist along with 
Jack Penter, author of “Penter’s Un- 
derwriter.” His talk was entitled, “The 
Future for Hospital Insurance.” 

3y underwriting, we don’t mean what 
someone in the home office does to an 
application,” he continued. “We mean 
the attempt to issue a coverage which 
will minimize the adverse effects that 
come from violating fundamental insur- 
ance principles. 

Agent Training 

“We mean the training of our agents, 
and the financial incentive they receive, 
to (1) aggressively solicit good business 
and avoid bad business, (2) explain our 
policies as insurance rather than some 
form of investment, (3) leave our policy- 
owners with an understanding of what 
they are paying for so they will not be 
dissatisfied at claim time, (4) give them 
good local service of the type that keeps 
good risks on the books (we don’t worry 
about keeping the bad risks, they’ll stay, 
anyway), (5) drop everything else to 
give immediate help at claim time, (6) 
cooperate with local doctors and_ hos- 
pitals to the fullest extent, and, most 
important of all, to use our satisfied 
claimants as our primary source of new 
prospects.” 

Mr. Washburn continued that in the 
all- import int matter of handling ques- 
tions in the application, his company ex- 
pects their agents to be at their. best. 
He went on to warn his audience that 
the reluctant underwriting of hospital 
insurance will beget an adverse selection 
of risks. 

Sell Good Risks 


He emphasized that “you must sell the 
good risks.” The business that comes in 
because of a sign on the door, or an ad- 
vertisement in the paper, or a listing in 
the telephone book, is going to offer 
problems for anyone writing health in- 
surance, he explained. 

It was the speaker’s opinion that 
“leads” received from direct mail or 
television or radio advertising could pos- 
sibly be handled successfully and with- 
out a lot of subsequent claim rejections 
but it would take an exceedingly good 
agent to do it. Mr. Washburn went on 
to caution against the use of direct mail 
advertising as a means of obtaining a 
good stream of applications from which 
to select a satisfz ictory stream of new 
risks. He added that in direct mail ad- 
vertising, the salesman doesn’t have 
much stake in the policyholder’s perma- 
nent satisfaction. 


Future Changes 


As to the future he pointed out: “We 
are going to see some real changes in 
individual and small group hospital in- 
surance, which is the natural field for 
agency sales and service effort. We in 
the home offices and you, our agents, 





WANTED 
A. & H. FIELDMAN 


Well-known Casualty Company with 
modern Accident and Health program 
has attractive opening in New York 
State territory for experienced A. & H. 
Fieldman for appointment and produc- 
tion development with agents. Please 
give full particulars of experience and 
salary required. Inquiries will be con- 
sidered confidential. Address: Box 2246, 
The Eastern Underwriter, 93 Nassau 
Street, New York 38. 











are going to work together to evolve 
the types of contracts that will be both 
saleable and sound, and the ways in 
which the business must be sold if it is 
to stay sound, and the ways in which it 
must be serviced if it is to be kept on 
the books so that the anti-selection 
process of high lapsation will not occur. 
Then, just about all the companies are 
going to be going aiter this business.” 

“I am going to predict,” he continued, 
“that the day of the ‘Hadacol’ type of 
advertising, with high-pressure ‘front 
money’ salesmen following up ‘lead’ 
cards, and a direct mail operation after 
the sale is made, is almost over in our 
business. Such an operation could only 
exist because there would otherwise 
have been a vacuum. There were not 
enough properly trained and_ properly 
motivated hospital insurance agents sell- 
ing and servicing the individuals and 
small groups locally.” 

In relation to present problems the 
industry is facing with hospital cover- 
age, Mr. Washburn explained that such 
difficulty is to be expected because it is 
a relatively new type of coverage. How- 
ever, he added, it all boils down to a 
matter of good faith. “If it is sold and 
purchased in good faith,” he concluded, 
“the problem disappears.” 











LIFE AND ACCIDENT 
INSURANCE COMPANY 





A Forty-Five Year Old 
Capital Stock Company 


INDIANAPOLIS, INDIANA 


Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 
dent or Sickness. 


Its Employees are Insured under 
Group & Hospitalization Plans. 


Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 





Its Employees like us and we like 
them, all of which means a 
smooth-running Company. 


JAMES M. DRAKE, President 
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Prospecting, An Inward 
Process Says Boisaubin 


INTERNATIONAL MEET PANELIST 





Points Out Sales Producing Methods 
At Agent’s Disposal; Hard Work 
A Prerequisite 


14—As the lead off 


Omaha, June 

speaker this afternoon, Eugene V. 
Soisaubin, supervisor, salary savings 
insurance and accident and_ sickness 


sales of Great American Life, St. Louis, 
made the important point that pros- 
pecting must be an inward part of a 
man who is A. & 0b sates; it ‘has 
to be a sub-conscious reaction. Mr. 
3oisaubin was part of a well-informed 
sales panel of which Cliff McDonald, 
vice president of International Fidelity, 
Dallas, was moderator. 

Mr. Boisaubin said that all pros- 
pecting done by the A. & H. agent 
must be a process rather than a prob- 
lem. The speaker declared that authori- 
ties who quote figures have said that 
90% of the success of a man in this 
business evolves around prospecting. 
Success in this endeavor, he went on 
to say, takes work for which there is 
no substitute. 

During his talk, Mr. Boisaubin sug- 
gested that an agent’s old policyhold- 
ers are an excellent source of leads. 
“Some agencies account for as much 
as 85% of their business through old 
policyholders,” he said. 

In relation to the current people an 
agent sells, Mr. Boisaubin did not hesi- 
tate to point out that more prospects 
can be gained through these insureds 
if an agent has done a real job of sell- 
ing that he is proud of. 

Premium Notice Billings 


Monthly premium notice billings can 
also be the source for new business, 
said Mr. Boisaubin. He was quick to 
indicate that an insured who has a pol- 
icy of long standing, will consider addi- 
tional coverage if the agent contacts 
him personally, using the right ap- 
proach. 

The use of claims, the speaker said, 
can be another excellent source of 
prospecting, especially so in visual sell- 
ing. An agent should in this case 
make the most of it by delivering the 
payment check to the claimant per- 
sonally and in such manner as to create 
not only good relations but with the 
view of securing six or seven of the 
insured’s associates as future prospects. 

In pointing out other avenues of 
good prospecting, Mr. Boisaubin cited 
newspapers as a worthwhile artery. He 
let it be known that people involved in 
accidents, whose names can be secured 
by the daily perusal of newspaper col- 
umns, are not only good prospects but 
that their friends and relatives are also 
an excellent source. 

People over 55 were also mentioned 
as good prospects in the light that 98% 
of them have forgotten that their life 
insurance disability income provision 
stops at age 60, and that additional 
disability coverage can be sold for their 
later years. 

The agent’s rate book, continued Mr. 
Boisaubin, is a sure way to get your- 
self 10 prospects. “As you go down 
the names of occupations, it will bring 
to mind names of people or organiza- 
tions that you have never called on for 
A. & H. sales. You won't get very far 
before you have the names of 10 peo- 
ple.” 

Prospect where you buy and _ pros- 
pect where you play, added the speaker. 
He stressed that in this way, an agent 
can gain sales, and names of future 
prospects if he uses the right amount of 
discretion. 

In his concluding remarks, Mr. 
3oisaubin listed cold canvass as a 
means of sales producing if an agent 


uses the right approach. Arouse the 
curiosity of the prospect, he said, and 
this approach can become quite ef- 
fective. 


PAST PRESIDENTS BREAKFAST 
Omaha, June 16—Past presidents of 
the International Association were hon- 
ored here this morning at a_ special 
breakfast attended by both A. & H. 
producers and company men attending 
International’s annual meeting. 


Mrs. Levy Wins Award 
Adele O. Levy, 


Star agent at 


Omaha, June 15—Mrs. 
Mutual Benefit H. & A. 
New Orleans, received the Interna- 
tional’s leading producer award at this 
convention today. A million dollar pro- 
ducer, she is also attending the MDRT 


annual meeting this week. 


PROTEST H.R. 8300 AMENDMENT 


Omaha, June 13—International Asso- 
ciation’s executive board at its precon- 
vention meeting here today decided to 
urge all local units to protest proposed 
amendment to H.R. 8300 in Congress 
disability income under 


which taxes 


non-contributory group. 





“South Atrica Was 
Never Like This...” 





Here’s his case history 


Air Force until 1945. 


ington National) : 


By birth an AFRIKAANER of Dutch parentage but by choice an Ameri- 
can, John Langstein in the short space of one year (in a strange country and 
without previous insurance experience) became Washington National's lead- 
ing agent in combined life and A&H sales. 


as he tells it himself 


“Following graduation from high school at Johannesburg, South Africa, in 
1935, I spent my pre-war years as a salesman for the Elephant Trucking 
Company of South Africa and then served as a pilot in the South African 


“After the war I started my own business, the Bell Radio Company, in 
Johannesburg. But Betty and I had long had a deep desire to come to 
America, so that is what we proceeded to do, landing at Mobile, Alabama. 
We immediately went to Oakland, California, where I answered a newspaper 
advertisement and met Jeff Branscom (Washington National’s General Agent 
at Oakland). The following day, April 2, 1951, I signed my field underwriter’s 
contract with Washington National.” 


Here’s the sequel to John’s story: 


After getting started in sales during the balance of 1951, John led the 
entire Washington National field force in combined life and A&H production 
during both 1952 and 1953 and was elected President of the Northern Cali- 
fornia Underwriters Association. 


Earnings of John Langstein (as reported to Internal Revenue by Wash- 





St. Louis, Mo. 
Pittsburgh, Pa. 








H. R. KENDALL 
Co-Chairman of the Board 


R. J. WerreRLUND 
Chairman of the Board 


In keeping with the Company’s expansion program, General Agency fran- 
chises are soon to be developed in: 


Louisville, Ky. 
Springfield, Ill. 


For full details, write or phone KENNETH MULLINS, Vice President. 


Washington National 


LIFE e ACCIDENT e HEALTH e GROUP e HOSPITAL-SURGICAL e 
P. W. Watt 


EVANSTON, 


President 


$3,035.85 
$10,595.01 
$19,735.55 


On May 1, 1954, John Langstein was appointed General Agent at Phoenix, 
Arizona, for Washington National. 


INSURANCE COMPANY 


ILLINOIS 





JOHN E. LANGSTEIN 








POLIO @ FRANCHISE 


G. P. KENDALL 
Vice President and Secretary 
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MacDonald Asks for 
Publie’s A. & H. Opinion 


TO MOLD PUBLIC REL. PROGRAM 








Addresses International A. & H. Meet; 
Offers Two Steps to Combat Criti- 
cism; Sees Underwriter Useful 





Omaha, June 15—Roy A. MacDonald, 
director of company relations, Health 
& Accident Underwriters Conference, 
told the large gathering attending the 
International Association of Accident & 
Health Underwriters convention here 
today that he wondered “whether in our 
sudden interest in public relations for 
the accident and health business we 
haven’t forgotten to consult the public. 
What does the public actually think 
about us?” asked Mr. MacDonald. 

It was pointed out by Mr. MacDonald 
that a public relations program is a big 
and serious problem in the A. & H. in- 
dustry and that bungled or poorly or- 
ganized public relations programs are 
as bad as no public relations programs 
at all. He declared that the A. & H. 
business has become of age and he 
wondered if the industry is ready to 
take on and follow through with a com- 
plete public relations program. 


Internal Examination Necessary 


The speaker went on to say that the 
first step in a public relations process 
is an introspection of the industry it- 
self. He emphasized that differences in 
philosophy and approach of the many 
type companies engaged in the A. & H. 
field have been reconciled to the point 
where these companies have felt it de- 
sirable to join trade associations of com- 
pany management people. This is no 
small accomplishment, he said. 

Mr. MacDonald went on to explain 
that these trade associations use two 
lines of communications—internal and 
external. He explained: “Internally they 
interpret public attitudes to their mem- 
bership. Externally, they deal with sev- 
eral diversified groups. Doctors and hos- 
pitals are one of these publics. Govern- 
ment is another. 

“Put this internal and external com- 
munication together and you see essen- 
tially how a trade association works. In 
California and New York, just to men- 
tion two states, the Health and Accident 
Underwriters Conference has acted as a 
middle man, collecting viewpoints of 
companies and presenting them to the 
government officials and then interpret- 
ing the state officials’ sentiments back 
to the companies. Similar work was 
done in connection with the current 
Federal Reinsurance Bill.” 

Mr. MacDonald continued: “A similar 
operation of the same processes in a 
different channel recently brought forth 
the Conference code of ethics for ad- 
vertising. Further, Conference staff men 
are writing articles and making speeches. 
All of these varied activities I believe, 
are typical of a company management 
trade association’s activities. 

“Several years ago,” Mr. MacDonald 
said, “these trade associations worked 
together to form the Health Insurance 
Council—an_ organization where _ top 
management people and trade associa- 
tion staff members attempt to work with 
an ‘industry frame of mind.’ 

“Just recently, this industry group re- 
tained a public relations counsel—an 
organization headed by a man with tried 
and proven experience in the use of 
many public relations tools. His assign- 
ment right now is to advise on public 
relations work with doctors and hos- 
pitals—an area of first concentration, 
where it is felt industry money and time 
can be most effectively spent. 

“And this is important,” he continued, 

“because public relations is not cheap- - 
or rather I should say the tools of public 

(Continued on Page 50) 


O’Connor, Ernst Seek 
Answers to Criticism 


PANELISTS AT INTERNA’L MEET 





Agents Can Ease Difficulties; Politics, 
Human Nature Factors; Agents Should 
Be Present at Claim Disputes 





Omaha, June 15—As panelists par- 
ticipating in the discussion here today 
on “Cooperation of Trade Associations 
in Public Relations,” E. H. O’Connor, 
managing director, Insurance Economics 
Society of America, and Carl A. Ernst, 
manager, St. Paul branch office of 
North American Life & Casualty, gave 
an attentive audience a well defined 
survey of the public relations dilemma 
facing the A. & H. industry. Other 
panel members included: Roy A. Mac- 
Donald, director of company relations, 
Health & Accident Underwriters Con- 
ference, whose address is reviewed on 
another page, with Leonard A. McKin- 
non of McKinnon & Mooney, Flint, 
Mich., as moderator. 

Mr. O’Connor pointed out to his 
audience the important point that it 
is well to remember a business, a com- 
pany or an industry can spend millions 


of dollars on public relations and waste 
every cent of it unless there is per- 
formance by the salesmen to back up 
what it says is true. 


Sell Product Honestly 


The speaker said that he was not 
attempting to “soft-pedal” or skip over 
the shortcomings of the A. & H. busi- 
ness but he exhorted the salesmen to 
do everything possible to sell their 
product honestly, treat their clients 
fairly and eliminate any and all sharp 
practices. 

In Mr. O’Connor’s opinion the recent 
adverse criticism leveled at the industry 
is due to the fact that the intimate 
and personal character of health has 
tended to give unusual political sig- 
nificance to sickness insurance and to 
confuse the thinking of otherwise hard- 
headed people. Some of the criticism of 
late, he said, has been due to a few 
newspaper and magazine articles based 
on prejudice and little knowledge. _ 

“People forget that although being 
sick may appear expensive today the 
chances of survival are greater — the 
period of disability is shorter, and they 
are back to work at an earlier date 
without a great loss of income. When 
the situation is carefully examined it is 
to the advantage of the worker even 
though he may have to supplement his 
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sickness benefits with additional cash.” 
Ernst Calls Human Nature a Factor 


In considering the public relations 
dilemma faced by the A. & H. industry, 
Mr. Ernst made the point that human 
nature enters into any analysis of the 
situation. He then considered from what 
group such criticism stems from. 

“It must then be that the individual 
business is the business that is causing 
us 90% of our trouble,” the speaker 
declared. He explained that it is the 
individual who writes the letters, who 
crys to the politicians. 

Mr. Ernst offered two remedies, not 
as cure-alls, but two things of impor- 
tance. 


Support of New A. & H. 
Advertising Code Urged 


The first has and is being done, he 
said. Here he referred to the Conference 
ethical standards code of advertising 
for individually underwritten A. & H. 
policies. He urged that both the Con- 
ference and Bureau of A. & H. Under- 
writers should not stop until each of 
its member companies is a_ signator. 
Those who do not sign, said Mr. Ernst, 
can be pointed out to prospects and 
thus prepare them for the consequences 
that might result in the event a claim 
is presented. 

As a second measure to combat criti- 
cism, the speaker urged that during 
claim disputes the agent should be pres- 
ent to explain to a claimant exactly why 
a claim cannot be paid. He said that 
in using this method undesirable indi- 
viduals, involved in recurring settle- 
ments, can be detected and dropped by 
the company. Also, this can apply to 
agents and companies alike who can 
thus be detected by the State Insurance 
Department. 


Callahan Presents Awards 


(Continued from Page 42) 


took the reins and with four team cap- 
tains spearheading the drive, brought 
home the bacon. His captains were 
Horace Mais, Business Men’s Assur- 
ance; Willis H. Ashley, Continental 
Casualty; Edward Wilson, Connecticut 
General Life, and Frank Stephens, Jr., 
Mutual of Omaha.” 

Mr. Callahan then paid tribute to 
Bert Stahl, group department, Earl 
Brink Agency, Mutual of Omaha in 
Detroit, Mich., who brought in 32 ap- 
plications, personally produced, with an 
assist of another six, making 38 in all. 
He was awarded a check for $300. Sec- 
ond personal producer prize went to 
Lloyd R. Bunch of Portland, Ore., and 
the third to Lawrence E. Spero, Guard- 
ian Life, Kansas City, both of whom 
received free registration at this con- 
vention. 


Awards to Galloway, De Young, Coursey 


Mr. Callahan also showed his appre- 
ciation to three executives who have 
been close to him in the past year—John 
G. Galloway, Birmingham, Ala., chair- 
man of the International’s board of di- 
rectors and past president, who “has 
the happy quality of being able to 
soothe troubled waters when the situa- 
tion needs a steady hand”; Jay De 
Young, Chicago, controller of the asso- 
ciation, “who has held the purse strings 
with a firm but gentle hand,” and Bill 
Coursey, managing director, “who has 
surprised us all by his ability and judg- 
ment and who has won the acclaim of 
the officers and general membership in 
the short time he has been with us... 

In closing his report International’s 
president said: “When an administra- 
tion finishes its term in office it is ap- 
propriate to pass along certain recom- 
mendations to the new officers. Our 
administration owes a debt of gratitude 
to its predecessors for making the road 
much easier for us to travel.” 
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Chester Elson Speaker 
At Opening Session 

SIZABLE TURNOUT, MANY WIVES 

Wel d to Omaha by Mayor and 


State Insurance Director; Sales 
Panel Conducted in Afternoon 








Omaha, June 14—With a sizable turn- 
out including many wives the annual 
convention of the International Asso- 
ciation of A. & H. Underwriters got 
under way here at Hotel Fontenelle this 
morning with welcoming remarks from 
Mayor John Rosenblatt and State In- 
surance Director Thomas R. Pansing 
who stressed integrity, honesty and effi- 
ciency. Greetings were also extended by 
Robert D. Marcotte, Mutual Benefit 
H. & A., president of the Omaha A. & H. 
Association, and Tom Callahan, leading 
agent of Time of Milwaukee, Interna- 
tional’s president. 

Chester Elson, Waterloo, Iowa, one of 
Mutual of Omaha’s leading producers, 
stressed in his talk five qualities that 
make great salesmen. He listed (1) en- 
thusiasm for the job; (2) take advantage 
of emotions which sell more than logic; 
(3) don’t consider little things incon- 
sequently. If you do, you will come to 
consider the big things in the same 
way; (4) don’t show lack of imagination 
and vision. Keep imaging success and 
you will be successful. Imagine what 
can happen to a prospect and don’t take 
excuses; (5) get a good sales talk and 
stick to it. It must be well organized. 

The luncheon tribute to Dwight Mead, 
Pacific Mutual Life, Seattle, was im- 
pressive. Following Count Mueller’s gra- 
cious introduction Mr. Mead _ talked 
about his busy 50 years in the business. 
He gave as his success formula a defi- 
nite work schedule with proper portion 
for field and office, organized prospect- 
ing system, records that keep the agent 
stimulated and the ability to stick to 
a definite work program. 

As to prospects in the A. & H. mar- 
ket, he wondered if the 400,000 small 
businesses were being cultivated. The 
big drawback in the picture, said Mr. 
Mead, is poor public relations. Some 
improvement is being shown but there 
is still a long way to go. In fact, he 
saw some basis for the critical press of 
the past year. Mr. Mead also observed 
that there is still an element in the 
government which is trying to get its 
foot in the door. 

The speaker predicted that the next 
decade will witness the development of 
substandard business. He urged that 
agents develop not only professionally 
but as community leaders. 


Afternoon Sales Panel 


In the afternoon sales panel with Vice 
President Cliff McDonald as moderator, 
the speakers were Eugene Boisaubin, 
General American Life, St. Louis, whose 
talk is reviewed on another page; Ed- 
ward Spear, Great American Reserve, 
who talked about the approach, and Al 
Perego, Massachusetts Protective and 
Paul Revere Life. 

Mr. Spear said that mental aspects 
start when you are convinced. He felt 
that more sales are missed in the cate- 
gory of friends than all others. Also, 
that cold canvass is the greatest train- 
ing an A. & H. agent can get. He fur- 
ther brought out that in the sales pres- 
entation “simple, short, everyday words 
are better than those which go over 
the head of the prospect.” He urged 
that agents be friendly in manner, main- 
tain the right mental attitude, and know 
what they are going to say. Confidence 
in self is paramount. 

Mr. Perego, the final speaker, gave 
presentation suggestions and said: “Put 
your own personality and enthusiasm 
into the pure canned sales talk. Have 
the nerve to use the ideas the company 
gives you. Use motivating stories, be 


courteous in closing and in answering 
objections. ‘No’ is an objection, not an 
end. Give the prospect credit for intelli- 
gence. Treat objections as requests for 
information. Success depends on sorting 
legitimate objections from stalls.” 


Stage Dramatic Skit 

Omaha, June 15—Featured at Inter- 
national’s convention this afternoon was 
a dramatic skit, staged by R. L. Mc- 
Millon, Abilene, Tex., which depicted the 
disintegration of a company established 
on high ideals. Its downfall was due to 
“srab for money,” misleading advertis- 
ing, unconcern over Federal encroach- 
ment, uneducated agents, Federal rein- 
surance, loose advertising of tontine 
policies. Moral: Go back to first love 
in insurance—Insurance Protection. 


IAC Joint Session 


(Continued from Page 40) 


bring it into focus with the expressed 
desires of agents at the morning ses- 
sion. He agreed as to the need for 
proper integration of such advertising 
into the American Agency System and 
thus give better expression to the needs 
and facilities of the individual agent. 
Mr. Bulau seconded this point of view, 
stressing that Home of New York’s cur- 
rent advertising is now entirely cen- 
tered on the local agent. He then said: 
“T don’t think that direct mail material 
is worth a darn unless it is tied up with 
a specific sales, national ad program. 
We have a new portfolio of advertising, 
just out this week, in which we have re- 
duced the previous 180 items down to 60 
pieces of direct mail material.” 
Theodore W_7 Budlong, advertising 
manager, National Board of Fire Under- 
writers gave both company ad men and 
agents the benefit of his trials and trib- 
ulations in getting approval on each 


year’s national advertising program of 
the board. 

The previous evening J. Wendell 
Sether, manager of the board’s public 
relations department, had shown the 
IAC people a series of slides depicting 
new features of the board’s program 
and it was noted that insurance agents 
will be given the big play in next year’s 
National Board advertising. The new 
film, “The Wind and the Fury” was also 
shown. 

Harry Helm, Glens Falls group, went 
into detail on ways in which his com- 
panies endeavor to help agents on their 
direct mail planning. He admitted that 
it’s tough to sit in the home office and 
try to dream up copy, and then to hope 
and pray that it will appeal enough to 
the agents so that a fair percentage of 
them will use it. He remarked that the 
best results from local ad campaigns 
come from those which are based on 
current events or local conditions. 

Lewis S. Dabney, Employers’ Group, 
told about the recent questionnaire sur- 
vey conducted by “The Pioneer,” his 
monthly house organ, to ascertain the 
type of articles which agents would like 
to read therein. Asked if they would 
like to see more stories on agency suc- 
cesses, 92% replied “yes,” he said. 

Irving Bothwell, Commercial Union 
Group, retiring president of IAC, in- 
jected a few helpful thoughts in the dis- 
cussion. He called attention to the fact 
that company special agents are so bur- 
dened these days with other responsi- 
bilities in the field that they cannot be 
expected to advise agents on company 
advertising, and how best to use it. 
Therefore, this makes the ad man’s job 
that much more important. 

Dwight Ely, Ohio Farmers, showed 
concern over the wide gap between the 
company ad man and the agent. He 
agreed with the expressed feeling that 
“we should show up at agency conven- 
tions, and I wish we were invited to 
speak more often. I also wish we could 
progress to the point where agents when 
they think about advertising would 
think first about IAC and its helpfulness 
to them.” 

Final speakers of the afternoon pro- 


Travis Wallace Big Hit 


Omaha, June 15—Travis T. Wallace, 
president, Great American Reserve, 
Dallas, delivered his famous “Termites” 


address at this morning’s session of 


International’s annual convention here, 
and had his audience “in the aisles.” In 
the afternoon Mr. Wallace spoke at the 
trade LIAMA 


spokesman. 


association panel as 





gram were Mr. Hurd who gave the 
benefit of his experiences at conventions; 
Mr. Brown who said that “both we and 
the agent are interested in selling more 
insurance to the people we are trying to 
reach so let’s get together to achieve 
results ;” Arthur O’Connell who drove 
home the point that “capital stock com- 
pany insurance” does not have the same 
connotation today as it did previously 
because “it is now a matter of services 
of the agent against the direct writer”; 
Edwin E. Sterns who posed the ques- 
tion: “Just what constitutes an adver- 
tising ¢ campaign for an agent?” and an- 
swered it in able fashion, and William 
Doty, Aetna Insurance Group, who re- 
minded both agents and ad men that 
“while we are making plans to defend 
our type of sales distribution, the All- 
state and direct writers are effectively 
using promotional techniques and mz uil- 
ing reprints of national advertising far 
and wide.” He urged that “we should 
do more on selection and training of 
salesmen; put more emphasis on the 
CPCU designation.” 
The Banquet Program 


The banquet this evening, social high- 
spot of the meeting, featured Ellis Car- 
son’s fine address (featured on another 
page); the presentation of advertising 
awards by Messrs. Sheldon and Unger; 
presentation of IAC Topliners Club 
membership to its guest speakers, and a 
past presidents’ citation to Irving Both- 
well, whose presidential report closed 
the evening’s program. Attendance at 
this gathering was 110 including wives. 











Fifty Years of Growing 


In December, 1903, fifty years ago, two brothers wheeled a 
strange-looking machine out at Kitty Hawk, North Carolina. 


What the famous Wright Brothers did that day was to 
make the airplane possible . . . and the world much smaller. 


It was 50 years ago that the National Casualty Company 
began. And while we haven’t made the world smaller 
by making travel faster, we have contributed to peace of mind 
when you iravel with the finest Accident & Health, 
Hospitalization and Surgical coverages for the 
Individual, Family, Franchise or True Group case. 


Still growing in our 50th year, we offer attractive agency 
opportunities in select territories. It’s to your advantage 
to investigate National’s portfolio of comprehensive coverages. 


NATIONAL CASUALTY COMPANY 


DETROIT 26, MICHIGAN 
Remember — It’s Easiest to Sell the Best! 
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General Group Division Expanded; 8 
Personnel Affected; Goodman Named 
Division Sales Manager 
An expansion of its general group 
division operations involving eight per- 
sonnel changes has been announced by 

Continental Casualty Co., Chicago. 
William E. 


perintendent,, said that the organiza 


Racine, the division’s su- 


tion’s rapid growth has made necessary 
the creation of several new executive 
positions. Several of these are within 
the home office. 

Walter Goodman, for two years mana- 
ger of the health and welfare plans de 
partment, has been named division sales 

me 
manager. In his new post, Mr. Good 
man will have responsibility for the de 
velopment and training of the sales or- 
ganization and for the production of 
new business in both trusteed plans 
and general group plans. 

The new assistant superintendent oi 
the division, L. P. Gillespie, will super- 
vise all internal operations and will co 
ordinate the activities of the sales and 
service units. Formerly administrative 
assistant to the superintendent, Mr. 
Gillespie joined the division in 1951. 

As the newly appointed service mana- 
ger, Thomas H. Armbrust is in charge 
of developing and administering exist- 
ing group cases. With Continental since 
1947, Mr. Armbrust has been midwestern 
regional service manager since 1949. 
Succeeding Mr. Armbrust is John T. 
Eason, previously manager of the A. & 
H. office in South Bend, Ind. 

Transferred to the group sales depart- 
ment is Walrath Dinsmoor. A former 
member of the actuarial department, 
Mr. Dinsmoor was assigned last year to 
the group service department where he 
set up a service system. 

Three other promotions have been 
announced for Continental’s New York 


metropolitan office to implement the 
establishment of more comprehensive 
facilities in the eastern territory. 

E. Michael Marcus, former home 


office sales representative, has been 
named eastern regional sales manager. 
He will have charge of production of 
both trusteed and general group plans. 

Also transferred from the home office 
is John Wilson, who will establish and 
operate a service unit in the New York 
office. Experienced in both the sales 
and service phases of group business, 
Mr. Wilson has been with the division 
since 1952. 

Thomas E. Zetkov, manager of the 
statutory disability plans in the New 
York office has been promoted to opera- 
tional manager for the eastern territory 
and wiil add this responsibility to those 
he now holds. 


DEBOLD ELECTED PRESIDENT 


Of N. J. Casualty Underwriters Assn; 
Paul, Vice pres.; Clarke, Treasurer; 
Pinholster, Secretary 
The Casualty Underwriters Association 
of New Jersey held an election of of- 
ficers at their annual golf tournament, 
June 11, and elected Thomas J. DeBold 
of the Glens Falls Group as its president. 
Mr. DeBold has been resident manager 
for the Glens Falls Group for a period 

of five years. 

Elected to the official family of the 
organization were: vice president, George 
\. Paul, Fireman’s Fund Indemnity Co.; 
treasurer, Raymond Clarke, American- 
Associated Insurance Co.; secretary, W. 
. Pinholster of the Royal-Liverpool In- 
surance Group. 

Executive committee elections were: 
Ralph Hawkins, New Amsterdam Casu 
alty; Herbert N. Huntchinson, American 
Surety Co.; F. W. Natson, Fidelity & 
Casualty Co. of New York. The associa- 
tion consists of 48 casualty branch office 
managers in New Jersey. 


New Aetna Safety Film 

An Olympic champion stars in a new 
color movie on canoe safety released by 
the public education department of the 
Aetna Casualty & Surety Co. 

He is Steve Lysak, member of the 
United States’ winning two-man canoe 
team at the 1948 Olympics and vice 
commodore of the American Canoe Asso- 
ciation, which cooperated with the Aetna 
in producing the 14-minute motion pic- 


HIP Asks Review of Ruling 


Health Insurance Plan of Greater New 
York has asked the Judicial Council of 
American Medical Association to take 





ture. 

Believed to be the first documentary 
film ever produced on canoe safety, the 
entire cast for the new motion picture 
is comprised of amateur canoeists who 
are members of the American Canoe 
Association, 


jurisdiction in an appeal in the case of 
Dr. Ben E. Landless, a physician affiliated 
with the Plan, and a director of the 
Medical Group at Jamaica, Long Island. 
The subject at issue is an ethical conduct 
ruling by Medical Society of the State 
of New York, which Health Insurance 
Plan says was made merely because Dr. 
Landless was affiliated with HIP. It says 
the decision jeopardizes the professional 
standing of approximately 1,000 phy- 
sicians affiliated with HIP. Dr. Landless 
is willing to serve as a test case. 








PROTECTION? 


We certainly don’t recommend leaving your 


windows and doors wide open at all times... 


But the fact is — any burglar who really 


wants to enter your home can do it in a 


matter of minutes! 


To make sure your valuables are adequately 


insured — both at home or away — see your 


American Surety agent now! 


If you don’t happen to know his name, 


write our Agency & Production Department. 


AMERICAN SURET 


COMPANY 


100 Broadway * New York 5, N. Y. 


FIDELITY * SURETY * CASUALTY + INLAND MARINE © ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH U. S. AIRCRAFT INSURANCE GROUP 
OF WHICH WE ARE MEMBERS 











. . and to help you sell the Resi- 
dence and Outside Theft Policy, 
American Surety is running a 
timely advertisement in business 
magazines .. . reprinted 
immediately to the left. 





*“Mailroad to Prorits”—this letter- 
size sales bulletin is mailed to 

our agents monthly. Each issue 
highlights a particular line; offers 
practical ideas to help them sell. 
The current issue features this line. 
“Mailroad” is typical of the valu- 
able help American Surety agents 
receive from their Company. If 
you'd like to get further informa- 
tion and a copy of “Mailroad to 
Prorits” just use the coupon below. 


AMERICAN SURETY company 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me additional information 
about your sales aids and a copy of 


the current issue of “*Mailroad to PROFITS.” 


Name 





Agency 





Address 





Street. 
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City. State. 
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Martin's Program 


(Continued from Page 36) 
lost unless these things were not at- 
tended to right away. 

Industry Leaders Urge Caution 

Quick to react to Commissioner Mar- 
tin’s proposed program, John P. Hanna, 
managing director, Health & Accident 
Underwriters Conference, asked the 
Commissioners and the industry to roll 
up their sleeves and to tackle the main 
problems facing them without delay. 

E. J. Faulkner, president, Woodmen 
Accident, had addressed an_ executive 
session of the Commissioners on June 7 
in the interest of full liaison on big 
problems of the day. He spoke for one 
of the task forces of the recently formed 
joint committee on health insurance. 
The implication of his remarks was a 
recommendation not to move fast on the 
specific recommendations made by Mr 
Martin. 

J. F. Follmann, Jr., 
Bureau of Accident 
writers, echoed Mr. Hanna’s sentiments 
and noted that already there are baby 
fair trade practices acts in 35 states and 
standard provisions laws in 37. He said 
the industry would want to take a good 


general manager, 


& Health Under- 


look at these new measures that had 
just been uncorked. : 
Berkeley Cox, counsel of the Aetna 


Life, aserted that the problems are not 


new. They have been the concern of 
Commissioners and industry for years. 
He cautioned against hastily taking 


steps that might hamper continued ex- 
perimentation. What is new, he said, i 
that the major segments of the badistry 
have united in attacking the problems. 
NAIC is on the right track. 

3ernard Stone, former Nebraska Com- 
missioner, recalled that Robert Sills of 
FTC in addressing the recent meeting 
of the Association of Insurance Adver- 
tisers at Omaha, argued that if a com- 
pany advertises in a state in which it is 
not licensed nobody has jurisdiction over 


its action save FTC. Mr. Stone said 
“nuts” to that. The domiciliary state 
under a fair trade practices act has ali 


the jurisdiction needed over its wander- 
ing company. He expressed the hope 
that NAIC would not do anything to 
abdicate jurisdiction. 

Moses Hubbard 


Then Moses Hubbard, representing 
the Commercial Travelers of Utica got 
into action in a big way. He said prac- 
tically everybody knows when they are 
getting cancellable insurance. He ob- 
jected to overloading page one of the 
policy. He recalled that by NAIC action 
several years ago the companies were 
required to put a synopsis of the con- 
tract on Page 1 of the policy. It is im- 
possible in a few words to define many 
of the contract terms, and one of the 
FTC beefs is that these synopses are 
misleading. The companies now are re- 
quired to print on Page 1 in big letters 
whether the policy is assessable or non- 
assessable, limited or not limited, can- 
cellable or non-cancellable. As a result 
there is confusion like in the old Denver 
newspapers or in a supermarket ad and 
the big type loses emphasis. 

There are problems involved, he ad- 
mitted, under questioning from Mr. 
Martin but they are the kind that ought 
to be handled under regulations pre- 
pared by the Commissioners in confer- 
ence with the industry rather than by 
costive legislation. 

Mr. Martin said any Commissioner 
with his heart in his job could control 
evil practices of any of his companies 
in five minutes. There is no fire to put 
out over night, he pleaded. He noted 
there are now some $2% billion in 
A. & H. premiums. The mail order in- 
surers account for only $30 million. The 
Commercial Travelers organizations have 
600,000 members or 14% of all those 
insured in the U. S. That is one-half of 
the mail order total. 

Of the other half of the mail order 
business two-thirds is in companies that 
helong to Association of Insurance Ad- 
vertisers which, he said, is doing a swell 
job of policing. FTC said there have 


Presents Views 


been no complaints about these com- 
panies lately. The Justic Department 
has no complaint and the U.S. Post Of- 
fice Department has had none for three 
years, 

That leaves one-sixth of the mail order 
business that is done by companies that 
are not in any voluntary trade associa- 
tions. They do $5,000,000 in premiums 
and have about 200,000 policholders. He 
claimed it is absurd to enter into a 
complicated legislative program to reach 
such an infinitesimal segment. In_ the 
process proper segments of the business 
would be destroyed. Every one of those 
companies is under the jurisdiction of a 
State Insurance Department and if they 
are up to shenanigans any Commissioner 
worthy of his salt can put an end to it 
in five minutes. Only one or two Com- 
missioners are to blame. 

Only five states have enacted the un 
authorized insurers act and none of 
them has within its borders a company 
that is affected by the law. The other 
states have decided that it is not the way 
to proceed. 


Layne Condemns URUI Acts 


Alvis Layne of the Washington law 
firm that is counsel of AIA condemned 
URUI acts as a jurisdictional means of 
ousting the FTC. It is dangerous to fall 
for the theory that there must be mul- 
tiple state regulation of an insurance 
transaction in order to keep the Federal 
Government out. That is dangerous for 
the future of state supervision. The 
baby FTC act is enough, he contended. 
The | argest amount of unauthorized in 
surance is due to the mobility of the 
insured. If the theory is accepted that 
every state must regulate every aspect of 
a policy then a larger and larger area 
for federal intervention will created. 

Zack D. Cravey, Georgia Commis- 
sioner, spoke his mind in no uncertain 
terms about mail order insurance and 
high pressure advertising. 

New Joint Committee Promises Much 

Buist M. Anderson, vice president and 
counsel, Conecticut General, told about 
the composition and program of the joint 
committee on health insurance that has 


now become known as JCHI. He said 
this promises much. He indicated his 
belief that some of the problems of 


A. & H. had been somewhat exaggerated 
lately. 

Thomas R. Pansing, Nebraska Com- 
missioner, voiced the belief that the 
Martin proposal should be in abeyance. 
There is a prospect at last of united 
action on the part of the industry and 
there should be eschewed patchwork 
approach to problems. He said they 
shouldn’t smear on paint to cover up 
little scratches. Better to prepare the 
surface real well 


Pryatel Says Scripps-Howard Did 
G Turn 


Deputy Superintendent Gus Pryatel of 
Ohio said he for one feels the Scripps 
Howard papers did a good turn in their 
series on A. & H. policies. The Ohio De- 
partment, he said, now requires that 
any ad must include a policy number 
corresponding to that by which its filing 
is labeled, so that in event of complaint 
the matter can be pinpointed. The De- 
partment Pn requires an affidavit on 
every complaint and subpoenas the com- 
plainant, so they can get his story even 
though the insurer makes a settlement 
with him while the heat is on. There is 
a check to determine whether there is 
a correspondence between volume of 
complaints on a particular company and 
its loss ratio. 

Maybe, he said, there ought to be rate 
regulation of A. & H. He said the idea 
of advertising “the Cross” ought to be 
looked into to see whether a commercial 
company can subtly create the impres- 
sion that it is offering a service contract 
in this way under the flaw. 

If a company advertises “no exami- 
nation required” it ought also to be 
made to say that in event of a claim it 
will investigate for evidence of pre- 
existing disease. 

Three Resolutions Adopted 


The closing plenary session of the Com- 
missioners’ meeting last week witnessed 


the adoption of three resolutions relative 
to the regulation of the A. & H. busi- 
ness. They are indicative of the concern 
felt by NAIC on problems confronting 
this industry, as reflected in the remarks 
by Commissioner Martin. 

The first resolution recommends to 
legislatures of state where such laws 
are not in effect the enactment of ade- 
quate legislation to cope with unfair and 
misleading advertisements and_ policy 
forms, and that such legislation include 
in substances the following: 

1. “A requirement as to individual poli- 
cies providing health, accident, sickness 
or medical benefits. 

“Where such policies are cancellable 
or renewable at the option of the insurer 
any advertisement must contain a promi- 
nent statement to that effect, and where 
details of benefits are set forth in any 
advertisement, they shall also disclose 
the major limitations of such policies. 

“2. A requirement that individual poli- 
cies providing health, accident, sickness 
or medical benefits which are subject to 
cancellation or renewal at the option of 
the insurer, contain a statement to that 
effect prominently printed on the first 
page of such policy. 

“A requirement that individual poli- 
cies providing health, accident, sickness 
or medical benefits contain a provision 
fixing a period during which the policy- 
holder shall read his policy and have 
the right to surrender it and his rights 
upon such surrender.” 


Unfair Trade 


The second resolution provides: 

1. “Adequate unfair trade practice acts, 
complying substantially with the one 
previously recommended by the National 
Association of Insurance Commissioners 
should be adopted by all states that have 
not heretofore adopted such legislation, 
and 


Practice Acts 


“Reciprocal unauthorized insurers 
acts, complying substantialy with the one 
previously recommended by the associa- 
tion, should be adopted by all states 
that have not heretofore adopted such 
legislation.” 


A. & H. Complaints 


The third resolution relates to com- 
plaints arising in the accident and health 
insurance business caused by denials of 
claims on the basis of the contention of 
pre-existing diseases, or those existing 
at or before the date of issuance of the 
policy. It reads in part: 

“Whereas, the National Association of 
Insurance Commissioners has heretofore 


recognized the need for a time limit 
fixed by statutory requirements and 
policy provisions, after which no claim 


could be contested on such a basis and 

“Whereas, the enactment of such 
statutory provisions were then and con- 
tinue to be in the public interest, 

“Now, therefore, be it resolved that all 
states that have not heretofore done so 
should enact such legislation either 
through the adoption of the uniform in- 
dividual accident and sickness policy pro- 

vision law which would contain such a 
provision through separate legislation.” 





Company-Agent Team 


(Continued from Page 38) 


of the agents’ sales problems. Much of 
the direct mail material that is gener 
ously supplied by the companies for the 


use of their agents gathers dust on the 
shelves of the agent’s office, because it 
misses the sales appeal. 

“More fieldmen should be made public 
relations conscious and expected to spend 
more time with their agents and with 
buyers of insurance telling our story in 
a forthright Way. 

“Articles can and should be written 
for trade publications of other industries 
telling of the agent and company place 
in the American economy. Why isn’t 
this story being told in our high schools 
and colleges ? Our competitors are doing 
it. Why don’t the agents and_ their 
principles take advantage of trade shows 
to tell the story? The non-agency com- 
panies do.” 


E. H. Carson Address 


(Continued from Page 38) 


senior partner directly: 

““Of the clients who 
in the ledger in that 
we are still doing 
and have continued to do business with 
them for the whole 50 years. Many of 
the firms who were our clients fel! by 
the wayside or were purchased other 
firms and the original names are no 
longer operating. Many of the individ- 
uals are dead and gone and I suppose 
if I could follow the history we are 
still doing business with many of the 
firms that by reason of ation, 
have changed names. 


were registered 
first year of 1904, 
business with 24 


consolid 


Integrity, a Factor 


etal | | | look 
ticularly with the 
ot our community 


and conditions of 


back in retrospect, par 
tremendous growth 
attracting all kinds 
people, | am certain 
that our continued growth is due first, 
to integrity; second, to a love of the 
business; third, to the fine clientele we 
have, and fourth, to the wonderfu'ly 
cooperative assistance our companies 
have given us.’” 

As one of the many 
forth in stressing the attributes of in- 
surance personnel, Mr. Carson indicated 
= stability of personnel in the matter 

f having very few transients within com- 
ae ranks, was a praiseworthy 

In relation to his enumeration of the 
many beneficial qualities of both insur- 
ance employer and employe, he said they 
are specially significant to prospective 
and newer insurance people if the indus- 
try is to attract and to hold candidates 
of the caliber essential to the perpetua- 
tion of the business. It is also quite 
vital, he commented, to the future of in- 
surance and the employe that faith is 
maintained in its people as well as in 
its organizations. 

During his speech, Mr. 
a point to include the importance of 
stockholders as among the various 
classes reached by the talent of the 
advertising men. 


John L Train 
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points he brought 


factor. 


Carson made it 


(Continued from 


my experience in both government serv- 
ice and private business that we can do 
anything if we have a good cause.” 

Mr. Train said that during his career 
he has observed many investigations of 
the insurance business. One of them was 
the Armstrong Investigation of life in- 
surance. It looked for a time that life 
insurance was on the way to ruin as 
Charles E. Hughes brought out so many 
sensational aspects in conducting one 
of the finest investigations the country 
has ever seen, but actually that particu- 
lar investigation resulted in a great im- 
petus to the life insurance business 
under the so-called Hughes a recom- 
mended by the Armstrong Committee. 

When Mr. Train was in the Insurance 
Department he was connected with the 
investigation of the then Superintendent 
of Insurance, Otto Kelsey, who had been 


brought up twice on charges. Train 
made numerous speeches defending Kel- 
sey. This investigation, by the way, 


resulted in the appointment of Mr 
Hotchkiss as Superintendent. During 
the term of Hotchkiss there was an in 
vestigation of a so-called fire insurance 
lobby. It resulted in clearing up of 
abuses and turned out to be a fine thing 
for fire insurance. 

“As you know, Workmen’s Compensa- 
tion is being investigated again,” he said 
“We have invited the Superintendent to 
see our records. We have tried to fur- 
nish all needed data as to Workmen's 
Compensation costs. 

“Investigations come and go. There 
was the famous TNEC inquiry about life 


insurance and the economic power of 
the companies. After weeks of testi 
mony a report was made by Chairman 


O’Mahoney for the Senate Committee 
conducting that inquiry and he highly 
praised the companies. So my experi- 
ence and observation is that insurance 
is always the gainer from these investi- 
gations.” 
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MacDonald Talk 


(Continued from Page 46) 


relations are not inexpensively pur- 
chased.” 

In this connection, Mr. MacDonald 
went on to say that it was his hope that 
in due course the accident and health 
industry may have a suitable budget for 
a public relations program. He also ex- 
pressed his hope that when this is ac- 
complished it would be a long-term type 
public relations program and not just a 
half-hearted attempt to gain public 
favor. 

As the second step in preparing for 
a fuller public relations program on the 
part of the A. & H. industry, Mr. Mac- 
Donald said that a determination should 


be made of “what the public really 
thinks about us.” He pointed out that 
the practices of a small minority of 


companies and their representatives plus 
a lack of understanding on the part of 
the general public as to what insurance 
can and can’t do and should and 
shouldn’t do, combine to account for 
most of the criticism the entire industry 
has been receiving. 

In combating criticism, Mr. MacDon- 
ald said that the underwriter-community 
relationship which in the past has 
proven of great advantage in merchan- 
dising can be used in a successful public 
relations endeavor. The speaker called 
for a program which would incorporate 
a “grass roots” approach. “The field un- 
derwriter,” he said, “must serve as the 
eyes and ears of the business.” 


Criticism by a Minority 


During his talk, Mr. MacDonald 
pointed out that recent criticism has led 
many who are not fully familiar with 
accident and health insurance to rush 
in and say the industry is in a bad 
light and the public is extremely mad. 
He let it be known that it was his 
considered opinion that with some 50,- 
000,000 individual policyholders directly 
tied to the A. & H. business, a small 


Tribute To Mead 


(Continued from Page 44) 





ge inization which existed at that time. It 
is not known by very many men that it 
was he who sparked the idea of raising 
funds to give our association a financial 
foundation on which to build. He not 
only was the first to pledge $500, but 
was one of the first to send a check on 
account. It is doubtful if the program 
could have succeeded without his guid- 
ance and help.” Continuing Mr. Mueller 
said 

“In the 44 years that Dwight has lived 
in Seattle, he has been identified with 
every worthwhile civic project for the 
welfare of the citizens of his commun- 
ity. In 1925 he was instrumental as 
chairman of the local life underwriters 
association in putting across a life in- 
surance program on the 20-year endow- 
ment form involving $1,000,000 of life in- 
surance. In 1945 this endowment paid 
off and there was made available to the 
Orthopedic Children’s Hospital in Seat- 
tle $400,000. 

“In 1925 Dwight was one of the foun- 
ders and the first president of the 
Seattle Life Managers Association. In 
1926 he was the founder and the first 
president of the Seattle Accident & 
Health Association. Indicative of the 
esteem with which he is held in Seattle, 
one of his friends in that city in a re- 
cent letter paid this justified tribute: 

“wight has always manifested a 
high degree of altruism and unselfish- 
ness which has been an inspiration to 
others of us in the business, but never 
has this been more generously mani- 
fested as his years of maturity have 
crowned his life of service to and for 
others. Here in the state of Washing- 
ton, Dwight is Mr. Primary Insurance 
at its best! Long may his light shine 
and his friendliness radiate.’” 


AMER. AUTOMOBILE DIVIDENDS 

Board of directors of American Auto- 
mobile on June 15 declared, subject to 
stockholder approval, a stock dividend 
of 20% payable on or about July 27, to 
stockholders of record July 12. A cash 
dividend of 50 cents per share was also 
declared, payable September 1 to stock- 
holders of record August 15. 





minority of the public is actually con- 
cerned. 

However, Mr. MacDonald went on to 
state that: “At every opportunity it is 
our job—at all levels in the accident 
and health business—to tell people we 
are furnishing dollars to help pay for 
health care bills and other expenses 
when these dollars are most needed. 

“Then there are standards of ethics 
for advertising or merchandising—vol- 
untary rules of conduct are a start in 
the right direction toward a public rela- 
tions program,” he continued. “They 
give us guide posts. But they mean 
nothing unless they are adhered to.” 

In conclusion, Mr. MacDonald stated: 

“I would say that the public relations 
area for the Internationa] Association 
is broad. It will in many places dove- 
tail with that of the management trade 
associations and the Health Insurance 
Council. But I would say that the Inter- 
national Association clearly has separate 
work cut out for it.” 


Galloway's Report 


(Continued from Page 44) 


members can be invited to sit down with 
them and lend our assistance. The 
company, after all, tries to design its 
policies to serve the public, and has to 
depend largely wpon the agent to mer- 
chandise them. 

“It would do every agent in the coun- 
try a lot of good to hear the many 
fine speeches on group insurance, on 
small group, on non-can, on underwrit- 
ing, on cancellations, use of waivers, etc., 
that eminate from these papers. Joint 
meetings with them will go directly to 
the heart of the problems, where they 
can tbe more readily solved—by the im- 
provement of the agent and his under- 
standing, in the field. 

“This one step further would naturally 
involve a number of things on the part 
of the trade associations, but I would 
like to see our association ready and 
prepared to participate if invited, with 
the right attitude of helpfulness, and de- 
votion, and strong enough to carry our 
load.” 


Resources Through Membership 


In the concluding remarks of his re- 
port, Mr. Galloway pointed out that the 
resources of the International Associa- 
tion comes through its members. He 
asked for increased membership as the 
answer to this organization’s problem 
economically, but ‘he added, getting 
members is not enough. “We must give 





scious city planners. 
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Life in the Suburbs--It’s Wonderful! 





There’s more than grass growing in the suburbs today! 


By the score . . . in plastics, electronics, printing, toolmaking 
. .. light industry is transplanting its roots to the countryside, 


made welcome by job-conscious suburbanites and tax-con- 


It’s a trend Zurich anticipated—with group programs 
especially suited to the moderate-sized, community centered, 


independent enterprise now blooming in Suburbia. 


It’s a trend that you—the suburban agent—can ride if 
GROUP is in your portfolio. Check on it— there’s a Zurich 
Group Representatives near you with the facts of GROUP. 


Zurich General Accident and Liability Insnrance Company, Ltd. 
American Guarantee and Liability Insurance Company 
135 S. LA SALLE ST., CHICAGO 3, 


(Hi Raye 


SRR 


Call him—or write for Zurich’s 
pamphlet, ‘““THE BIG FOOT” 
and discover for yourself the 


easy how and why of group. 


ILLINOIS 








them something in return for belong- 
ing!” the speaker continued. “Our officers 
should not be burdened with getting 
membership that they sacrifice the im- 
plementation of our overall program of 
helpfulness, of education, legislation, 
public relations, etc.” 

Let’s make membership mean far more 
and more and of greater value to the 
man in the field, said Mr. Galloway. 
that he will be the first emissary of 
good will and recruitment, proud to be- 
long to the greatest professional associa- 
tion in the world and a staunch de- 
fender of this the greatest business. 


IAC Awards 


(Continued from Page 39) 


of New York, Pennsylvania Fire, United 
States Fire, ‘London Assurance, Home 


Fire & Marine, Agricultural, Fidelty- 
Phenix, Connecticut Fire, Century In- 
demnity, American Casualty, Columbia 


Casualty and Bituminous Casualty. 
Latham - Stevens Co. 


Latham- Stevens Co., founded in 1942, 
has progressed in 12 years’ time from a 
minor organization to one of the largest 
direct writing agencies in Harrisburg. 
Its principals are Ernest D. Latham, 
president who is attending this IAC 
gathering to personally accept the cer- 
tificate of award, and William H. B. 
Stevens, secretary - treasurer of the firm. 

Mr. Latham entered the insurance 
business in the early 1920’s after World 
War I service with the U.S. Navy. He 
started as a life, accident and health 
claim adjuster in New York; later he 
became a rating inspector for the Mid- 
die Department. Association of Fire Un- 
derwriters in Pennsylvania. Thereafter 
he served as special agent for a large 
fire company in the western part of the 
state, followed by 12 years in Harris- 
burg as sales manager for another fire 


company. | In 1942 he joined with Mr. 
Stevens in founding Latham - Stevens 
Co, 

Mr. Stevens’ insurance career started 


in 1932 after initial experience in the 
bond business. For ten years before the 
formation of Latham-Stevens he spe- 
cialized in fire insurance and supervised 
the insurance on many of the leading 
banks, manufacturing plants, business 
and institutional properties in central 
Pennsylvania. He is considered well- 
informed on unusual cov erages for indi- 
vidual risks. 

Latham-Stevens Co. has now won two 
IAC awards in two successive years, 
its 1952 promotional program having 
been awarded honorable mention. Both 
campaigns were designed by Michener 
and O’Connor, Inc., Harrisburg advertis- 
ing agency. 

The high standard of service ren- 
dered by this agency is a reflection of 
the caliber of its personnel. Two mem- 
bers of the firm hold the CPCU designa- 
tion. The office staff handling the vari- 
ous phases of “paper work” all have spe- 
cialized training and experience.. 

Principal fire and casualty companies 
represented include the North America 
Companies, Home of New York, Conti- 
ental, Hartford Fire, St. Paul Fire & 
Marine, National Union and Ocean Ac- 
cident. 


Honorable Mentions in Competition 


Honorable mentions in the IAC com- 
petition according to premium classifica- 
tions were as follows: Class 1—David 
I. Checkoway, Newburyport, Mass. and 
Ferguson Insurance Agency, Sheridan. 
Ind.; class 2—Ludwig F. Stoor, Crystal 
Falls, Mich.; F. A. Kandutsch, Park 
Falls, Wis.; Marshall Paris Agency, 
Bothell, Wash., and Len Eckman, Pit- 
man, N. J.; class 3—Tom Bartlett. North 
Baltimore, Ohio; Jack Safley, Temple, 
Tex., Chas. H. Weinbaum, ‘Beaumont, 
Tex., Zean Gassmann, Olney, Ill. and 
Berry Insurance of Kentucky, located at 
Murray, Ky. 

Class 4—Barton F. Sharp & Son, 
Bridgeton, N. J.; Julian B. Hopkins, Co- 
lumbus, Miss., and Bob Kraus Insurance 
Agency, West Milton, Ohio; class 5— 
Dawson & Feek, Inc., Seattle, Wash., 
and Norman Hobard, Kansas City, Mo. 
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Remind Your Clients: 


burglars 


ove “F 
vacations 


especially if they’re theirs! 








P= of mind is a nice thing to have on a holiday. The Travelers costs only pennies a day, and protects the 
And you can help your clients achieve it, by value of precious possessions. 
recommending a Travelers Residence and Outside Theft Why not see your nearest Travelers Casualty Manager 


policy before they go away on vacation. about details of Travelers Burglary insurance con- 


Remind them that the finest theft insurance with tracts? 


The Travelers \WoEMNITY COMPANY 


HARTFORD 15, CONNECTICUT 























fii thal only tal Be tory! 


“Of course I’m pleased—and proud, too—but if 


it hadn’t been for something George Duncan 


did years ago, I might be out of a job—and 


everyone else who works for Apex. But George 
knew how important the company was to this 
town, and to all of us who worked for it. He 
talked J. T. into taking out business life insur- 
ance to make sure the company would continue, 
and that it would be run by those of us who 
helped build it up. That's the sort of thing that 
doesn’t get printed in newspapers—but it ought 
to be.” 

Unsung publicly, perhaps, but highly 

nae af tho ic tasaraeee cabin 

who, by selling business life insurance, 


protects people in their jobs and com- 
munities in their economic welfare. 


FETNA LIFE INSURANCE COMPANY 


HARTFORD 15 [WU CONNECTICUT 








